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1953 HUNTER 7%ck09’ ATTIC FANS 
Encioct to inctolll of alll attie fons 


= Now attic fans can be sold and installed as 
easily as other appliances you handle. You’ll make 
extra profits and build satisfied customers with the 
Hunter Package Fan. It’s the pace setter of attic 
fans, backed by Hunter's 67-year experience in fan 
manufacture. Available in sizes from 5000 to 
15500 CFM (air deliveries certified) to fit any 
home size and climate. Fan unit guaranteed 5 
years; motor and shutter, 1 year. 





FOR CORNER PULL-IN ELBOWS, 3-PIECE CONDUIT COUPLINGS, 
PIPE STRAPS — CLAMP BACKS —NEST BACKS 


GEDNEY JLWAs/ 


NATURALLY you want to cut installation finished, individually inspected to ensure 
time and costs. And you'll do it easily with top quality. What's more, Gedney Fittings 
Gedney Fittings, for these fittings are ac- are made of unbreakable malleable iron. 


curately machined and threaded, smooth For best profits, order Gedney alw ays! 


TYPICAL OF THE COMPLETE GEDNEY LINE ARE: 





Corner Pull-In Elbows in 2’, 44” and 1” sizes. 
Ideal for space-saving, machine wiring, easy 
wire pulling. Cadmium plated. 


Now available in 11/4”, 11/2” and 2” sizes 





3-Piece Conduit Couplings in a large range of 
sizes from 12" to 6’. Cadmium plated. 





One-Hole Pipe Straps, Clamp Backs, and the 
handy new Gedney Nest Backs. These supple- 
mentary spacers nest firmly behind the Clamp 
Backs — use as many as you need to hold pipe 
at desired distance from wall. Hot dip galva- 
nized to prevent corrosion. 








RKO BLDG. « RADIO CITY « NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn. 


GEDNEY FITTINGS FIT | 
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Three quality 
tapes—friction, 
rubber and plastic... 


Make ACCURATE Electrical 


Tapes your choice for easier taping | ACCURATE FRICTION TAPE 

’ + High grade carefully com- 
and positive electrical and mechaf- ~ ; 2 pounded rubber with finest 
: . Sh 3 110 Ric, cotton base provides maxi- 
ical protection. Both friction afid — is 7 mum mechanical protection 


; 4 , cA . Made i 
rubber, ACCURATE tapes are strong, pliable, / epasrigd ‘gone rest 


easier working. These quality electrical 


tapes are non-raveling, tear off clean, pull ACCURATE RUBBER TAPE 

: . : oo, , Features high elasticity, ex- 
tight and firm ... make neat, high oa psn f colleal sobeilen,: hele ae 
wraps even over irregular surfaces. electric and super oging 

; qualities. Available in 


bee ; a # Standard and A.S.7.M.- 
For special jobs where a reduction in Bulk is : AAR. grades. 


essential, specify ACCURATE piastic 
electrical tape. Thin caliper, combi d i oe" ACCURATE PLASTIC TAPE 


xcellent dielectric strength, make i i ere Pi ASIC Tap Offers o bulk-reducing com- 
' é -e y bination of thin caliper, 
for faster wiring p ion! a good mechanical and di- 
; electric strength. Recom- 
mended for use wherever 
plastic tape is practical. 


NEW TAPE CATALOG AVAILABLE NOW! 

Just call or write for the handy new Accurate catalog. 
A handy biochure for electricians, maintenance 
engineers and purchasing agents which includes ail 
the facts on electrical tapes. Address: 

Accurate Mfg. Company, Garfield, New Jersey. 


Spocils ACCURATE 


—S YOUR BEST BUY IN TAPE 


MORE THAN A QUARTER CENTURY OF TAPE SPECIALIZATION 
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The Trade Mark 


The name behind the product can mean much to you. If you like to 
of Top Quality deal with a company that puts cooperation, friendliness and in- 


rye tegrity above all—remember— 
> | You'll like doing business with Triangle — and with Triangle distributors. 


~(TRIANGLE TRIANGLE CONDUIT & CABLE CO., INC. 
a a NEW BRUNSWICK, N. J. ¢ MOUNDSVILLE, W. VA. 
When it's a Question of Earrying Elechical Power— Specify TRIANGLE 
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In This Issue 


It ean happen here and it has 

Hospital wiring—an intricate installation 
Dual purpose ceiling 

Modernizing an office’s electrical system 


Mobile storehouse for large jobs 


Industry news 
Dates ahead 

News about people 
Electrical books 


New products 
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Lengthening the air conditioner season 
Records—traflic builders for appliances 
Personalized fan sales 

Week-long appliance promotion 

Texas appliance dealers organize 


What they said at NAED convention 


On the appliance front 
Silent salesmen 
Names and faces 


Product parade 
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Industry figures show that total energy sales are 


approximately doubling every eight years. Meters 
that are adequate for today’s loads must take these 
increases into a¢count. 


Duncan now has available a complete line of 


re) r To ‘salelaaeh. 'S heavy duty metering equipment with adequate 


capacity to handle these increasing loads—both 


mounting devices and extended range socket 
Loads! 


type meters for continuous loads to 200-amperes. 





TYPE MF-SE 
50-amp. 
240-volt 


> phase, 
3-wire 





3-wire 








1-element 





TYPE MH-2S 
50-amp. 


> 3-phase, 120-, 240-, 480-volt 
3-wire 


2-or 


3-wire For use with 4- or 5-terminal 
meters On 1-, 2-, or 3-phase, 


2-element : : 
3-wire services. 








TYPE HD-7 
TYPE MH-2SA 


50-amp. 
240-volt 


3-phase, 


4-wire 





2-element 





A » TYPE MH-21%2S 
4 3-phase, j 50-amp. 


4-wire 120-volt 


w : : , 
- 4-wire For use with 7 - terminal 


2-element meters on 3-phase, 4-wire 
services. 














DUNCAN ELECTRIC MFG. CO. 
LAFAYETTE INDIANA 
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Economie Comment 





HOW CURRENT EVENTS WILL AFFECT BUSINESS 


TRENDS 





Economic education 

® EACH SUMMER in all sections of 
the country workshops for school 
teachers spring up to develop the 
principles of the American. eco- 
nomic system for use in the schools 
of the community. The motivation 
for the project lies in the belief that 
since teachers are the great molders 
of the thinking of young people, 
they should have great command 
over the important facets of our 
economic life. 

Only too often is this area neg- 
lected in the preparation of young 
men and women for teaching 
careers. School officials say fre- 
quently that applicants for teaching 
positions have few, if any, courses 
listed on their records showing 
preparation in the general area of 
economics. 

The co-operation of business men 
with the major school systems of 
the nation in recent years has been 
little short of phenomenal. Leader- 
ship of both groups have felt that 
only by close co-operation could both 
groups recognize the contributions 
and value of each other to the well- 
being of society. Visitations of 
business men to the schools (and 
vice versa) contributed a measure 
of understanding but only actual 
group study can answer questions 
and solve problems. 

Here the value of the workshop is 
most apparent. With business men, 
labor experts, school administra- 
tors, professors and others joining 
in a frank discussion of the merits 
and demerits of phases of our eco- 
nomic system then teachers can 
have the material so necessary to 
pass along to the youth of the na- 
tion. This latter group wants 
honest and frank answers to eco- 
nomic questions that are evident in 
society today. Our world is truly 
an economic world, and economic 
factors guide much of our everyday 
operations. 


Strikes and labor inactivity 

One of the best segments of the 
American economy at the present 
time is the labor picture. True 
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by J. Whitney Bunting, Ph.D. 


strikes have been relatively fre- 
quent but their economic impact 
has been low at least during the 
early stages of 1953. One large 
factor in this trend has been the 
fact that many producers have 
noted that labor demands are not 
so severe at this time as they have 
been in the past. 

As a result rather than going 
through an inactive strike period 
they have tended to settle at the 
best available terms. 

On the other hand, labor has not 
exercised so forceful a strike policy 
as it has in the past. Again, this 
may be due to some misgivings 
about the future of present eco- 
nomic good-times. Sufficient to say, 
however, that on the whole time lost 
from production due to labor un- 
rest appears to be lower this year 
than in the most recent past. Con- 
tinuation of this condition through- 
out the remainder of 1953 should 
point toward a definite increase in 
labor-management peace. 

The background is not quite so 
calm, however, for the next few 
months. Many wage controls will 
come up for re-evaluation and re- 
negotiation. As usual many of these 
contracts are with major national 
industries such as railroads and 
coal. It is no secret that the leader- 
ship of both industry unions is not 
pleased with present wage levels 
and working conditions. The result 
will inevitably work towards strike 
conditions and, if such does occur, 
the economic damage may spread to 
many other industries dependent 
upon the above two for raw mate- 
rials or transportation service. 

If at all possible these strikes 
will be either sidetracked or their 
effeqis minimized. But it is a 
gamble at this time and causes a 
somewhat cloudy picture of the 
prospects for continued labor-man- 
agement peace. 


Dr. Bunting, well-known southern 
economist, is president of Oglethorpe 
University, Oglethorpe, Ga. 


Detense slashing 

The constant worry, both about 
our national security and our eco- 
nomic welfare, occasioned by the 
defense budget wrangle in Wash- 
ington, seems both needless and 
dangerous. First of all, the fund 
cuts that have been mentioned to 
date are both small in size and 
negligible when the over-all gov- 

expenditures are con- 
It would appear that such 
“cuts” are merely tokens of what 
the present administration would 
like to do if they had completely 
free power to live up to pre-election 


ernmental 
sidered. 


pronouncements. 

As any one who keeps abreast of 
world tensions knows, it is impos- 
sible to curtail defense expendi- 
tures to any great extent in the face 
of constant threats to security. 
Thus, any true reductions of de- 
fense expenditures will result pure- 
ly from a change or shift in direc- 
tion of budgetary allocations and 
from economics practiced in fund 
administration. 

Truly this writer has been some- 
what disappointed in the immediacy 
of the results from this last cate- 
gory. It had been hoped, and an- 
ticipated, that sweeping economics 
in fund management might be 
placed in effect through effective 
administrative controls. To date 
an honest effort has been made in 
Washington, but one still has to 
wait for effective results. 


Business failures 
analyzed by Dun 

ALTHOUGH business failures na- 
tionally showed a decline of six per 
cent in April, an upturn in the 
South Atlantic States, mostly in 
Florida and Georgia, raised that 
region’s total to the highest level 
since 1951, according to the June 
issue of Dun’s Review. 

Failures were also more numer- 
ous in the West South Central 
States in April, as compared with 
the same period last year. 

In analyzing the 7,683 business 

(Continued on page 65) 





CONGRATULATIONS to FORD 


oe pee SERUTIFUL HEW 


ENGINEERING AND 


CENTER AT DEARBORN ; 


RESEARCH —- 


a 


880810 s405045,, 


Among the notable architectural features in this outstand- 
ing new building is the Smithcraft Area Illumination instal- 


lation of overall lighting. 


. . . AND CONGRATULATIONS TO THE 
HARLAN ELECTRIC COMPANY OF 
DETROIT, ELECTRICAL CONTRACTORS 


According to C. Allen 
> Harlan: "Smithcraft 
_ Area Illumination has 
| obviously been de- 
signed with the needs 
and problems of the 
electrical contractor 
in mind. It is almost unbelievably easy 
and efficient equipment to install". 
There's a real satisfaction in installing a 
Smithcraft Area Illumination system . . . 
satisfaction in the way the job goes 
together . . . satisfaction in the finished 
appearance . . . and satisfaction in ex- 
cellent profits for a superior lighting job 
well done. One good installation leads to 
another . . . and to more and more 
sales, Smithcraft Area Illumination is 
that good both in its clean, trim, 
modern appearance and in its glare-free, 
low-bright illumination. 
eee 
Once the hangers are in position on the 
ceiling, all you need is a level and a 
screwdriver. Everything goes in place 
quickly and easily with no careful dimen- 
sioning or critical locating of parts. Even 
the hangers are positioned almost hap- 
hazardly with an adjustment of 2" built 
right into the hangers. There's plenty of 
raargin for error or for walls and ceilings 
that are not absolutely true. 
eee 
If you don't know about Smithcraft Area 
Ilutc.ination, investigate now. We'll be 
glad to send further information and any 
of the Smithcraft representatives 
throughout the country will be glad to 
tell you about it. 


| Smithenaft- 


——— 











LOOKING OVER INSTALLATION IN DRAFTING AREA ARE PI} 
FLETT!, HARLAN ELECTRIC COMPANY SUPERINTENDENT AN 
STONE, SMITHCRAFT REPRESENTATIVE 

, 


el ‘ML / 


2 ee ai 
1. INSTALLATION COVERS NETWORK 
OF BEAMS AND DUCTS WITH MINI- 
MUM OF SUPPORTS TO CEILING. 


. INSTALLING LOUVERS 
PLASTIC, LENS T 
SHIELDING MEDIUM C 





2. LAMPS ARE LIGHTED. FRAMEWORK 
FOR LOUVERED CEILING IS BEING 
INSTALLED. 


There are three separate installations of 
Smithcraft Area Illumination in the Ford 
Engineering and Research Center with a 
combined area of more than 65,000 sq. ft. 
Intensities in the three areas are 112 foot- 
candles, 100 footcandles and 108 footcandles. 


Architects: Voorhees, Walker, 
Smith, New York 


Foley and 
Electrical Contractors: Harlan Electric 
Company, Detroit 
Distributors: Genera! 
Company, Detroit 


§. INSTALLATION 
CONTOUR OF  BUILE 
TICAL TREATMENT IS SUF 
TIRELY BY LIGHTING T 


LIGHTING DIVISION, CHELSEA 50, MASS, 
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Electric Supply 





How CURVACORE Design 
~ Improves Transformer Performance 





Picture illustrates Curvacore design. You can 
see how core steel resumes its original wound 
shape as man feeds a two-turn length of prepared 
cold-rolled, oriented steel into the electrical 
windings of an Allis-Chalmers distribution trans- 
former. 





Results in Low Exciting Current...Low Losses 
Curvacore design fully utilizes the advantages of cold-rolled, ori- 
ented steel. First, steel is wound from a continuous strip of steel, shaped 
and annealed. The annealing process relieves mechanical stresses and sets 
the shape of the core. Then core steel is unwound, cut into two-turn 
Jengths and nested in proper order for assembly around the coils. 

Curvacore design permits the flux path to follow the grain of the 
steel. This results in high permeability, low hysteresis losses and a me- 
chanically stronger core structure of less weight than previous design. 


Better Regulation and Cooling 

In addition, coils are arranged in low-high-low sequence which gives 

lower impedance resulting in better regulation characteristics. Liberal 

cooling ducts provide large contact areas between windings and oil to 

keep copper-to-oil gradient low. - 

As a result of careful design and manufacture, you get a compact, effi- Curvacore design is available 

cient transformer. And you get extra features like improved impulse Ae aneeh anearnaeiae Cag. 
strength, sealed tank construction, and excellent surface protection. For 


complete details, call your nearby A-C district office or write Allis- 
Chalmers, Milwaukee 1, Wisconsin. a-4024 
Curvocore is on Allis-Chalmers trademark. 
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NATIONAL SALES OFFICES 


Atlanta, Ge. Cleveland, O. los Angeles, Cal. Pittsburgh, Pa. 

Buffalo, N. Y. Dallas, Tex. Milwaukee, Wis. St. Lovis, Mo. 

Cambridge, Mass. Detroit, Mich. Minneapolis, Minn. San Francisco, Cal. 

Chicago, I. Houston, Tex. New York, N. Y. Seattle, Wash. 

Cincinnati, O. Indianapolis, Ind. Nework, N. J. Washington, D. C. 
Konsas City, Mo. Philadelphia, Pa. 
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Cable 


: FOR QUICKER SERVICE 
anywhere in the United 
States...General Cable 
maintains 





“} 22 sales Offices 
i 14 Resident Sales 


Representative Locations 


¢ Over 600 Distributor 
Sales Locations 


Distribution Points 


4 6 Manufacturing 
Plants and Stocks 





“ee 








= eo ae m 
to render service! 
— | t 


‘4 General Cable is an institution that stands for nation-wide service points, 
strategically located ... Field Offices to render on-the-spot service... 


Teamed with important supply houses to put General Cable products on a local 
delivery basis from local distributing points. 


Whatever your electrical wire and cable need, whenever you need it, make 
“General Cable” a part of your product description. 


One Source of Complete Supply 
One Completeness of Service 


One Standard of Quality 
GENERAL CABLE 
c Oo R P Oo R A TFT ££ Oo B® 


Executive Offices: 420 Lexington Avenue, New York 17, N. Y. Sales Offices in Principal Cities in the United States. 
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Are You Making Use 
of Our 


Reader Service? 


The editorial and business 
staff of ELECTRICAL SOUTH 
is eager to serve you. One 
way in which we can help you 
is to make it easy for you to 
draw upon the wealth of tech- 
nical and promotional ma- 
terial available from manu- 
facturers. 

In the accompanying pages 
are the descriptions of scores 
of useful catalogs, applica- 
tion information booklets, and 
technical publications. These 
are available without charge. 

Check over the list of pub- 
lications available, circle the 
numbers of the ones you 
need, and mail the coupon 
to us with your name, title, 
company and address plainly 
written. We will tell each 
manufacturer to send directly 
to you the information you 


want, 


The staff of ELECTRICAL 
SOUTH will be glad to help 
you with other problems. They 
will obtain expert advice for 
you on both technical and 
business problems. The ser- 
vices of a number of consul- 
tants are available. Whether 
your problem relates to sales 
promotion, lighting or wiring 
layouts, applications of the 
National Electric Code, or 
equipment application, it will 


receive careful attention. 


Address your requests to: 
Reader Service 
ELECTRICAL SOUTH 
806 Peachtree St., NE 
Atlanta 5, Ga. 























If you want to build a volume busi- 
ness today, you’ve got to get a price 
that’s low. That’s where Circle F comes 
in. Gives you real back-to-the-old days 
break in price. Low. Low. Low. Been 
that way ever since Circle F started 
way back in 1904 — Keep prices low, 
keep the quality high. 

Order Circle F Guaranteed Wiring 
Devices—Mighty easy on your pocket! 


i 


me 


ajo} 


LE PS 


109-1 

Duplex flush rece 
with wide eors 
meets Federal 
W-R-ISIA 

10 Amperes — 250 V 
15 Amperes — 125 


Ivory = 


+. PLATES To0/ 


BPEET 


HAVE YOU SEEN OUR NEW 
CELLOPHANE WRAPPING? 
SEND FORA PLATE AND SEE. 


CIRCLE F MFG. CO. 
gx TRENTON 4,N. J. 
‘Cy “Saving You More Since 1904” © 
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CBM..Uowr Shiold of Protection 


in Fluorescent Lighting 


Q. What do the inital CBM 


A. “CBM” stands for CERTIFIED BALLAST 
MANUFACTURERS. Nine of the country’s 
leading manufacturers of fluorescent ballasts 
comprise the CBM group. 


What does “CERT 


It means that ballasts carrying this 
diamond-shaped shield have been built to 

rigid specifications designated by CERTIFIED 
BALLAST MANUFACTURERS. It means that 
Electrical Testing Laboratories, Inc., has 
periodically tested these ballasts and found they 
meet or exceed the exact specifications 


designated by CBM. 
Q. What's the need for specifications ? 


A, Ballasts are the heart of fluorescent lighting. 
CBM specifications make certain the ballasts 
provide best possible performance for the 
lamps they operate. 


How do CERTIFIED BALLASTS benefit you ? 


When fluorescent lamps do not perform in 
accordance with published ratings, low quality 
or improperly designed ballasts may be the 
cause. However, most lamp manufacturers 
waive this possibility if the ballasts 

involved are CERTIFIED. 

The CBM Shield is their assurance that the 
ballast is delivering proper electrical values to 
their fluorescent lamps. 

CBM specifications protect the public interest 
because they provide: 

FULL LAMP LIFE RATED LIGHT OUTPUT 


LONG BALLAST LIFE FREEDOM FROM OVERHEATING 
QUIET, TROUBLE-FREE OPERATION 


Write for complete information on the types of CERTIFIED CBM BALLASTS available from 
each participating manufacturer. 

Participation in the CERTIFIED CBM BALLAST program is open to any manufacturer who 
complies with the requirements of CERTIFIED BALLAST MANUFACTURERS 








Makers of Certified Ballasts for Fluorescent Lighting 


2116 KEITH BLDG., CLEVELAND 15, OHIO 
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1005—Building Wire, Cable, Conduit. Extensive techni- 
cal data an a comprehensive line of electrical cable, build- 
ing wire, and conduit raceways are provided in a new 86- 
page publication, General Catalog No. 500, issued by Tri- 
angle Conduit & Cable Co., Inc., 1906 Jersey Ave., New 
Brunswick, N. J. Handsomely bound in sturdy leatherette 
to take years of wear, this catalog also contains valuable 
information on electrical engineering and wiring standards 
for the aid of contractors, engineers, architects and indus- 
trial users. 

1011—Conduits. ‘Natural Electric Conduits” is the title 
of the new 30-page Catalog No. 603 which describes and 
illustrates the many types of electrical conduits that are 
manufactured by National Electric Products Corp., Cham- 
ber of Commerce Bldg., Pittsburgh 19, Pa. 

1015—SQUEEZON Connectors. The Squeezon, a new 
compression connector for power lines, is fully described 
in bulletin, “SQ” available from the James R. Kearney 
Corp., 4236 Clayton Ave., St. Louis 10, Mo. The Squeezon 
features greatly increased electrical and mechanical effi- 
ciency at approximately half the cost of conventional 
connectors. 

1019—Service Panels. Information and prices on protec- 
tive control centers for homes, apartment buildings, ser- 
vice stations, and industrial applications is contained in 
Bulletin 494, “New Push-Button Service Panels,” issued 
by BullDog Electric Products Co., Box 177, Roosevelt Park 
Annex, Detroit, Mich. 

1031—Heating Units. The new Chromalox Catalog of 
Industrial Electric Heaters, Catalog 50, is available from 
Edwin L. Wiegand Co., 7600 Thomas Blvd., Pittsburgh 8, 


Pa. Four basic Chromalox units—strips, rings, tubulars, . 


and cartridges—with wide variations in wattage, voltage, 
and sheath material, are listed, as well as easy selection 
and application data. 

1051—Air-Cooled Transformer. Bulletin No. 49-ACO is 
now available from Marcus Transformer Co., Inc., 34 
Montgomery St., Hillside 5, N. J., giving descriptive de- 
tails on the company’s new air-cooled distribution trans- 
former. Designed for indoor or outdoor use, the new 
transformer utilizes heatproof class B and C insulation 
which enables it to withstand overloads and eliminates 
the use of oil or other liquids. 


1071—Plugs and Receptacles. Additional loose-leaf 
sheets for insertion in the Pylet Catalog 1100 are avail- 








able from the Pyle-National Co., 1354 N. Kostner Ave., 
Chicago 51, lll. These pages describe a wide range of 
plugs and receptacles for special purposes. 


1079—Connectors. A 24-page catalog describing K & H 
solderless terminal lugs and connectors may be obtained 
from Krueger & Hudepohl, 5 East Third St., Cincinnati 
2, Ohio. A wealth of information, including specifications, 
descriptive material and illustrations are included. 


1081—Busduct Data. Various applications of the FA 
busduct for industrial purposes are illustrated in this 31- 
page bulletin made available by the Frank Adams Electric 
Co., St. Louis, Mo. 


1085—Lighting Fixtures. Eastern presents their most 
complete catalog, 32 pages of engineered lighting data, 
including a variety of fixtures for all architectural, com- 
mercial and industrial applications. Eastern Fixture Co., 
Inc., 170 Vernon St., Boston 20, Mass. 


1087—Connectors and Fittings. The M. & W. Electric 
Mfg. Company, Inc., East Palestine, Ohio, announces a 
new twenty-four page catalog covering Service Entrance 
Cable Fittings, Ground Clamps, Ground Rods, BX and 
Romex Connectors, Staples, Conduit Fittings, Wireholders, 


Insulator Supports, Cable Racks and Watt-hour Meter 
Protectors. 


1095—Electrical Specialties. The F. D. Kees Mfg. Com- 
pany, Beatrice, Neb., has available upon request, a 20-page 
catalog illustrating various types of enclosures and other 
electrical specialties manufactured. This 76-year-old firm 


supplies the better-known utilities and jobbers throughout 
North America. 


1097—Flexible Cords and Cord Sets. A complete nine- 
page catalog is available from Cornish Wire Company, 15 
Park Row, New York 7, N. Y., containing data on all 
standard electric cords and stock cord sets, including Neo- 
prene-jacketed. Also descriptive data on the new UL 
approved all-Neoprene heater cord “COROPREX.” 


1099—Lighting Fixtures. Fluorescent and incandescent 
luminaires for schools, offices, stores and churches are il- 
lustrated in a series of bulletins issued by Curtis Lighting, 
Inc., 6184 West 65th Street, Chicago 38, Ill. The entire 


series or any individual bulletins may be obtained upon 
request. 





ELECTRICAL SOUTH 
806 Peachtree St., NE 
Atlanta 5, Ga. 


Gentlemen: 
Please send me the bulletins and catalogs indicated. 
(Print Plainly) 


Name... 





July, 1953 


Circle numbers below. Bulletins and 
catalogs will be mailed promptly. 
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Wakefield 


introduces the 


CAVALIER 


a beautiful new luminaire with full length 


luminous plastic side panels — and sliding 


stem plates to simplify mounting. 
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For the complete story of this 
beautiful new streamlined di- 
rect-indirect luminaire, write 
for an 8-page 3-color folder. 
The F. W. Wakefield Brass 
Company, Vermilion, Ohio. 
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WAKEFIELD GEOmETRICS THE CAVALIER 





No opaque metal frames mar _ the 
beauty of the Cavalier’s luminous plas- 
tic side panels. Yet the construction is 
sound and sturdy, for inside is a sup- 
porting steel frame which also acts as 


an internal reflector. 


But there’s more than beauty to 


recommend this entirely new lumin- 


«< 


aire. There’s a wonderfully ingenious 
sliding stem plate which can be moved 
from end to end to support the Cava- 
lier at any point, completely elimin- 
ating problems of in-line spacing of 
mounting points. Together with ad- 
justable ceiling straps and hook-on 
stems, this new feature greatly simpli- 


fies the installer’s job. 


NOW CONSIDER A FEW OTHER GOOD POINTS: 


1 A special low brightness finish on 
louvers, side reflectors and channels 
heeps brightness contrasts down. 


2 Equipped for Rapid Start or Slim- 
line lamps. ‘Two models, the Cava- 
lier IL (two lamps) and the Cavalier 
IV (four lamps). 


3 Louvers are released by press but- 
tons and suspend on chains. 


CCakefilil Over-ALL Lighting 


Ls 
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SS 

THE PACEMAKER 
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THE COMMODORE 


4 Snap-on end plates with each body 
no extra set of end plates to be 
ordered. 


5 Can be ceiling-mounted without ex- 
tra fittings. 


6 8-foot channels for minimum sus- 
pension points. 


WI 
MAL T/ 


tHE STAR THE WAKEFIELD CElUNG 
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1103—Electrical Connectors. Burndy Industrial Catalog 
52, featuring a complete line of general-purpose connect- 
ors for industrial wiring is available. Complete informa- 
tion concerning application, construction features and di- 
mensions of these connectors are included, as well as sev- 
eral pages devoted to engineering data. Published by 
Burndy Engineering Co., Inc., 107 Bruckner Blvd., New 
York 54, N. Y. 

1105—SnapX Connectors. A new folder on SnapX con- 
nectors is now available from Briegel Method Tool Co., 
Galva, Ill. Illustrated and explained are the three steps 
necessary for connecting cables to boxes with this new 
connector for armored and non-metallic cable. 

1107—High Voltage Portable Cables. The various types 
for use from 600 to 15,000 volts are described and illus- 
trated. Catalog listing including weights and outside diam- 
eters are given. Detailed splicing instructions are in- 
cluded. Copies may be obtained from Simplex Wire & 
Cable Co., 79 Sidney Street. Cambridge 39, Mass. 

1109—Anchoring and Drilling Devices. An illustrated 
32-page catalog No. 65, describing more than twenty-five 
anchoring and drilling devices for making fastenings to 
masonry, is available from the Arro Expansion Bolt Com- 
pany, Marion, Ohio. 

1111—Fluorescent Fixtures. The specifications on all 
fixtures built by the Light & Power Utilities Corp., of 
1035 Firestone Blvd., Memphis, Tenn., are detailed with 
illustrations in the newest catalog issues by this company. 
The cover of this catalog has an interesting wood cut 
called Light through the Ages which depicts the advance 
of lighting from the cave man to modern fluorescent 
lighting. 

1115—Remote-Control Wiring. An eight-page, non-tech- 
nical booklet on remote-control wiring, publication No. 
16-330, written expressly for the consumer, is available 
from the G.-E. Construction Materials Dept., Bridgeport 
2, Conn. The booklet gives a picture story on the con- 
venience, safety, and economy of this new wiring method. 

1117—Fluorescent Fixtures. The Edwin F. Guth Co., 
2615 Washington Ave., St. Louis 3, Mo., has released a 
new catalog covering their complete line of commercial 
and industrial, fluorescent and germicidal lighting equip- 
ment. A full range of fluorescent fixtures is presented in 
‘the catalog, No. 47, in a condensed, easy-to-refer-to form. 

1121—“SPIKE-LITE,” a new product of PERFECT- 
LINE Manufacturing Corp., Hicksville, N. Y., is now avail- 
able. The “SPIKE-LITE,” a weatherproof, adjustable, 
aluminum lamp holder, is ideal for special outdoor light- 
ing for farms, gardens, displays, billboard, etc. It is com- 
plete with stake, asbestos gasket and 10 ft. or 25 ft. out- 
door cord and plug, and uses PAR 38-150 watt lamp which 
is not included. 

1131—F luorescent Units for Slimline Lamps. This new, 
illustrated, 20-page bulletin gives complete specifications 
of general purpose, “Magna-F lo” lighting systems for 96, 
72 and 48-inch, T12 Slimline lamps. Describes individual 
units and continuous line systems plus accessories. 8%" 
x 11” page size. Write Benjamin Electric Mfg. Company, 
Des Plaines, Illinois, and ask for bulletin “mf.” 

1133—Vaportight Fixture. New Appleton “V-51” Series 
Convertible Vaportight Lighting Fixture is fully described 
and illustrated, for pendant, ceiling or bracket mounting, 
with or without reflectors and guards. Wattages, weights 
and dimensional data. Bulletin 5-A, 20 pages and cover. 
Appleton Electric Company, 1701-59 Wellington Avenue, 
Chicago 13, IIl. 

1135—Electrical Wiring Devices. Catalog No. 51, con- 
sotning complete electrical wiring device line of Leviton 
Mfg. Co., Brooklyn 22, N. Y., is a 96-page thoroughly illus- 
trated one. Included are such features as the Kwikchange 
line, with wiring diagrams, a general index, and an index 
to catalog numbers. This catalog is completely new and 
revised. Over 1,000 items illustrated. 

1149—Insulators. Victor Insulators, Inc.; Victor, N. Y., 
has available a complete catalog of Victor high, medium 
and low voltage insulators and pole line hardware. Com- 
plete contour shapes, dimensions, specifications and engi- 
neering data are included. Write for Bulletin No. 4 or us¢ 
reply coupon below. 

1151—Circuit Breaker System. A concise and well-illus 
trated 28-page catalog, No. C. B. 1000, on the new Stab 
Lok Circuit Breaker System has been announced by Fed- 
eral Electric Products Co., 50 Paris St., Newark 5, N. J. 
Advantages of the system comprise headings under which 
are listed complete specifications. Dimensions and knock- 
out locations, purchasing information, and wiring dia- 
grams are features of the catalog. 
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1153—Jiffy Line Electricians’ Tools and Wiring Special- 
ties. A new catalog issued by Clyde W. Lint, 1144 Ww. 
Washington Blvd., Chicago 7, ILll., discusses details of the 
company’s line of tools and electrical wiring devices, pole 
line hardware, and standard porcelain. 

1155—Wire and Cable. Two new illustrated catalogs— 
Magnet Wire, No. 23, and. Power and Control Cables, No. 
24—-available from Rome Cable Corp., Rome, N. Y., cover 
variations of wire and cable types in the broad field of 
Rome Cable applications. Magnet Wire catalog has been 
designed to assist in selection and application of proper 
Magnet Wire types. In addition to descriptive data, techni- 
cal information has been included for reference. Power and 
Control Cables catalog is intended for utility, construction, 
and industrial engineering and purchasing personnel as 
a guide in selection of proper wire and cable types. 

1157—Transformers. Dongan Electric Manufacturing 
Co., 2998 Franklin, Detroit 7, Mich., has brochures avail- 
able on its various types of transformers, including power 
circuit, control, signaling, machine tool, ignition and neon 
transformers. 

1159—“Concentrol” Motor Control Centers. Completely 
descriptive, illustrated Bulletin 400 of the Continental 
Electric Equipment Company, Box 1055, Cincinnati 1, Ohio, 
gives full information on modular standardized “Concen- 
trol” motor control centers. This bulletin features helpful 
layout and specification data of interest to both electrical 
equipment planners and plant production men. 

1161—Home Lighting Fixtures. An attractive 38-page 
catalog in full color presents the residential type lighting 
fixtures of the Globe Lighting Products, Inc., 16 East 40th 
St., New York 16, N. Y. A special feature of this attrac- 
tive book is its arrangement. Six “houses of the year” 
are presented, representing six styles of architecture. 
Lighting fixtures are classified according to their suit- 
ability for use in these various styles of homes. 

1163—Aluminum Covered Conductor. A folder on engi- 
neering specifications of Kaiser Aluminum covered con- 
ductor, both weatherproof and self-supporting triplex with 
both neoprene and polyethylene coverings for distribution 
lines, secondary cable and service drops is available from 
Kaiser Aluminum & Chemical Sales, Inc., 1924 Broadway, 
Oakland 12, California. 

1165—CEILING HEATING. “Sunwarm Electric Ra- 
diant Heating Cables.” Complete information on ceiling 
radiant heating with Sunwarm radiant heating cables, in- 
cluding approved installation methods, available by writ- 
ing Sunwarm, Inc., Box 268, Kingsport, Tennessee. 

1167—Industrial Lighting Equipment. A four-page cata- 
log insert is now available from the Multi Electric Mfg. 
Co., Inc., 4223-43 West Lake St., Chicago 24, Ill. The leaf- 
let describes Multi’s line of lighting equipment and wiring 
devices, which include floodlights, vaporproof fixtures, and 
fluorescent and incandescent fixtures. 

1169—Lighting Fixtures. Fluorescent & slimline lumi- 
naires, for schools, offices, stores, etc. Illustrated in the 
new catalog issued by Sta-Brite Fluorescent Mfg. Co., 
P. O. Box 6352, Miami, Fla., may be obtained upon request. 

1171—Exhaust Fans. A four page catalog sheet, com- 
pletely illustrating three 20” window fans, one 16” window 
fan. A 16” and 20” Roll-a-bout fans—16” and 20” circu- 
lators now available from National Engineering & Manu- 
facturing Company, 519 Wyandotte, Kansas City 6, Mo. 

1173—Ventilating Equipment. Acme Equipment Co., of 
Muskogee, Okla., is currently offering a loose leaf catalog 
giving information on its line of attic fans, ceiling and 
wall shutters, industrial fans, and air conditioning units. 
The information includes photographs and diagrams, 
specifications, descriptions, and dimensions. 

1175—Fluorescent and Slimline Fixtures. The Light and 
Power Utilities Corp., 1035 Firestone Blvd., Memphis, 
Tenn., has recently issued a new catalog describing its 
line of fluorescent and slimline lighting fixtures. Typical 
installations of the fixtures are shown and discussed, as 
well as prices, specifications, and illustrations of all the 
items in the line. 

1177—Electric Heat. Descriptive bulletins on both port- 
able and wall heaters built in a wide range of wattages. 
Bulletins show specifications, dimensions, and outstanding 
features. Meier Electric and Machine Co., Inc., 3525 East 
Washington Street, Indianapolis, Indiana. 

1179—A.C. Magnetic Motor Starter. An 8-page bulletin, 
issued by the Clark Controller Company, 1146 East 152nd 
Street, Cleveland 10, Ohio, describing their Tyne “CY” 
A.C. magnetic motor starters, which feature a unique and 
extremely efficient method of extinguishing the arc. 
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Specially designed ionization detec 
tor for routine factory use measures 
corona level of all-insulated cables 
rated at 3000 volts or over. 


Why Rome's corona level testing 
assures cable dependability 


The picture above means trouble. It is 
an oscilloscope trace of internal ioniza- 
tion in an insulated cable. 

Ionization is caused by the electrical 
break-down of air in pockets within the 
insulation, or between the insulation 
and conductor or shield. Should this 
ionization occur at a value below the 
operating voltage of the cable, several 
destructive electrical effects may occur 
such as possible ozone cutting, reduced 
dielectric strength, and a substantial 
increase in dielectric losses. Any of 
these hazards could result in early fail- 
ure or reduce the efficient performance 
life of the cable. 

Ionization is particularly dangerous 
because it cannot be detected by the 
ordinary visual, physical and electrical 
testing methods usually applied to cable. 

So, to prevent guesswork, to assure 
you of maximum protection against ion- 
ization, every foot o; Rome insulated 
cable, rated at 3000 volts or over, is 
thoroughly tested by a specially de- 


signed ionization detector. This instru- 
ment accurately measures the corona 
level of the entire cable. Unless the ion- 
ization voltage exceeds the intended 
operating voltage of the cable, the cable 
is rejected. 

This is one more extra step in Rome 
Cable’s standard manufacturing proce- 
dure that assures dependability. This 
completely new NONDESTRUCTIVE 
method of testing was developed by 
Rome Cable engineers and was first 
described in AIEE paper 48-198, ‘The 
Measurement and Investigation of Ion- 
ization Level of Rubber Insulated Ca- 
bles,’ presented in August, 1948. 


ROME CABLE 
C ‘ 


ROME 
ana 


NEW YORK 
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(Z1_ 1. tuorescent lighting of GENERAL PLANT AREAS 


Over 300 combinations for matched-to- 
the-task lighting. Just three channel 
sizes and four types of reflectors form 
the backbene of an almost unlimited 
number of lighting systems for general 
industrial seeing tasks. Features utiliza- 
tion of high-light-output T12 Slimline 
lamps and exclusive“ Springlox"” Lamp- 
holders for lower maintenance cost 
through quicker lamp servicing. 


BENJAMIN “Magna-Fio" Systems described in Manual #1 


lighting problem = 
a\' 
i (\ * 
> e 
; every plant location 


NO with a specific Benjamin 


THIS CHECK CHART OF BENJAMIN LIGHTING UNITS 


shows how lighting can be matched to every seeing task in the plant! 


[_] 5. lighting for BINS and SHELVES 


A reflector of unique design, combining 
uniformity of illumination with careful 
shielding. Uniformly lights top-to-bot- 
tom of shelves, bin tiers in stock rooms, 
tool cribs and book stacks. Especially 
adapted for the low mounting heights 
and narrow aisles of such locations 


BENJAMIN “Stock-Bin-Lite” Reflector described in Manual #5 





eB 2.  fvorescent lighting to overcome EXCESSIVE BRIGHTNESS RATIOS 


A new high in seeing comfort for indus- 
try! ‘Task-Master’’ combines greater 
upward flow of light with a new high of 
35° lamp shielding. Revolutionary new, 
easier methods of installation and 
maintenance keep operating and main- 
tenance costs at an all-time low. 


BENJAMIN “Task-Master" described in Manual +2 


[_] 6 safe lighting for HAZARDOUS LOCATIONS 


For locations listed by U.L. as Class 1 
Groups C and D. Recommended for 
areas where explosive atmospheres er 
inflammable dust is found. Available in 
a choice of four reflectors and a variety 
of mountings. Especially constructed to 
withstand the tremendous pressure of 
internal lamp explosion 


BENJAMIN “Explosion-Proof" Units described in Manual #6 





A rugged lighting unit for steel mills, 
foundries, sheet metal works, and other 
locations where the lighting units must 
be guarded against damage from rough 
handling, flying metal particles, severe 
mechanical strain or unfavorable atmos- 
pheric conditions. 


BENJAMIN “Steelite’ descrided in Manual #3 


CJ 7.. approved lighting for HUMID LOCATIONS 


Listed “ Vapor-Tight” by U.L. Suitable 
for use in locations exposed to moisture 
or non-combustible dust, corrosive 
fumes, vapors, dust and smoke. Rugged 
construction, unbroken surface of Por- 
celain Enamel and heavy-gauge steel 
assure long life without breakdown or 
frequent servicing. 


BENJAMIN “Vapor-Tight" Units described in Manual #7 





[-] 4. incandescent lighting of GENERAL PLANT AREAS 


This unit inexpensively matches a 
variety of general seeing tasks; also for 
stairways, materials handling areas, etc. 
Exclusive “Turnlox” detachable re- 
flector cuts time required for cleaning 


and relamping. 


BENJAMIN “Turniox" Dome Reflector described in Manual #4 


QO 1. Gene ighti 
oo Plant Lighting (fluores- 
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6. Hazardous Locations 
7. Humid Locations 
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[_] 8. proper foodtighting for OUTDOOR INDUSTRIAL AREAS 


The ideal all-weather unit for industrial 
recreational areas, ball fields, pools, etc. 
Highest quality outdoor illumination 
due to combination of large diffusing 
Porcelain-Enameled Steel Reflector 
with inner aluminum reflector. 


BENJAMIN “Play Area" Floodlight descrided in Manual #8 
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THAT TOMORROW'S PRODUCT AND SERVICE 


SHALL BE BETTER THAN TODAY'S BEST... 
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When you need electrical transmission equipment — 


ACSR Conductors Galvanized Steel Strand 


Copper Wire and Cables Weatherproof Wire 


ACSR Accessories (Aluminum or Copper) 


Write, wire or telephone! We make QUICK deliveries to any point in the southeastern 


area in our own trucks. 


SOUTHERN QUALITY SOUTHERN SERVICE 


MEETS EVERY TEST EXCELS THE REST 
Phone 7-3325 = P.O. Box 989 


tn THE ye. OF THE ae 


CHATTANOOGA, TENNESSEE 
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In the socialistic attacks on the 


electric power industry we find that 


It CAN Happen Here— 


By FRANK M. WILKES 


President, Southwestern Gas & Electric Co. 


UST before the turn of the century, a small group 
of English pseudo-intellectuals, infected with the 
doctrines of Karl Marx, formed what was known as the 
Fabian Society. Their purpose was to destroy England’s 
long-time free enterprise system, and to replace it with 
socialism and its running mate, communism. 

The society was named after a famous Roman 
general, Quintus Fabius, who was able to defeat the 
invading hordes of the Carthaginians under their 
great general, Hannibal, without actually meeting them 
in open battle, but with a policy of attacking behind 
their lines, cutting off their supplies and weakening 
them at their base. 

Following a similar undercover policy of boring- 
from-within, the Fabian Society in the last fifty years 
has been undermining the great British empire, which 
once boasted that the sun never set on its possessions. 

Soon after the forming of the Fabian Society, similar 
organizations were started in this country. They 
adopted the same kind of tactics, designed for the 
overthrow of our American way of life. 

You may say, “It can’t happen here!” But the 
answer is that it is happening here, and already the 
Fabian tactics have succeeded in undermining a con- 
siderable portion of our free enterprise system. 

To realize what goes on here, one must first under- 
stand that communism and socialism are alike in their 
basic concept that government ownership should sup- 
plant our profit system. 


REPRINTS up to five will be furnished without charge. 
Larger quantities will be supplied at cost, 3¢ each. 
W. R. C. SMITH PUBLISHING COMPANY 
806 Peachtree St., N.E., Atlanta 5, Ga. 


Actually, government in any business is socialism; 
and unless the American people wake up to this simple 
fact, the things that made America great over the last 
two hundred years will be lost in the lifetime of those 
now of age in this country. 

The initial target for the boring-from-within tactics 
of the socialists and the “pinks” of this country has 
been the electric utility industry. Despite its outstand- 
ing performance—despite the fact that it is the only 
major industry furnishing a better product than was 
available ten, fifteen and twenty years ago and selling 
it for less money—the electric utility industry has be- 
come the primary object of our Fabians in a long-range 
campaign to do away with the private ownership of al} 
business and industry in this country. 


Government Enters the Utility Field 


We might say it started as an aftermath of World 
War I, in the disposal of one of the Federal Govern- 
ment’s belated war-time developments, its Muscle 
Shoals nitrate plant on the Tennessee River in Ala- 
bama, together witk a dam and a steam electric gen- 
erating plant. 

Many fair offers for purchase of the property were 
rejected, and several bills providing for government 
ownership and operation were killed by Congress. But 
soon after the coming of the New Deal, in 1933, a new 
bill was introduced in Washington authorizing the 
completion of Muscle Shoals and providing for “flood 
control, navigation and for other purposes” on the 
Tennessee River. 

From this bill, which did not claim “public power” 
as its principal purpose, has grown the Tennessee 
Valley Authority, which now dominates the economic 
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And it HAS! 


No. 8 of a series on problems 


of business and government 


life of the area several times as large as that con- 
templated in the original bill. It is now purely a power 
project, providing little or no flood control, or naviga- 
tion. By the middle of 1956, it will be producing more 
than two-thirds of its total output of energy by steam 
power. It has completely destroyed every private elec- 
tric utility in the area served by it, and is now spread- 
ing into the Cumberland Valley over the protests of the 
citizens of that valley, and is endeavoring to take over 
more and more of the property belonging to private 
companies in neighboring areas. 

Immediately following the passage of the Tennessee 
Valley Authority Act, in May 1933, Congressman John 
Rankin of Mississippi introduced a bill providing for 
nine TVAs, which would cover the entire United States, 
and which if it had been passed would have quickly and 
efficiently completed the socialization of the electric 
industry in this country. Congress, however, was be- 
ginning to wake up to the fact that the TVA had little 
or no intention of fulfilling its constitutional purposes, 
but was aimed directly at socialization of this country. 
The Rankin bill died in the committee. 

In the years that followed, the Missouri Valley 
Authority, the Columbia Valley Authority, the Arkan- 
sas Valley Authority, and other authority bills have 
all met the same fate. However, efforts of socialization 
to destroy the industry did not stop with this rebuff. 
Through various relief agencies, such as the Public 
Works Agency, Works Progress Administration, Fed- 
eral Works Agency, and other alphabetical agencies, 
the government proposed and in many instances made 
loans and grants to the states for the development of 
several rivers as “make-work” plans to help alleviate 
the depression. Several of the states took advantage of 
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MR. WILKES has been connected with the electri- 
cal industry continuously since his graduation from 
the University of Kentucky in 1908, with the ex- 
ception of a period of military service during 
World War |. In 1919, he became commercial 
manager of the Arkansas Power & Light Co., and 
ten years later he was vice-president and general 
manager. As president of the Southwestern Gas 
& Electric Co. for the last ten years, he has been 
one of the recognized leading spokesmen for the 
electric power industry in its efforts to ward off 
the socialization of this great industry. 


this offer, among them Nebraska, where the Nebraska 
Power Authority has now taken over all of the private 
electric industry in that state; and the Lower Colorado 
River Authority, with headquarters in Austin, Texas, 
where all electric utilities in nineteen counties have 
been taken over by the state authority. Also, this is 
true in the Pacific Northwest, with the development of 
Bonneville Power Administration, and various multiple 
purpose projects of the Bureau of Reclamation. 


Perversion of the REA 

In 1936 Congress passed what I consider one of the 
most constructive pieces of legislation ever placed on 
our statute books. This was the Rural Electrification 
Act of 1936. It represented a real desire on the part of 
Congress to assist rural areas in obtaining electric 
service. Its passage was not opposed by any of the 
electric utilities. It was very carefully drawn in the 
effort to eliminate any chance of perversion by the 
borers-from-within. And during the first three years 
of the REA, great strides were made not only in rural 
electrification but, also, in cooperation between the elec- 
tric utility industry and the rural electric cooperatives 

For some reason it took the American Fabians three 
years to realize what a potentially effective tool was at 
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It CAN Happen Here—And It HAS! 


(Continued from preceding page) 


hand in the rural electrification movement. But when 
they did wake up, they were not long in acting. Sud- 
denly on June 30, 1939, by presidential edict, the Rural 
Electrification Administration as such ceased to be a 
separate agency of the government. It was transferred 
to the Department of Agriculture and was placed in 
charge of men taken from other bureaus. From that 
time on REA was just another satellite operation for 
the socialization of this country, covering up its ac- 
tivities in this respect by legitimate and worth-while 
loans to rural electric cooperatives formed under the 
various state laws. 

It was about the time REA commenced to invade the 
territories and activities of private electric utilities 
that we of the industry began to realize that there was 
a master plan somewhere for all these operations. After 
diligent search we found the blue print, and we have it 
in our possession today in the form of the original and 
photostatic copies of an article in the March 5, 1927 
issue of The New Leader entitled “How Shall the 
Socialists Attack the Problem of Winning the Ultimate 
Abolition of the Profit System?” 

The author of that article recommends to his fellow 
socialists that they introduce young men into govern- 
ment bureaus where “one good man with his eyes, ears 
and wits about him, inside the department ... can do 
more to perfect the technique of control over industry 
than a hundred men outside.” He goes on to summarize 
the various methods which had been used in the effort 
to gain control of the electric utility industry—recom- 
mending as most effective the setting up of power 
authorities such as Muscle Shoals, Boulder Dam, and 
on the St. Lawrence. The article closed by stating: 

“Our long-time aim is the abolition of the profit 
system for private use, our strategy is to make and 
take every opportunity to prove that it works. We 
must force our experts on agriculture, trusts, coal, 
power, subways, housing, milk, etc., to tell us correctly 
what the next steps are, and then take them and iden- 
tify ourselves with their success.” 

Having discovered a copy of this blue print, we im- 
mediately went in search of the author. We found him 
following out his own blue print exactly. His location 
was in the department of the Interior. He was, in fact, 
head of the Power Planning Division of that Bureau. 

The electric utility industry suddenly and violently 
woke up to the situation. We already had two strikes 
on us from the activities of the’ socialists of this 
country. Our natural allies, the rural electric coopera- 
tives, had been taken over and were being exploited 
by the federal bureaus in Washington. Super coopera- 
tives had been formed in 1941 to build heavy trans- 
mission lines and generating plants to serve not only 
electric cooperatives but every power industry. Des- 
pite war-time copper limitation orders, the REA went 
blithely on, duplicating our existing lines and wasting 
tons of the scarce metal. 

Finally, the activities of the REA became the 
subject of a congressional investigation, as a result 
of which many of its top men were fired and there was 
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a complete reorganization of this agency. Claude R. 
Wickard was induced to step down from the position 
of Secretary of Agriculture to take charge as Ad- 
ministrator of REA. His good name was necessary to 
remove the stigma left by the preceding administra- 
tion. 


Perversion of Flood Control 


In 1944, what was known as the Omnibus Flood 
Control Bill of 1944 was enacted into law by Congress, 
providing for a sales agent for the power and energy 
incidentally produced at multiple purpose projects con- 
structed by federal funds. The bill named the Secretary 
of the Interior as such sales agent. Obviously, this was 
most disturbing to the utility companies and a repre- 
sentative was selected to appear before the Senate 
Committee (the author of this article was so selected) 
to urge the need of suitable protection for both the 
private electric companies and the public. 

The committee was definitely convinced of the neces- 
sity for such protection and, in reporting the bill out 
with a suitable amendment, made this statement: 


“The committee desires an amendment which pro- 
vides a convenient and practical method of disposing 
of power at projects under the control of the War 
Department without setting up, a public power trust 
which would be unduly competitive with established 
private power companies.” 


As the bill was amended, the utility companies were 
well satisfied, since it apparently gave protection 
against willful construction of transmission lines by 
the Department of the Interior; against its using 
money derived from the sale of power and energy for 
any purpose except to retire the power portion of the 
investment in. multiple purpose projects; and against 
expenditure of new funds without specific appropria- 
tion by and approval of the Congress. Further, the 
Act was clearly so worded as to protect the industry 
against the acquisition by the Department of the 
Interior of any additional power and energy, whether 
produced by steam or otherwise. At least, we thought 
it did. 

Imagine the surprise of the companies in the South- 
west when in 1946 the Southwestern Power Admini- 
stration submitted a so-called “Comprehensive Plan” 
which requested appropriation of $223,000,000 for the 
construction of some 18,000 miles of. high tension 
transmission lines, duplicating wholly or in part the 
high voltage lines of the private companies in the six- 
state Southwest Area—and, still worse, asking for the 
construction of 850,000 kilowatts of steam generating 
capacity located at various points in the Southwest 
Area. 

Of course, the private companies immediately pointed 
out to the committees of Congress that this was not 
the intent of the Flood Control Act of 1944. Congress 
was sympathetic to our position and denied any money 
for steam plants—though a small appropriation was 
made to tie Norfolk Dam, on the Norfolk River in 
northern Arkansas, to Denison Dam on the Red River. 

In subsequent years the Department of the Interior 
(Southwestern Power Administration) again and 
again made application to the Congress for funds to 
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build transmission lines in the Southwest, but no funds 
were forthcoming. 

However, it became evident in time that the Blue 
Print Maker had worked out a new plan to circumvent 
the will of Congress. The Rural Electrification Act of 
1936 set up a blank check to the credit of the Admini- 
strator for the purpose of making loans for rural elec- 
trification purposes to bring “electric service to persons 
in rural areas not receiving central station service.” 
No further action by Congress was required to make 
this money available for construction of generating 
stations, transmission lines, etc. And of the total ap- 
propriations under the Act up to 1951, more than a 
billion dollars remained on the shelf, subject to the 
whims of the Administrator of the REA. 

Under the Flood Control Act of 1944, the Depart- 
ment of the Interior had been forbidden any. sums for 
construction of generating plants and had been denied 
the right to construct transmission lines at any points 
where there were existing utilities. But under a new 
“continuing fund” authorization (set up for “use in 
emergencies and to provide for continuity of service 
and to provide for payments for rental to transmission 
lines and purchase of electric service’) the Depart- 
ment of the Interior (SPA) and the Department of 
Agriculture (REA) got together and not only planned 
but contracted for three generating plants in Missouri, 
one in Oklahoma and one in Arkansas, whereby super 
cooperatives or G&T cooperatives were formed with 
three or more distribution cooperatives as members. 
Similar plants for the entire country were placed in 
the planning stage. 

These super cooperatives would borrow money, rang- 
ing from $10,000,000 to $20,000,000 each, for the pur- 
pose of constructing a steam generating plant and 
several thousand miles of high tension transmission 
lines. It was provided that Interior (SPA) would pur- 
chase the power under a 40-year contract; and at the 
end of the contract SPA would own the transmission 
lines by payment of $10. 

Space does not permit giving all the frightening de- 
tails of the plan. Suffice to say that, once the operation 
had been started, it would not be necessary for the 
Department of the Interior to ever come back to Con- 
gress for an appropriation, and generating plants and 
transmission lines could be constructed all over the 
United States by the REA and the output of the plants 
and, ultimately, the transmission lines, sold to the 
Department of Interior. Had this scheme prevailed, 
it could easily have resulted in the destruction of the 
entire electric utility industry. 

Legal action was brought by the utility companies 
in the Southwest to ward off their threatened destruc- 
tion. In one case the ten companies in Missouri brought 
suit in the District Court of the District of Columbia 
to nullify the contracts entered into between SPA and 
REA and the G&T cooperatives. (As this is written, 
the case is now awaiting decision by that court). In 
another case, four companies serving Arkansas inter- 
vened te request denial of a certificate which the 
super cooperative would require from the Arkansas 
Public Service Commission before starting construc- 
tion of either generating plant or transmission lines. 
The Commission’s two-to-one decision to grant the 
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certificate was carried through the courts; and finally, 
in a decision rendered by the Arkansas Supreme Court 
on March 30, 1953, the case was closed in favor of the 
utility companies and the alliance between Interior 
and REA in Washington was outlawed. 

During the period while these cases were pending, 
negotiations were entered into between SPA and some 
of the companies in the Southwest, resulting in two 
contracts for the purchase of a portion of the power 
produced at multiple purpose projects by private com 
panies. A third contract which had been negotiated 
between SPA and a group of twelve companies, cover- 
ing all the remaining area of the Southwest, went to 
the Secretary of the Interior on January 11, 1952; and 
on January 19, 1953, more than a year later and just 
one day before the inauguration, the Secretary re- 
turned the contract to the Administrator of SPA with 
a very vitriolic attack on all its provisions. 


The Future Looks Promising 

There is now a general feeling that under the new 
administration there will be an opportunity to work 
out an honest, practical solution of the public power- 
private power feud, not only in the Southwest but all 
over the United States—to the benefit of the rural 
electric cooperatives, to the private electric utility 
companies, their customers and stockholders, and above 
all, to the relief of the American taxpayer. 

Negotiations are now being resumed between the 
Department and its Administrator, on the one hand, 
and the companies in the Southwest, on the other, 
which have great promise. It is hoped that a solution 
of the problem will be accomplished very quickly, prob- 
ably by late summer or early fall. 

In a bill he introduced last February for the crea- 
tion of “A Commission to Study Government Com- 
petition with Private Taxpaying Enterprise,’ Con- 
gressman Fred E. Busbey named forty agencies which 
are more or less involved in competition with private 
industry. His statement included a quotation from a 
speech delivered by Senator Benjamin Harvey Hill be- 
fore the Senate on March 27, 1878, which said in part: 


“I do not dread these (private) corporatious as 
instruments of power to destroy this country, because 
there are a thousand agencies which can regulate, 
restrain and control them. But there is a corporation 
we may all dread. That corporation is the Federal 
Government. From the aggression of this corporation 
there can be no safety, if it is allowed to go beyond 
the bounds, the well defined limits of its power.” 


America has gone far to the left toward government 
ownership. Let us hope and pray that it is not too 
late for us to return to the principles of our fathers 
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wiringé—intricate installation 


pital in itself, with 121 beds on the 
three upper floors. 

The four lower floors, and par- 
tial basement, are packed with a 
maze of wiring and _ electrical 
equipment for surgery, X-rays, 
laboratories, maternity cases, ster- 
ilizing, physio and electro-therapy, 
kitchens, dining rooms, and many 
other services, including a large 
commercial-type laundry in an ad- 
joining wing. The 3.5 million dol- 
lar building, including equipment, 
is easily the most complex mechan- 
ical structure in the area and pos- 
sibly, in the state. 

“Without a safe and efficient wir- 
ing system, and emergency service 
facilities, we just couldn’t function 
effectively,” reports the assistant 
director in charge of services, 
W. F. McLaughlin, who played a 
considerable part in the detailed 
planning. 


Complex installation 

The solution of this tremendous- 
ly complex problem called for out- 
standing team work by the excep- 
tionally-qualified architects, engi- 
neers, contractors, and supervisors 
of all trades. It demanded not only 
top-flight mechanical and_ tech- 
nical caliber in the group, but also 
human relations of the highest 
order. Plans and designs were 
exceptionally complete, covering 
hundreds of pages; and provided 
not only for specialized functions 
and reserve capacity for expan- 
sion, but also, as far as humanly 
and financially possible, for flexi- 
bility for future needs of both 
medical equipment and methods 


The main switchboard (top) and unit 
substations for all departments of the 
service building are located in the base- 
ment. (Bottom photo) Three diesel- 
powered generators are controlled 
from this main switchboard in the 
power house. Contractor Harry Fer- 
guson is seen at extreme right. 
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some of which are now only dimly 
seen and anticipated as future de- 
velopments. 

The hospital staff was willing to 
pioneer courageously in the plan- 
ning for the building on the de- 
velopment of special, original 
equipment, such as the 600-name 
doctor’s register and 999-code call 
system, the largest ever made by 
Canon Electric Company. 
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by Hal Newsome 


Also the nurses call system in 
the contagious ward (in another 
building), due to special design, 
permits communication with pa- 
tients and remote-control resetting 
of call buttons inside the ward 
without the nurses becoming “con- 
taminated” on every call. This was 
specially made by Royal Communi- 
sation System, Inc., of Cleveland. 
Many other concealed electrical 


























conveniences stemmed from orig- 
inal use of standard devices and 
creative planning by all hands. 
Pooling of professional experience 
and close, constant consultation 
did the trick. 

Large conduits were installed 
for future use of TV transmission 
from the operating rooms to the 
auditorium for the benefit of stu- 
dents and interns from the Univer- 
sity of Miami Medical School and 
the hospital staff. Provision was 
also made for a special electrical 
dictating system, so that doctors 
can dictate reports from every 
floor to a central stenographic 
office. 
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Primary disconnects located in the 
Service Building basement are _pic- 
tured above. At left, in case of power 
failure, a 120-volt bank of batteries 
is available for the impulse clock sys- 
tem of 200 clocks, fire alarms, and 
emergency lighting throughout the 
900-bed hospital. 


With dependability and safety 
as paramount objectives many 
broad protective features were 
built into the electrical system: 
First, the load can be restricted 
and carried by either one of the 
two main transformers; and in 
cases of city power failure, the 
entire load can be carried by the 
emergency installation consisting 
of three Diesel-engine generators 
in the main fireproof power plant 
in a separate building. Then, all 
wiring is underground from the 
plant, so that not even a hurricane 
could cut off service to the steel 
and concrete buildings. Hundreds 
of circuit breakers and fuse boxes 
protect even the smallest (15-am- 
pere) circuits; and battery oper- 
ated emergency light and com- 
munication systems take care of 
all key points. 


Dependability provided 

Automatic electric controls pro- 
tect pressure systems, including 
the important supply of piped oxy- 
gen and other lines. Dampers and 
cut-offs protect air-conditioning 
and ventilating systems. Fire 
alarms and extinguisher systems 


are complete, the former made by 
Standard Electric Time Co., who 
also made the general nurses call 
and impulse-clock systems. These, 
battery-power 
circuits, as telephone 
switchboard, the second largest in 
The X-ray machines 


too, have reserve 


does the 


the county. 
are insured against voltage varia- 
tions by having their own trans- 
former and large capacity wiring 

In addition to 2,000-ampere cir- 
cuit breakers on each of the main 
transformers, the main switch- 
board has a 1,600-ampere breaker 
for light, one for power, and a 
third to throw the load from one 
set of primaries to another when 
needed. 

The wiring design was based on 
two 500-kva, 3-phase, non-under- 
ground, liquid-filled transformers, 
operated from a primary loop se- 
lective underground system at 
2400/4160 volts to 120/280-volt 
secondary. The secondary sides of 
the transformers normally serve 
lighting units from one and power 
units from the other. 

The secondary sides were con- 
nected with a tie circuit breaker. 
In case of failure of either unit, 
the total load will be restricted 
and carried by the remaining 
transformer, since each is loaded 
only to three-quarters of its capac- 
ity for just that reason. 

The load breakdown: power 
lines—to elevators, 210 hp; pumps, 
fans and compressors, 228 hp; 
laundry 125 hp; for a total power 
load of 255 kw. The lighting load, 
355 kw; X-rays 180 kva; miscel- 
laneous plug-in appliances, 100 
kva. The demand for service build- 
ing as a whole is 650 kva. 

Due to floor levels having to 
match buildings, there 
was some shortage of space be- 
tween floors because of the large 
number of ducts and 
myriad functions; but these prob- 
lems were ironed out by competent 
supervision and mechanical know- 
how. Maurice H. Connell and As- 
sociates, the engineers, had one of 
their top men, Clyde Booth, on the 
job, and Ferguson and Roberts are 
still praising the work of their 
able electrical superintendent, 
Sam Rivers. 

In branch circuit work, and on 
the feeders, few pipe shafts were 


existing 


pipes for 
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used, except in one central shaft, 
which was converted into a utility 
closet on each floor. Most of the 
relatively small amount of bus 
duct used on the job was in this 
central riser carrying power ser- 
vice all the way to the top floor, 
where the equipment for the six 
automatic elevators and the air- 
conditioning was located. 


Conventional use of bus duct 

This was considered a conven- 
tional application of bus duct, as 
a feeder riser. Another application 
was when the duct was tapped at 
each level to the panel boards. The 
central duct riser fed the kitchens 
and dining rooms on the first floor, 
the X-rays and labs on the second, 
department on the 
third, the delivery rooms on the 
fourth, and the wards on the sixth, 
seventh, and eighth floors. 

Careful planning solved some of 
the other space problems, by pains- 
taking positioning and routing of 
pipes or conduits, where gypsum 
or concrete blocks were used. The 
need was to bring out the outlets 
exactly where wanted, as for ex- 
ample, for bed lights and other 
exacting units. The trick, savs the 
engineer, was to locate the equip- 
ment right in the first place. 

Also in some of the wards out- 
lets not specified were put in the 
ceilings merely to aid in better 


the surgical 


Colored lights on special name register in the doctors’ 
lounge (left) indicates which doctors are present in the 
hospital. Another board is located at the main telephone 
switchboard. At right, are relay panels for the doctors’ 
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arrangement of the branch cir- 
cuits. After part of the building 
was finished and in use, the con- 
tractor changed the service from 
overhead to underground, phasing 
out the circuits and installing iso- 
lating switches. 

Great care Was taken in the de- 
sign to avoid the transmission of 
noises such as transformer hums, 
or equipment noise, through the 
air ducts to annoy sensitive pa- 
tients. “In every case this presents 
an individual problem,” said Clyde 
Booth, engineers’ representative, 
“but if you miss it in the original 
plan, you’re in trouble.” 

“What I 
this job,” Clyde continued, “was 
the complete individuality of the 
various needs and functions, and 


found interesting in 


how much can be done to meet 
these unconventional problems by 
original design and through the 
co-operation of manufacturers in 
building special equipment. We 
also found there was some scarc- 
ity in the market, of explosion- 
proof equipment of standard de- 
sign and full rating which would 
really stand up under exacting 
tests in all kinds of work. 


Provisions for future 
“We believe, too, that. modern 
buildings in the South should be 
designed with adequate air condi- 
tioning ducts at the time they are 








built, and also equipped for all 


present and foreseeable future 


communication needs. Oversized 
conduits are some help in this re- 
spect, but the provision of race- 
ways, Q flooring, or various hollow 
tile or concrete slab flooring, per- 
mitting 


complete tlexibility for 


any amount of future’ wiring 
changes, also adds a great deal to 
the long-term value of any large 
building.” 
“Both the 


tractor’s cost were increased un 


job cost and the con- 


avoidably by the complexity of 
the installations, but good plans 
and electrical design and supervi 
sion helped make up for it,” de 
clares Harry Ferguson. 

The bus duct was supplied by 
Trumbull Electric Co., and was 
of the 3-phase, 4-wire type. The 
panels fed by bus duct were almost 
directly over the main switch- 
board; panels in outlying parts of 
the building were fed by conven- 
tional conduit in sizes up to 4 


inches. These were considered 
completely adequate and cost less 
than bus duct for the same runs. In 
horizontal lines, either pipes or 
conduits were used, and in general 
wiring was mostly installed be- 
tween suspended ceilings and con 
crete slab floors. 

Conduit and Cable 


(Please turn to page 66) 


Triangle 


paging system which includes 50 annunciators at strategic 
points, flashing any six names at once of the unusually 
large number of 999 different codes when in full operation. 
Every doctor in the county is allowed to register. 
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Two Chattanooga organizations improve lighting @ TWO INTERESTING installations of 
acoustical luminous ceilings have 
been made recently in Chattanoo- 
ga, Tenn. For both of these appli- 
cations, this particular ceiling 
lighting method was chosen for its 
dual purpose. The ceiling is de- 
signed to provide illumination 
over the entire room area, and 


eze . pir ey 
Dual-purpose ceiling through the use of acoustical baf 


fles spaced at proper intervals, 


and acoustics with a new type of installation. 


gives the room a high degree of 
acoustical correction. 

In actual installation, the trans- 
lucent corrugated ceiling of thin 
vinyl plastic is suspended below 
continuous rows of fluorescent or 
slimline light sources, spaced for 
uniform distribution, and gives the 
illusion of being an over-all sky- 
light. The plastic material comes 
in rolls three feet wide and is 
fastened to its supports at the ends 
so it may be easily removed and 
rolled up in sections, to provide 
quick access to light fixtures, air 
conditioning ducts, or valves that 
may be above the ceiling. Cover- 
ing these ducts, valves, unsightly 
pipes and other eye-sores, is an- 
other advantage of this type ceil- 
ing, for they are completely hidden 
from view by the plastic. 

Lighting from the ceiling is com- 





Satisfactory store lighting has been 
achieved for “Babyland,” a_ diaper 
supply service in Chattanooga, with an 
Acusti-Luminous ceiling which also 
meets the need for good acoustics. 
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Lighting system consisting of single fluorescent strips (A) 
or special multiple cross troughs are attached to or hung 
from ceiling painted white. Wall angles (B) are then 
attached level around perimeter of room. Acoustical fins 


pletely diffused, providing 
even illumination, and is designed 
to eliminate glare. 

Acoustical 
vided perforated steel baffles 
affixed to the channels holding the 
ceiling. tunning the length or 
width of the room, these baffles 
contain fibre absorption 


very 


correction is pro- 


by 


glass 
pads, and are usually placed about 
36 inches apart. 

Maintenance of the ceiling is 
very simple and low in cost. The 
plastic is merely rolled up for 
washing in a special washing ma- 
chine, and may be rehung to dry. 
It not support combustion, 
and is practical for all room tem- 
peratures. Unlike ordinary low- 
ered ceilings, no extra sub-sprink- 
The ceiling will 
give way to water from a sprinkler 
system, and also at a temperature 
of 140 to 150 degrees F. 

First of the recent installations 
in Chattanooga took place in the 
Lighting Sales Department of the 
Chattanooga Electric Power Board. 
The ceiling covers an area of 3,068 
square feet. Lamps used were 37 
40-watt W fluorescents, which 
were spaced every 18 inches, 
ter 


does 


the office was 11 
lers are necessary. 
of the luminous 
feet. 
accomplishments 
tion was to hide 


air 


offices. 
After “ 
ply in 
equipped with the 
tical, 


service 


cen- 


to center. Ceiling height of 
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before the installation, 


One of the most 
of 
several unsightly 
conditioning ducts which 
fore had marred the 


sabyland,”’ 
Chattanooga, 


the entire area of the store 
was lighted with a glare-free light 


or baffles (C) are bolted on 36% -inch centers and sup- 
ported with wire on couplings at eight-foot intervals. Plastic 
(D) is then unrolled and lies in track being held firmly 


in place with plastic retaining rings. 


Acusti-Luminous 
in the Lighting 
Sales Department of the Chattanooga 
Electric Board, Chattanooga, 
Penn., unsightly airconditioning ducts, 
beams. They 
still if by 
rolling the corrugated plastic. 
muffled by acoustical fins, 
also serve as shielding louvers. 


Prior to the attractive 


feet. six inches ceiling installation 


and height Power 


is nine 


ceiling 


outstanding etc... were exposed, are 


this accessible 


back 


are 


needed merely 


installa- 


Sounds 
be- which 


the 


beauty of 


hich merchandising could take 
vithout by 


illumination. 


a diaper sup- in W 


was place being marred 
rsh sounds or 
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turn to page 
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Modernizing the electrical 


by Richard E. Cope 
Consulting Engineer 
Jackson, Miss. 


@ MANY OF Mississippi’s largest 
office buildings were constructed 
during the period of 1928-30. In 
those days air conditioning was in 
its infancy, general lighting levels 
above 15 footcandles were called 
“high level,” and few appliances 
using electrical power or heating 
were available. Accordingly, the 
electrical systems, both power and 
lighting, were designed around re- 
quirements of those times. 

The original switchboard _in- 
stalled in the Standard Life Build- 
ing, in Jackson, Miss., when the 
building was constructed in 1929, 
is typical of the exposed knife 
switchboards of that era. Power 
was distributed from the left hand 
section and lighting from the right 
hand section; the lighting being 
single-phase available then. 

In the summer of 1950, the 600- 
ampere main switch was converted 
to three phase by the addition of 
another knife switch pole due to 
the fact the Mississippi Power and 
Light Company had by then con- 
verted their system to 120/208-volt. 
three-phase ‘“wye” connection. 
However, because of increased 
lighting loads and the addition of 
appliances, the center fuse was 
overloaded and frequently melted 
out during peak loads. 

Shortly after the Standard Life 
Insurance Company acquired the 


The old service entrance of the Stand- 
ard Life Building was a hazardous 
assembly of cables, small wiring. me- 
ters, and switches. Bottom photo. 
looking from the service entrance end 
of new switchboard, 2,000 amp. trans- 
formers, flush mounted demand and 
kilowatt-hour meters and bus transi- 
tion are in the first section. Main 
power and lighting air circuit break- 
ers and meter with switch are in the 
following section. 
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system of an office building 


building in 1952, the necessity of 
rebuilding the switchboard and 
lighting distribution system be 
came apparent due to additional 
modernization of the building. A 
consulting engineer was employed 
and the complete electrical system 
was analyzed. A modern metal- 
clad switchgear was designed, util- 
izing air circuit breakers in both 
large and medium sizes and the 
installation is pictured on these 
pages. 

The power section of the switch- 
board is served by a 1600-ampere 
air circuit breaker main having 
50,000 amperes rated interrupting 
capacity. The lighting section is 

(Please turn to page 66) 


(Right) Center fuse in the original 
Standard Life Building switchboard 
was overloaded and frequently melted 
out during peak loads. (Below, right) 
a modern metal-clad switchgear util- 
izes air circuit breakers in both large 
and medium sizes. (Below, left) New 
lighting panel installed on 18th floor 
of the building. 
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Washington residents 
get 24-hour service 


THE LONG-FELT need for a 24- 
hour emergency service to its cus- 
tomers on home electrical repairs 
has brought about an agreement 
between Potomac Electric Power 
Company, of Washington, D. C., 
and member electrical contractors 
of the Electric Institute of Wash- 
ington to furnish prompt, depend- 
able service to homes in the metro- 
politan area. 

Averaging 150-200 calls a month 
referrable to electrical contractors, 
Potomac Electric Power views the 
new agreement as most beneficial 
to all concerned. 

Heretofore when its residential 
customers called for help on wir- 
ing repairs or other jobs normally 
handled by an electrical contractor, 
PEPCO was unable to be of as- 
sistance since its services did not 
permit touching any house wiring 
beyond the meter. Customers re- 
ferred to the yellow pages of the 
telephone book often found it dif- 
ficult to locate an electrical contrac- 
tor who handled small home wiring 
jobs. 

Today nine of its open-shop elec- 
trical contractor members, geo- 
graphically spread over the metro- 
politan area, accept such calls for 
prompt repair. A canvass of all 
member contractors of the Electric 
Institute who were interested in 
such work resulted in the selection 
of the nine. 

Most of the large electrical con- 
tractor members limit themselves 
to industrial, commercial, and gov- 
ernment work in the city, and were 
not available for home wiring re- 
pairs. 

Cards with the names of the nine 
contractors will be distributed to 
PEPCO customers and their names 
given on trouble calls. It was esti- 
mated that calls to PEPCO will be 
drastically reduced as customers 
turn to their local contractor for 
wiring repairs. Fire hazards will 
be reduced. Goodwill will be built 
up as contractors furnish immedi- 
ate service in emergencies. 

The service is expected to prove 
educational for the consumer who 
may learn that a 15-ampere circuit 
is insufficient for the number of 
appliances on it, or that an air con- 
ditioning unit plugged into an ordi- 
nary outlet will overload the circuit. 
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Mobile storehouse 


for large jobs 


@ “TAKING THE SHOP to the job” 
with four huge 28-foot tractor trail- 
ers, has not only added efficiency 
and cut down on operating costs, 
but attracted many more major- 
scale contracts for Hampton Elec- 
tric Company, electrical contractors, 
of St. Louis, Mo. 

E. H. Woestendiek, head of the 


firm, decided upon this unusual step 
after a thoroughgoing investigation 
set up to determine operating costs 
per dollar returned. 

“This is something we should 
have carried out many years ago,” 
the Missouri contractor indicated. 
“Naturally, we were aware that re- 
peat trips to the stockroom, waste 


The trailers are equipped with neat racks and alphabetized sections which 
make it possible to stock wire, cable, switches, conduit, complete panels, 
all necessary tools and installation materials for almost any type contract. 
They are insulated and can be securely locked for protection against theft. 
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mileage, etc., were causing a con- 
siderable amount of lost profit. 
However, when we got right down 
to ground rock, and assayed such 
costs realistically, we were sur- 
prised. Multiply one or two trips 
per day, per truck, from site to 
shop by some 300 working days in 
the year, and by 10 or 12 trucks, 
and the cost of mere gasoline alone 
can be a staggering figure. When 
the contractor adds to that payroll 
time, time lost in delays, lost parts, 
breakage, etc., the result can be 
more than disheartening.” 

It was to completely eliminate 
excess mileage involved with larger- 
scale contracts that Mr. Woesten- 
diek decided upon the purchase of 
the four 28-foot tractor trailers. 
These, as a permanent part of 
Hampton Electric Company’s oper- 
ations, make it possible to “take 
the shop to the job” where long dis- 
tances are involved. 

“We handle a lot of extensive 
wiring jobs, for example,” Mr. 
Woestendiek pointed out. “Such as 
those for new school buildings, 
church remodelings, or new con- 
structions, hospital wiring, fac- 
tories, manufacturing plants, air 
conditioning systems for business 
buildings, etc. Whenever such a job 
comes up, we simply load up the 
covered trailer, protected against 
all sorts of inclement weather, with 
everything necessary, plus a suffi- 
cient overage of parts, tools, equip- 
ment and accessories, to insure that 
return calls to the shop and parts 
room will not be necessary. 


Handled by professionals 

“Once the trailer is loaded up, it 
is a simple matter to call up a dray- 
age concern on the telephone, and 
ask them to deliver the loaded 
trailer right to the job site. An 
advance trip, of course, is neces- 
sary to select the most advanta- 
geous position for the trailer. This, 
however, can be carried out on esti- 
mating calls, or similar visits, and 
thereafter, the trailer simply serves 
as our shop, warehouse, and equip- 
ment room combined into one, for 
the duration of the job. 

“Whether it takes us a week or 
six months to handle the installa- 
tion, the trailer stays in 
When the contract is carried out, 
final inspections made, and _ suffi- 
cient time allowed for adjustments, 
the trailer is simply returned to 


place. 
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Regardless of the amount of time the job takes, the trailer stays in place. 

When the contract is carried out, it is returned to the shop and all material 

which was not used is checked back into the warehouse. A basic plan for 
stocking the trailer according to the job is used for each contract. 


the shop, and all of the material 
not used checked back into the 
warehouse. This completes’ the 
transaction from the shop’s stand- 
point.” 

The huge trailers, very similar 
to long-distance highway vans com- 
monly used for furniture and per- 
ishable goods hauling, are well in- 
sulated, can be heated if desired, 
and may be securely locked against 
theft or other damage. Neat racks 


and alphabetized sections make it 
stock 


switches, conduit, complete panels, 


possible to wire, cable, 
all necessary tools and installation 
materials, for almost any type of 
contract, all within the roomy in- 
terior 

As soon as the trailers were pur- 
chased, Mr. Woestendiek and his 
parts foreman worked out a “basic 
plan” for loading each trailer, ac- 
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INDUSTRY NEWS 


Timely items relating to contractors, light 


and power companies, electrical wholesalers, 


electrical manufacturers and their agents. 





AP and L receives 
annual report award 


For ITs outstanding Annual Re- 
port to stockholders, employees and 
the public, the Arkansas Power and 
Light Company today received the 
Reddy Kilowatt Annual Report 
Award at the 2lst annual conven- 
tion of the Edison Electric Insti- 
tute. The award was presented to 
R. E. Ritchie, AP and L president, 
by Ashton B. Collins, director of 
Reddy Kilowatt Service. 


In their citation, the contest 
judges commended the Arkansas 
Power & Light report for discus- 
sion of service-area development, 
“including progress in agriculture, 
industry, and better living,” and 
for pictorial illustration of the com- 
pany’s program for improving elec- 
tric service throughout its terri- 
tory. The report was also cited 
for its explanation of “employee 
activities, benefits, and contribu- 
and for spelling out “‘prog- 


tions’ 


MAILING COMMITTEE—The second annual Electrical Buyers Guide issued 
by the Electrical Association of Kansas City has been mailed to 4,000 buyers 
of electrical products in Eastern Kansas and Western Missouri by committee 
members (left to right) John S. McDermott, executive manager, Electric 
Association; J. E. Launder, Jr., Independent Electric Machinery Co.; R. F. 


Janda, Graybar Electric Co., committee chairman; H. J. 


Gershon, L. S. 


Gershon and Son; and J. F. Habig, assistant to the executive manager, Elec- 
tric Association. Not pictured is B. W. Rockey, Kansas City Power and Light 
Co. The Guide lists over 450 brand names of electrical products. 
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ress along several fronts in com- 
bating government encroachments 
in the area served.” 

Four other contestants receiving 
honorable mention for their An- 
nual Reports Pennsylvania 
Power and Light Co., Gulf States 
Utilities Co., Wisconsin Power & 
Light Co. and California Pacific 
Utilities Co. 


were 


Third NECA distriet 
meets in Savannah 


A MEETING OF District III of the 
National Electrical Contractors As- 
sociation was held in 
Ga., at the General Oglethorpe 
Hotel, May 27 through May 29, 
with C. W. 
president, presiding. 


Savannah, 


Moseley, district vice- 


After the opening session was 
called to order by Mr. Moseley, 
John L. Rose, promotion manager, 
and Ralph K. Robinson, committee- 
man, discussed “Business Develop- 
ment.” This address was followed 
by a talk on “Research Program,” 
given by Frank Groleau, statistical 
analyst, and a discussion of “‘Need 
for Statistics” by J. E. Mellett, 
chairman of the Sub-committee on 
Statistics. 

Those attending the afternoon 
session heard an address, “Why I 
Am An American,” by Dr. R. C. S. 
Young, associate professor of busi- 
ness, University of Georgia. J. B. 
Dickinson, resident manager of the 
Charlotte office of A. M. Pullen and 
Co., C. P. A., spoke before the group 
on “Installing and Using the NECA 
Accounting System,” and Davis H. 
Elliott, member of the Apprentice- 
ship and Training Committee, had 
as his subject, “We Must Train 
Apprentices.”” D. B. Clayton, Sr., 
NECA president, addressed the 
group “From the President’s Desk.” 

After an Friday 
morning by Paul M. Geary, execu- 
NECA, Mr. 
Clayton presided over a panel dis- 
cussion given on related 
subjects by members of the South- 
eastern NECA group. The after- 


address on 
tive vice-president of 


various 


noon session was opened for mem- 
bership participation, after which 
the meeting was adjourned. 

The District III of NECA is 
made up of the Birmingham, Cen- 
tral Alabama, Gulf Coast, South 
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Florida, North Florida, Atlanta, 
South Georgia, Southeastern Indus- 
trial, Central 
nas, Chattanooga, 
phis, 


Mississippi, Caroli- 
Knoxville, Mem 
Nashville, and Virginia 
chapters. 


Kentucky IAEI 
holds summer meeting 


THE SUMMER Meeting of the 
Kentucky Chapter, Western Sectio 
of the International Association ot 
Electrical Inspectors and affiliated 
electrical contractors was held on 
June 18 and 19 in Bowling Green, 
Ky., at the Helm Hotel. 

Robert J. Heffernan, Louisville, 
chairman of the section, presided 
at the sessions. Several speeches 
highlighted the 
first day’s meetings, with talks on 
lighting, wiring, and panel heating 
themostats among other subjects. 

Reports were given the group of 


and. discussions 


delegates on proposed code changes. 
adequate wiring, and reports were 
made by the New Materials and 
Wiring Methods Committee, the 
Membership Committee, and Un- 
derwriters’ Laboratories. 


Merit certificates 
awarded MeClure firm 


McCLuRE ELECTRIC Co., Dallas 
electrical contractors, was the re- 
cipient of three certificates of merit 
at a dinner held at the Baker 
Hotel recently by George L. Dahl 


George L. Dahl, Dallas architect, (left) 
presents Jim L. McClure, president of 
McClure Electric Co., with one of the 
three certificates of merit recently 
awarded the electrical organization. 
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COMING YOUR WAY—Completely 





modernized, the new mobile display 


unit of the Southern States Equipment Co., of Hampton, Ga., will cover 
thousands of miles within the next few months demonstrating the company’s 
newest designs as well as the latest modification in other equipment. Field 


engineers will accompany the unit. 


Inspecting the new truck are (left to 
right) John M. Tomme, field engineer; T. A. 


Burdeshaw,. sales manager; 


Robert M. Chastain, field engineer; and T. H. Ellison, district representative. 


Architects and Engineers, also of 
Dallas. 

George L. Dahl made the presen- 
tation to Jim L. McClure, president. 
for installations made at Mrs 
Baird’s Bakery. The Petroleum 
Club, and Republic Life Insurance 
Co., all in Dallas. 

The certificates read as follows: 
“This Certificate of Merit is pre- 
sented to McClure Electric Com- 
pany for excellence in construction 
service, for workmanship and for 
vour ability to co-operate with your 
fellow craftsmen.” 


North Carolina AIEE 
eleets officers 
CHARES R. VAIL ot 
sity, Durham, was elected chair- 
man of the North Carolina Section 
of the Institute of Elec- 


rical Engineers at its 3 lal 


Duke Univer- 


American 


> 
Spring meeting at 


H. W. 


Raleigh 
Oetinger, of the Duke 

Raleigh, was elected 
and J. J. Grea- 
gan, Jr., of the Allis-Chalmers Co., 
Charlotte, and Prof. W ). Steven- 
son, Jr., of N. C. State 
Raleigh, 
tive committee. 

Speakers included: Dr. J. S&S 
Long, chemical director, Devoe and 
Louisville, Ky.; Paui 
S. Colby, Carolina Power and Light 


iders, 


asurer, 


College, 


were ele Ted 


+ 


Reynolds Co., 


Co., Raleigh; Harry Sau 


American Telephone and Telegraph 
Co., New York; Andrew J. Batch- 
elor, electrical engineering student, 
N. C. State College: and Irving M. 
Tvhsse, Bundy 


New York 


Engineering Co., 


Georgia winners 
in lighting contest 


TWO MEMBERS of Georgia lower 
Company’s lighting engineering 
staff, Harry Yopp, and Wesley F 
Johnson, placed first and second in 
the Georgia 
“My Most 
Job,” 


ing Society 


Section competition 
Interesting 


sponsored bv the 


Lighting 
Iluminat- 


Mr. Yopp recelvec 
and a chance to co 
regional contest. 
runner-up, received § 

‘ve as Mr. Yopp’ 


Section represent 


} 14 4 
probdiem resuita! 


ited b ite irts and 


Yopp utilized 


as agyrav: 


shiny table tops. 


pasteboard shield 


! n an effort 

problen When the ! et dimen 
; and color had been determined 

designed shields which were 

bv a local metal shop at a cost 


2.50 per unit. He commended 
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approved table covering as a fur- 
ther aid. His concluding exhibit 
was an enthusiastic letter of ap- 
preciation signed by the plant 
manager. 

Mr. Johnson’s most interesting 
job was meeting the problems pre- 
sented in planning and installing 
lighting for a new library building 
in Columbus, Georgia. His solution 
included varied applications of 
library lighting. 

Other contestants included W. R. 
Edwards, who had succeeded in 
producing a level 200 f.c. on a utility 
display floor, and Miss Emily Alex- 
ander, who showed her solution to 
a problem garden. Judges were L. 
Ralph Bush, H. M. Horton, and J. 
E. Sweatte. 


Dallas man named 
AIEE president 


THE ELECTION of Elgin B. Rob- 
ertson, president of the Elgin B. 
‘Robertson Co., Dallas, Tex., as 
president of the American Institute 
of Electrical Engineers, was an- 
nounced at the opening session of 
the five-day Summer General Meet- 
ing of the Institute held in Atlan- 
tic City. 

The announcement was made by 
the committee of tellers which had 
tabulated mail ballots from Insti- 
tute members, and was heard by 
more than 2500 electrical engineers 
and scientists from many parts of 
the country and abroad. 

Mr. Robertson has had a long 
career in industry and as a mem- 
ber of the Institute. He will take 
office on August 1. 


Mr. Robertson was associated 


Elgin B. Robertson 


with Westinghouse from 1915 until 
1920 when he became chief elec- 
trical engineer for the Railway and 
Industrial Engineering Co., Greens- 
burg, Pa., and in 1928 he incor- 
porated his own business and has 
since been president. He also is 
president of the Plastics Manufac- 
turing Co., of Dallas. 

Mr. Robertson has 
North Texas Section secretary and 
as section chairman of the Insti- 
tute. He has been chairman and a 
member of several committees and 
at present is a member of the board 
of directors. 


served as 


Organization changes 
made by GE 


TWO ORGANIZATION CHANGES in 
General Electric’s Construction Ma- 
terials Division have been an- 
nounced by Clarence C. Walker, 
vice-president and general man- 
ager for the division. 

First of these is the consolida- 
tion of the Wiring Device Depart- 
ment at Bridgeport and the com- 
pany’s Monowatt Department at 
Providence, R. I., into a new de- 
partment to be known as the G-E 
Wiring Device Department. Head- 
quarters will be at Providence. 

Mr. Walker has appointed Abe F. 
Warren as general manager and 
Arville W. Gilmore as assistant 
general manager for the consoli- 
dated department which will be re- 
sponsible for such products as 
wiring devices, cord sets, fuses, 
fluorescent accessories, remote-con- 
trol wiring, heating cable sets, and 
electric houseware items. Both Gen- 
eral Electric and Monowatt brand 
lines will be retained and manufac- 
turing operations will be continued 
at present locations. 


Mr. Warren, before his present 


appointment, was general manager 
of the Monowatt Department. Mr. 
Gilmore was previously manager of 
marketing for the company’s Con- 
struction Materials Division. 


Westinghouse concludes 
heat pump trials 


ASSUMING THE ROLE of a poten- 
tial user, the Westinghouse Elec- 
tric Corporation has just completed 
field tests on three air-to-air heat 
pumps installed in private homes. 





NEW TRADEMARK — This rooster 
made of wire is the new trademark 
of the Rhode Island Insulated Wire 
Co., Cranston, R. I., manufacturers of 
insulated wire for commercial, indus- 
trial, and aviation use. New trademark 
was chosen to characterize the com- 
pany’s modern facilities, at the same 
time keeping the rooster symbol long 
identified with the company. 


The experience and results gained 
in the residential heat pump test 
were quite promising, according to 
G. L. Biehn, design engineer in the 
Sturtevant Division. 

Three different climatic areas in 
the United States were chosen for 
installation of the test units. The 
Southeast was represented by a 
five-room bungalow in Miami, Flor- 
ida; the Southwest, by a five-room 
ranch type home in Fort Worth, 
Texas; and the northern fringe 
area, by an eight-room ranch style 
house in Lynchburg, Virginia. 

The air-to-air heat pumps are 
regulated by a single three-stage 
room thermostat. There is a five 
degree differential between the 
heating and cooling stage, and a 
two degree differential 
normal heating and the 
heat stage. For example, a thermo- 
stat set at 74 F would control the 
heating stage at this temperature. 
Booster heat would come on at 72 F 
and cooling at 79 F. A_ switch 
mounted on the thermostat permits 
manual control of the air circulat- 
ing fan. 


between 
booster 


At the Lynchburg, Virginia, resi- 
dence, the cost of operation of the 
heat pump for the first year aver- 
aged $33.10 per month at the 112 
cents per kilowatt-hour rate for 
this region. 

Farther south in Miami, Florida, 
the heat pump operation costs aver- 
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(with plaster ears) 


LEVITON MANUFACTURING COMPANY Brooklyn 22, New York « worehouses : Chicago and Los Angeles 
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ur new ioggle itches 
i 


the finest 
switches 
in their class 
... @ new, competitively 
priced line, 
designed for 
durable, positive action 











and long, trouble-free 
performance. 


showing new easy method of wiring 
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No. 1231 3-way No. 1331 3-way 
(with plaster ears) 


New features includ 
housing with straps rivetted 
cup large, staked binder } 
backed out for faster wir 
fast-acting mect 
wiping contacts 
Rated 5A.-250V., 10A.-125V 
To ggies are avaiiabdie in brown or 
Built to meet Underwriters Laboratorie 
Canadian Standards Associat 





aged $10.50 per month. This figure 
is based on the local 1% cents per 
kilowatt-hour rate. Cooling is the 
prime requisite in Miami; thus the 
cost is accepted as a rather nomi- 
nal addition. It was the heating 
that made the impression on the 
home owners there, however, since 
the usual type of heating used in 
this area is not too comfortable. 

Although a full season has not 
quite been completed at the Fort 
Worth, Texas, installation, present 
data indicate that the operational 
cost will be less than $40.00 per 
month. The rate including demand 
charges and fuel adjustment is 
somewhat over two cents per kilo- 
watt hour. 


Firm’s expansion 
nears completion 


A BUILDING EXPANSION program, 
started in 1946, which will add a 
total of 180,000 square feet to pres- 
ent manufacturing facilities of the 
Crouse-Hinds Co., Syracuse, N. Y., 
will be completed this year, accord- 
ing to a company spokesman. The 
central New York firm manufac- 
tures condulets (industrial electri- 
cal fittings), floodlights, airport 
lighting, and traffic signals. 

In 1950, the company completed 
the first phase of its overall] expan- 
sion program. A 74,000 square foot 
building, an addition to present 
plant facilities, was constructed to 
house new screw machine and gen- 
eral machining departments as 
well as new pattern and tool mak- 
ing shops. The new structure en- 
ables Crouse-Hinds to continue its 
production machining, pattern mak- 
ing, and special tooling operations 
in more volume and with increased 
efficiency. 

Second phase of the building pro- 
gram, two new buildings totaling 
61,000 square feet, was completed 
last year. A heavy machining de- 
partment and assembly facilities 
for explosion-proof electrical prod- 
ucts and traffic signals were added 
to the main building. Alongside the 
rear of the main building, another 
addition was constructed to house 
a materials testing and electrical 
laboratory and a new finishing 
department. 

The finishing department, where 
products are spray-painted, is 
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equipped with the latest safety de- 
vices. Paint fumes are removed by 
modern water curtain spray booths 
and a complete explosion-proof elec- 
trical system has been installed to 
minimize danger of flash fires. 

Final phase of the expansion 
program, construction of a new 
45,000 square foot foundry, is un- 
der way now and will be completed 
by next fall. 

Construction plans call for a sep- 
arate building which will contain 
semi-automatic molding machines, 
mold conveyors and all accessory 
equipment similar to that now be- 
ing used in the main foundry. 


Representatives given 
additional territory 


THE ASSIGNMENT of additional 
territories to two of its southern 
sales representatives has been an- 
nounced by Clarostat Manufactur- 
ing Co., Inc., of Dover, N. H., manu- 
facturers of resistors, controls, and 
resistance devices. 

James Millar Organization, 1036 
Peachtree St., N. E., Atlanta, Ga., 
takes on the additional territory of 
Memphis, Tenn., and the entire 
state of Mississippi. 

J. Y. Schoonmaker, 2011 Cedar 
Springs, Dallas, Tex., is adding to 
its coverage the states of Louisiana 
and Arkansas. 


Curtis Lighting 
tells expansion plans 

AN EXPANSION PROGRAM calling 
for a larger sales force, redistrict- 
ing of territories, plant expansion 
and modernization, together with 
the new lighting developments for 
commerce and industry, has been 
announced by M. C. 
dent of Curtis Lighting, Inc., of 
Chicago. 

J. V. Bradley, former Boston 
territory representative, has been 
appointed regional manager for 
the East Coast with headquarters 
at 545 Fifth Ave., New York City. 
W. J. Dorrans, Minneapolis repre- 
sentative, will head the Northwest 
Central Region, operating out of 
headquarters office in © Chicago. 
The Southwest Central Region will 
be under the supervision of 
regional manager, C. F. Peterson, 
with headquarters in Dallas. 

The new regional managers will 
report directly to G. T. Morrow, 
vice-president in charge of sales. 
P. D. Cornelisen, general sales 
manager, will coordinate sales 
planning. 

The field sales 
greatly increased with full-time 
representatives reporting to the 
regional managers. 

L. H. Graves, former  vice- 
president in charge of the New 
York sales office, has resigned his 


Wilt, presi- 


force is to be 


“The next time you hire a lineman for my crew. get a few more details.” 
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EcoE ie wide open 
[ fm My it \ wiring spaces 


Extra-large wiring gutters are but one of 
the many thoroughbred features which 
make BullDog Vacu-Break Safety Switches 
easier and cheaper to install and maintain. 








BullDog’s silvered wire grips—cold-forged 
from pure copper for maximum strength 
and conductivity—help make wiring in 
these roomy gutters a snap... save valu- 
able time. 





Unequalled protection is yours, too, with 
BullDog switches because BullDog’s exclu- 
sive Vacu-Break Arcing Chamber smothers 
dangerous arcs before they can damage or 
heat up the contacts. And patented Clamp- 
matic contacts mean bolt-tight contact 
connections... give you a smoother opera- 
ting, cooler switch. 


BullDog's simplified line of Vacu-Break 
safety switches handles all requirements. 
Write today for free Bulletin SS-250 con- 
taining complete information. BullDog 
Electric Products ¢ ‘ompany, Dent. ES 73, 
Detroit 32, Michigan. 


© BEPCO 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 
CONSULT THE FOLLOWING SOUTHERN REPRESENTATIVES 


THOROUGHBRED IN ELECTRICAL EQUIPMENT 





Walker Electrical Company, Inc. Wilson Electrical Equipment & Company Standard Electric Mfg. Co. 


70 Bennett St., N.W., P.O. Box 8, Section D 2930 Commerce Street 101 E. Maple Street 
Atlanta, Georgia Houston, Texas San Antonio, Texas 
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2401 Federal Street 
Dallas 1, Texas 








position after 41 years of service. 
He will continue with the company 
in an advisory capacity until June 
30th. C. E. Johnson, former Chi- 
cago sales manager’s retirement 
after 38 years’ service, has also 
been announced. 

Mr. Wilt stated that the ex- 
pansion program has been put into 
effect to keep pace with the chang- 
ing conditions in the lighting in- 
dustry, to maintain closer customer 
contact and to render additional 
service to Curtis customers. 


Oliver Corporation 
occupies new building 


OLIVER IRON and Steel Corpora- 
tion has anonunced the location of 
its new general sales office, the 
Oliver Building, Pittsburgh 22, 
Pa. The new building will house 
the Industrial Fasteners Division, 
the Pole Line Materials Division, 
and the Berry Division of the com- 
pany. 

The Industrial Fasteners Divi- 
sion manufactures bolts, nuts, 
rivets, small forgings, automotive 
and railroad specialties. Pole line 
materials for power, lighting, tele- 
phone and telegraph service, pub- 
lie utility, industrial and commer- 
cial applications are the products 
of the Pole Line Materials Divi- 
sion. The Berry Division is in 
charge of the company’s manufac- 
ture of hydraulic pumps for eleva- 
tors and presses, industrial hydrau- 
lic power transmissions for oil and 
gas fields, drilling, mining, steel 
mills, machine tools, trailer trucks, 
and special machinery. 


Benjamin purchases 
partial Leader line 


THE PURCHASE by the Benjamin 
Electric Mfg. Co. of certain assets 
of the Leader Electric Co., Chicago, 
was announced recently by Hoyt P. 
Steele, executive vice-president, of 
the Benjamin Electric Mfg. Co., 
Des Piaines, Ill., makers of indus- 
trial, fluorescent and incandescent 
lighting equipment. 

As of April 6 the Leader line 
has been manufactured and sold by 
the Leader Division of the Benja- 
min Electric Mfg. Co. The follow- 
ing classifications of Leader prod- 
ucts are included: incandescent 
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and fluorescent commercial lighting 
equipment, Leaderall illuminated 
ceiling, Leader troffers including 
incandescent boxes, Striplite units 
and industrial fluorescent lighting 
equipment. 


Wood Electric Company 
names representatives 


SEVERAL NEW SALES representa- 
tives have been named by the C. D. 
Wood Electric Co., Brooklyn, N. Y., 
manufacturers of wiring devices 
and electrical specialties. 

Howard H. Holt, 326 Hilldale 
Drive, Decatur, Ga., will represent 
the company in Georgia and Ala- 
bama. 

The S. T. Schoolar Co., covering 
the states of Virginia, North and 
South Carolina, and East Tennes- 
see, maintain offices in both Rich- 
mond and Charlotte. The company’s 
Charlotte address is 2616 N. David- 
son St., and the Richmond address 
is 5 Shockoe Slip. 

G. W. Rogers, 12565 N. West 
20th Ave., Miami, is now covering 


the state of Florida for the Wood 


firm. 

The company will hereafter be 
represented in New Mexico, Texas, 
Oklahoma, and Louisiana by the 
Maxson Co., 703 Valencia St., Dal- 
las, Tex. 


M. B. Austin Co. sells 
manufacturing facilities 


STONCO ELECTRIC Products Co., 
of Kenilworth, N. J., has purchased 


the Lighting Products Division of 


M. B. Austin Co., Northbrook, IIl., 
and is consolidating their complete 
line of patented cast aluminum 
floodlights, spotlights, and cluster 
lights with its own, along with 
weatherproof cast aluminum boxes, 
weatherproof switches, yard lights, 
and vaporproof items. 

All manufacturing has_ been 
transferred to the new Stonco fac- 
tory at Kenilworth, and production 
of all Austin items is being under- 
taken immediately. 

All tools, dies, molds, machinery 
and equipment of the Austin com- 
pany have been purchased by the 
Pyle-National Co., Chicago, enabling 
the Pyle-National organization to 
make a complete line of electric ser- 
vice entrance fittings, H. V. Engh, 


president of Pyle-National, has an- 
nounced. 

With the acquisition of this 
Austin Company equipment, Pyle- 
National, manufacturers of electri- 
cal and air conditioning equipment 
for railroads and industry will add 
electric service entrance fittings to 
its present extensive line of wir- 
ing and lighting products. 


A. B. Chanee purchases 
Matthews Corp. 


PURCHASE OF W. N. Matthews 
Corp., of St. Louis, Mo., by the 
A. B. Chance Co., of Centralia, Mo., 
has been made known by F. 
Chance, president of the Centralia 
firm. 

The Matthews organization will 
be known as the W. N. Matthews 
Division of A. B. Chance. Claude 
L. Matthews, formerly president of 
the St. Louis concern, has been 
named a_ vice-president of the 
Chance Co. The Matthews firm, 
since 1899, has manufactured split 
bolt connectors, cutouts, fuse links 
and switches. 

The Matthews division will be 
located in a new modern building 
in St. Louis. The Chance company 
has an assembly plant in San Fran- 
cisco in addition to the main plant 
in Centralia. 


Gano 


Major equipment firms 
announce merger 


MERGER OF Federal Electric Prod- 
ucts Company, Newark, N. J., and 
Pacific Electric Manufacturing Cor- 
poration has been announced by 
T. M. Cole, president of Federal 
Electric and J. S. Thompson, presi- 
dent of Pacific Electric. 

A manufacturer of circuit break- 
ers and other electrical control and 
distribution devices, Federal Elee- 
trical has acquired, for $4.5 mil 
lion, approximately 98 per cent of 
the common stock of Pacific Elec- 
tric. The merger knits together 
two major manufacturers of elec- 
trical equipment, with Federal 
Electric’s products primarily of the 
low voltage type for industrial and 
home installations, and Pacific Elec- 
tric’s primarily of the high voltage 
type for long distance transmis- 
sion of electrical power. 
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For the Industrial Plant of Today and Tomorrow 


INSIST ON 
PRODUCTS 


QP QUICKLAG 
SHUTLBRAK PANELBOARD 
SWITCHBOARD 


POWERPLUGIN 
(Midget Size) 


POWERPLUGIN 


SCA ENCLOSED 
SHUTLBRAK SWITCH 


DUSTITE 
PANELBOARD 


COLUMN TYPE 
PANELBOARD 


- 
nome sera 
Sad 


ER he Oe ee ee 
= Mie? 
New Production Unit — a 
ATWOOD VACUUM MACHINE CO. 
Rockford, Illinois 


PRODUCTS for the control and distribution 
of power and light have been specifically geared 


to the needs of the factory of today and tomorrow. 


Besides being safe, efficient, dependable, eco- 
nomical, long-lasting and trouble-free, all @® 
switchboards, panelboards, busduct and other 
similar equipment used in modern industry, have 
been designed to provide the electrical capacity 
needed for today and allow for future expansion 


by the simple addition of necessary units. 


If you are planning a new factory, or modern- 
ization and improvement of an existing plant — 
regardless of size — be sure that your electrical 
distribution system is suited to your needs. In- 


stall (A) products — the equipment with a future. 


For additional information, consult your near- 
est (A) representative, listed in Sweet's, or write 


for bulletins. 


JSrank e€dam 


Glectric Co. 


P.O. BOX 357 


ST. LOUIS 3, MISSOURI 


Makers of: BUSDUCT @ PANELBOARDS e SWITCHBOARDS e@ SERVICE EQUIPMENT @ SAFETY SWITCHES @ LOAD CENTERS © QUIKHETER 
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NAMES IN THE NEWS 


C. C. Moler, a Potomac Edison Sys- 
tem veteran of over 40 years, and a 
distribution engineer for nearly 30 
years, has retired, according to an 
announcement made _ recently. Mr. 
Moler had served since 1924 as distri- 
bution engineer for the system. 

Joining the company in 1912 as a 
wireman and assistant plant oper- 
ator, Mr. Moler was employed for 
three years at Millville Power Plant. 
From there he was transferred to 
the Charles Town line department 
and was made district manager there 
in 1917. He took over the Winchester 
District managership two years later. 

Several new appointments have 
been made by the Potomac company 
following My. Moler’s retirement. 

Martin J. Urner has been named 
transmission and distribution engi- 
neer and Charles C. Wolf has been 
named his assistant in the consolida- 
tion of these two departments. 

Mr. Urner has been the system’s 
transmission engineer since 1948 and 
has been with the company since 
1925, serving in various capacities in 
Frederick and Hagerstown. 

Mr. Wolf has been with the com- 
pany’s Construction Department since 
1939. At the time of his promotion, 
he was serving as Hagerstown main- 
tenance engineer, 


Announcement of several new ap- 
pointments has been made by Phila- 
delphia Electrical and Manufacturing 
Co. 

Leon Brown, recently named chief 
project engineer of the company, 
joined the firm in 1934. He has, for 
part of the intervening time, been 
associated with the manufacturer of 
street and highway and service sta- 
tion lighting, and floodlighting lu- 
minaires. He will now be concerned 
with the development and moderniza- 
tion of PEMCO lighting equipment. 

Recently appointed factory man- 
ager, Harry L. Weid has been asso- 
ciated with PEMCO since 1945 in the 
eapacity of production manager and 
assistant factory manager. He suc- 
ceeds L. B. Hornberger who was pro- 
moted to the Sales Department and 
placed in charge of the Street Light- 
ing Division. 

& 


Alfred A. Snowball, James M. 
Young, and William Kretzer have 
been elected vice-presidents of the 
Pittsburgh Standard Conduit Co., 
Etna, Pa. Announcement of the three 
new posts came from Peter Mcllroy, 
chairman of the board. 

_ Mr. Snowball, formerly sales man- 
ager of the company, will be vice- 
president in charge of sales. Mr. 
Young will step into the position of 
vice-president in charge of production 


40 


A. A. Snowball 


from his previous role as production 
manager. Mr. Kretzer will be vice- 
president in charge of the company’s 
Pittsburgh Pipe Coil and Bending 
Division, which manufactures special 
radius pipe elbows and bends. 

At the same time, announcement 
was made of the selection of R. R. 
Ruthrauff as plant manager of the 
Etna Works, and James D. Logan as 
plant manager of the company’s new 
plant at Morrisville, Pa. Both men 
have figured prominently in the large 
modernization and expansion program 
which the company has under way. 

we 

Harding L. Taylor, formerly di- 
rector of the plumbing division of 
the Arkansas State Board of Health, 
has been appointed Southwest Dis- 
trict manager of Orangeburg Manu- 
facturing Co., Inc., producers of un- 
derground electrical fibre conduit and 
bituminized-fibre drain and sewer 
pipe, Orangeburg, N. Y. Harry N. 
Dietz, who has been Southwest Dis- 


Harding L. Taylor 


trict manager since 1948, will assume 
another important executive position 
with the company. 

Mr. Taylor had been previously as- 
sociated with the Arkansas State 
Board of Health as a sanitary engi- 
neer following his post with the South 
Porto Rico Sugar Corp., as a civil 
engineer in the Dominican Republic. 


J. J. Lieske, Jr., has been appointed 
branch manager for the Graybar Elec- 


tric Co. at Washington, D. C., J. A. 
Mayer, Atlantic District manager, has 
announced.. He replaces F. F. Jasper- 
sen, who has become district sales 
manager at Philadelphia. 

Mr. Lieske joined the employee- 
owned company 21 years ago. In 1938 
he was appointed to the Sales Depart- 
ment at Graybar’s Grand Rapids 
Branch and in 1947 was transferred 
to Hammond, Indiana. 

* 

According to an announcement 
made recently, the Rodale Manufac- 
turing Co., of Emmaus, Pa., will cele- 
brate next month its thirtieth anniver- 
sary of production of wiring devices 
for home, hardware, and industrial 
uses. J. I. Rodale is president of 
the firm which began production of 
less than ten electrical wiring devices 
in 1923 and now has a line including 
more than six hundred items. 

Mr. Rodale became president of the 
firm at the death of his brother, 
Joseph Rodale, in 1952. Prior to be- 
ing made president, J. I. Rodale had 
served in an advisory capacity with 
the firm, and had pursued a widely 
diversified career as author, editor, 
lecturer and publisher. He has au- 
thored such books as “The King’s 
English on Horseback,” “Strengthen 
Your Memory,” “Crossword Puzzle 





Dates Ahead 


International Association of 
Electrical Leagues, 18th An- 
nual Conference, Fairmont Ho- 
tel, San Francisco, Calif., Aug. 
5-8, 1953. 


International Association of 
Electrical Inspectors, I[AEI Sil- 
ver Jubilee Meeting, joint meet- 
ing of Eastern, Southern, West- 
ern, Northwestern, and South- 
western Sections, Edgewater 
Beach Hotel, Chicago, Ill., Sept. 
21-26, 1953 

American Institute of Elec- 
trical Engineers, Middle East- 
ern District Meeting, Daniel 
Boone Hotel, Charleston, W. 
Va., Sept. 29-Oct. 1, 1953. 


National Association of Cor- 
rosion Engineers, South Central 
Region Annual Meeting. Mayo 
Hotel, Tulsa, Okla., (tentative 
dates) October 7-9, 1953. 


American Institute of Elec- 
trical Engineers, Fall General 
Meeting, Muehlebach Hotel, 
Kansas City, Mo., Nov. 2-6, 
1953. 


Southeastern Electrical Whole- 
salers Association “Industry 
Day” Meeting, Atlanta Biltmore 
Hotel, Atlanta, Ga.. Jan. 14-15, 
1954. M. L. Tice, Managing Di- 
rector. 421 Rhodes Bldg., Atlan- 
ta 3, Ga. 
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abreast of the trend 
in industrial 
power transmission 


.» SPRINGS MILLS 
selects 


HAZARD& 


self-supporting 


From main substation, Hazard self-supporting cables distribute 
power to the main buildings of Springs Mills plant. Note the neat- 
ness and compactness of the installation. Cables are readily acces- 
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7 
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PRINGS Cotton Mills, among the most modern in 
S the textile industry and home of famous Spring- 
maid fabrics, demand the finest when it comes to 
industrial power transmission. Safety, compactness, 
ease of installation, appearance and low cost were 
uppermost considerations in the selection of Hazard 
self-supporting cable for power distribution at the 
Springs Plant. 

Hazard self-supporting cable is insulated with 
Watertite heat- and moisture-resistant insulation and 
protected by Hazard’s rugged Hazaprene ZBF sheath. 
This abrasion-resistant jacket stands up against the 
destructive conditions common to industrial installa- 
tions and, in addition, more than meets the require- 
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HAZARD | 
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sible for splicing; all-in-one construction makes relocation easy. 


ments of the Federal Bureau of Mines and the Penn- 
sylvania Department of Mines for flame resistance. 

Every year, more and more Hazard self-support- 
ing cable is used industrially for safe transmission 
of large blocks of power in limited spaces and nar- 
row clearances, providing power distribution that 
is neat and compact and can be relocated with a 
minimum of effort. Today, investigate the ad- 
vantages of the “‘all-in-one’’ construction (pre- 
assembled cable, messenger and binder) of Hazard 
self-supporting power cable for your particular 
operation. See your Hazard representative or write 

. Hazard Insulated Wire Works, Division of 
The Okonite Company, Wilkes- Barre, Pennsylvania. 


insulated cables 





J. 1. Rodale 


Word-Finder,” “Pay Dirt,” and others. 
He also has edited “The Word 
Finder,” a compilation of adjectives, 
verbs and adverbs. 

i) 

J. E. Williams, general manager of 
Ramset Fasteners, Inc., Cleveland, 
newest division of Olin Industries, 
Inc., East Alton, Ill., has announced 
the appointment of Clarke Tryon as 
sales manager. 

Mr. Tryon has been responsible for 
Ramset sales since the firm was or- 
ganized in 1947. He has had broad 
experience in the sales of industrial 
and retail products, coupled with 
many years in sales management and 
establishment of new markets. 


The appointment of Sherman W. 
Richardson as _ industrial relations 
manager of Oliver Iron and Steel 
Corp., was announced recently by 
Theodore F. Smith, president. 

Mr. Richardson will be responsible 
for personnel and industrial relations 
activities, including public relations 
programs. He has broad experience 
in industrial relations problems, hav- 
ing been associated with several local 
leading manufacturing corporations. 

& 

Metalcraft Products Co., Inc., of 
Philadelphia, has announced the ap- 
pointment of Fred M. Pyle as director 
of sales and product development. The 
company manufactures fluorescent 
luminaires. 


Fred M. Pyle 


Stockholders of Arkansas Power 
and Light Co., at their annual meet- 
ing in Little Rock elected Vice-presi- 
dent Ralph H. Teed to the board of 
directors to fill the vacancy left earlier 
when the Rev. James W. Workman 
was named director emeritus. Dr. 
Workman, who attended the meeting, 
has the longest record of service on 
the AP and L board, having served 
since 1927. 

Mr. Teed, the company’s vice- 
president in charge of operations, has 
been a utility worker for the past 30 
years. He has been with AP and L 
for 25 of those years, having served 
formerly as Western Division man- 
ager at Hot Springs before promo- 
tion to vice-president in 1951. 

Directors at their meeting re- 
elected officers, and the stockholders 
re-named for the year. 


Appointment of Joe Pollatschek as 
a lighting specialist to serve archi- 
tects and lighting engineers in Texas, 
Louisiana, and Oklahoma from head- 
quarters in Dallas, Texas, has been 
announced by Alex Rosenblatt, vice- 
president in charge of sales for Globe 


Joe Pollatschek 


Lighting Products, Inc., Los Angeles. 

Mr. Pollatschek will report to A. M. 
Orlick, southwestern representative 
for Globe, with headquarters in New 
Orleans. He has been active in the 
lighting industry for the past 22 
years. 

& 

Louis W. Grotta, vice-president of 
Continental Copper and Steel Indus- 
tries, Inc., and general manager of 
the Hatfield Wire and Cable Division, 
Hiliside, N. J., was honored recently 
for twenty-five years of service to 
Hatfield which has become one of the 
nation’s largest manufacturers of in- 
sulated wire and cable under his 
leadership. 

At a ceremony held at the Hillside 
plant, Mr. Grotta was presented a 
scroll to commemorate the event by 
Floyd Sargent, Hatfield’s oldest em- 
ployee. He was also given a pin which 
denotes membership in Hatfield’s 
Twenty-Five-Year-Service Club. 

Mr. Grotta began working in the 


Louis W. Grotta 


Hatfield plant in 1928. He later be- 
came sales manager, and in 1944 was 
appointed general manager. He be- 
came a vice-president of Continental, 
Inc., in 1947. 

* 


Appointment of Thomas D. Johnson 
to the Atlanta sales application engi- 
neering staff of the Reliance Electric 
and Engineering Co., Cleveland, Ohio, 
manufacturers of motors and motor- 
drives, is announced by E. G. Orahood, 
Southeastern District manager. 

Mr. Johnson joined the Reliance or- 
ganization in October, after several 
years’ experience with other firms in 
the same field. His headquarters will 
be in the company’s Atlanta office, 427 
Candler Building. 


Robert G. Mcllroy has been elected 
president of the Pittsburgh Standard 
Conduit Co., Etna, Pa., it was an- 
nounced recently by Peter Mcllroy, 
chairman of the board of directors. 
The elder Mr. Mcllroy has retired as 
president to devote full time to his 
position as chairman. 

Robert McIlroy, formerly vice-pres- 
ident and general manager, has been 
responsible for the firm’s moderniza- 
tion and expansion program, which in 
1953 included a major new plant for 
the manufacture of electrical conduit 
at Morrisville, Pa. He has been with 
the company since 1945, serving for 
a time as assistant to the president. 

Peter McIlroy was a co-founder of 
the company in 1905. 


Robert G. Meclilrog 
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UNITED STATES RUBBER COMPANY 


INSULATION 


U.S. Electrical Wires and-Cables 


LAYTEX® RUH-RUW— The world’s smallest diam- 
eter, lightest weight natural rubber-covered 
power and lighting wire. 

NEOLAY® RU—With Laytex Insulation plus 
Neoprene. Nylon cover makes pulling five 
times easier. 

CONTROL CABLE— Insulated with Laytex for 
greater circuit integrity. 

NEOPRENE COVERED SERVICE ENTRANCE CABLE— 
Flame retardant, moisture resistant—the first 
ever accepted by Underwriters’ Laboratories, 
Inc. 

MUNICIPAL SIGNAL CABLES — Insulated with 
Laytex for maximum moisture resistance. 
POWER CABLES—Of every description, includ- 
ing the famous Grizzly” line of tough cables. 


UNITED STATES RUBBER COMPANY - 


1230 Avenue of the Americas 


ALUMINUM WIRES AND CABLES— U.S. Rubber 
introduced insulated aluminum conductors 
ELECTRIX® PLUGS—U.S. Rubber was a pioneer 
in the development of soft rubber plugs for 
extension cord sets and power supply cords 
(Also all rubber cube taps 
ROYAL PORTABLE CORDS AND CABLES And 
many other ty pes of electrical wires and cables 
ROYAL MINING MACHINE & LOCOMOTIVE CABLES 
Tested many different ways to insure com 
plete dependability 
INTERCOMMUNICATION CABLE —With thermo 
plastic insulation and jacket making this cable 
flameproof throughout 
TWISTED SERVICE DROP CABLE— ither neoprene 
insulated or performance insulation and neo 
prene jacket; copper or aluminum conductors. 





ELECTRICAL WIRE & CABLE DEPARTMENT 


Rockefeller Center, New York 20, N. Y. 


NATIONAL ELECTRIC STEEL 


SURFACEDUCT is an all-purpose surface raceway 
i suitable for wiring modernization . 
fiexible lighting layouts . . . wiring extensions, 
additions and relocations. Two-piece base and cap- 
ping with the “lay-in” method for conductors. No 
wire fishing. Attach base, lay in the wires, snap on 
the capping. For loads up to 60 amperes. Quick, 
flexible, easy to install, economical, 100% salvable. 





NEPCODUCT PROVIDES OUTLETS 
ON THE FLOOR SURFACE for 
power, light, telephone and intercom- 
munication systems. Hospital Service can 
now provide floor outlets wherever they 
are needed with Nepcoduct’s safe, attrac- 
tive Service Fittings. 


NEPCODUCT provides convenient, flexible, per- 
manent electric wiring under the floor. Fits any 
type of floor construction—ideal for wiring modern- 
ization as well as new construction. Brings electric 
power to the floor surface, outlets already threaded, 
ready to use. Simple... Safe. . . Speedy. 
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QUICK 
ELECTRICA 
MODERNIZATIO 


ASSOCIATION OF PITTSBURGH 


Electrical Contractor: Frame Electric Co. 


BLUE BLUE 
CROSS SHIELD 


Electrical modernization was quickly, easily, neatly 
accomplished with National Electric Steel Raceways at 
the new headquarters of the Hospital Service Asso- 
ciation of Pittsburgh. Approximately 2000 feet of 
Nepcoduct, installed in accordance with desk layout 
plans, provides completely flexible underfloor wiring. 
Partitions and furniture can be moved at will... there’s 
always an outlet at the new location. NE Surfaceduct 
was installed just above the baseboards all around the 
room. Easy to install—even on corners and angles 

Surfaceduct provides easily accessible wire space for 


future service demands. 


Whenever you have a rewiring problem in office 
or factory, insist on National Electric Steel Raceways. 
There’s one for every electrical distribution need. SURFACEDUCT PROVIDES OUTLETS 
ALL AROUND THE ROOM .... serves 


power to 20-—or more—business machines 
Listed by Underwriters’ Laboratories, Inc. ... safely... conveniently. 


Sold through leading electrical wholesalers. 


EVERYTHING IN WIRING POINTS TO. 





National Electric Products 


PITTSBURGH, PA. 
3 Plants 7 Warehouses a 34 Sales Offices 
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Fewer rejections... greater safety 

.. . better employee relations. . . 

increased efficiency to meet defense 

demands—these are the immediate re- 

turns on your investment in good indus- 
trial lighting. 

Appleton Industrial Lighting Equip- 
ment is precision-designed to provide 
good light—the right light, without uncom- 
fortable glare, troublesome contrast or 
shadow. Expert engineering, unequalled 
manufacturing facilities and a half century 
of experience are combined in each Apple- 
ton fixture to provide maximum efficiency 

at minimum installation, service and 
operating expense. 
Appleton Lighting Fixtures are made to 
suit every industrial requirement—includ- 
ing hazardous locations—whether indoors 
or out. For the finest illuminating equip- 
ment or expert assistance on any lighting 
problem, contact Appleton—Standard for 
Better Lighting. 


APPLETON 
LIGHTING 
EQUIPMENT 


Sold Through Electrical Wholesalers 
APPLETON ELECTRIC COMPANY 


1754 Wellington Avenue ° Chicago 13, Illinois 
Sales Engineers in All Principal Markets 


CONDUIT FITTINGS + LIGHTING EQUIPMENT + OUTLET AND 
SWITCH BOXES + EXPLOSION-PROOF FITTINGS + REELITES 





Clayton L. Nairne 


The board of directors of New 
Orleans Public Service, Ine., has 
elected as vice-presidents of the com- 
pany, Clayton L. Nairne and Lionel 
J. Cucullu, it has been announced by 
George S. Dinwiddie, president. 

All other officers were re-elected to 
serve for the next twelve months. In 
addition to Mr. Dinwiddie, these were: 
G. L. Andrus, S. L. Drumm, A. B. 
McCoard, and E. S. Myers, vice-presi- 
dents; E. T. Colton, secretary and 
treasurer; E. J. Armbruster, general 
auditor; J. E. Hevron and V. Lota, 
assistant secretaries and assistant 
treasurers. 


Lionel J. Cucullu 


Mr. Nairne was first employed by 
Public Service as a student engineer 
in 1924 and 1925. In 1928, after three 
years’ experience with Florida Power 
and Light Co., he rejoined the com- 
pany, and in 1943 was named as- 
sistant to the vice-president in charge 
of operations. In 1951, he became 
general superintendent of operations, 
being charged with responsibility for 
the operations of the electric, gas, 
and transit departments. 

Mr. Cucullu joined the company in 
1930, following three years’ experi- 
ence with other organizations. He be- 
came chief engineer in 1951. 

* 

Harry Gerson, general manager of 
Atlanta Fluorescent Co., has _ an- 
nounced that Hugh Saussy has joined 
the firm as lighting sales engineer 
and consultant. 

Mr. Saussy entered the lighting 


ELECTRICAL SOUTH for JULY, 1953 











RADIAL LOAD CENTERS, TRANSFORMERS, NE SO ey: AND BUS DUCT SYSTEMS contribut 1eavils ward lowered produce- 
tion costs for your industrial clients a fact that grows in its importance t them each da} ZT Ip yo n efficient 
power d stribution syste ms for them, Feel free ro eall on the SCT VIC( ola Gray! aT Re 


How modern power distribution am cut costs 


1 


Here are figures your customers wil | hard to ignore in their drive 
toward lower production costs: 


up to 34% more capacity from existing systems 
up to 18.5% less shutdown time 

up to 50% savings on power costs 

up to 150% annual return on your investment 


Powerful statements, to be sure, but still facts that can be backed up 
with actual case-history proof by your local Graybar Representative. 

If your customers face the problem of designing a new power distri 
bution system or of forestalli: ¥ major } Viring through increased 
efficiency of an existing system 1e@! v is the time to call Graybar. 

You l:now that it’s just as costly Opla or, 1 stall and service inferior, 

misfit equipment as it is to do the same with quality items custom-fitted 


to specifi c needs. Let Graybar Power Spe ialists hel you prove it to them. 


As distributor of over 100,000 differ trical items made by 200 
ELECTRICAL CAPACITY DOUBLED wi ithout new trans- leading manufacturers, you can always b re of carefully-considered, 
formers or wiring when : ‘apacitor was impartial recommen-lations. It’ >» commo nse result of ordering 
installed here —savings in power cost aid fon power needs — as well ; quipment for lighting, wiring, ventilating, 
installation in 3 years. G-E capacitors and ot and communicatio1 vi 1 jl 0 ( ! nal responsibility. 
popular G-E power distribution equipment is dis Graybar El ri ™ ic. Ea ( } : raybar Building, 420 
tributed nationally by Graybar. Lexington . 


Call Graybar fist ror... 


1-77 


100 PRINCIPAL CITIES 





When conditions demand changes in 
buildings or machine layout, mainte- 
nance crews won’t take the time to keep 
portable cords in the clear. Portable 
cords must be able to take all kinds of 
abuse and still operate dependably day 
in and day out. Portable maintenance 
equipment — drills, lamps, welders, etc. 


depend on their continued operation. 


To get your production lines in opera- 
tion and keep them that way, give your 
skilled mechanics and maintenance 
crews a reliable portable cord. That 
means TIREX. These cords have a 
tough, selenium-neoprene armor that is 
cured in lead. This tough jacket gives 
balanced resistance to oil, grease, acids, 


flame, abrasion, snagging and tear. 


To keep your maintenance tools in the 
very best condition, be sure that they 
are equipped with Simplex-TIREX 
Portable Cords. You can get them from 
your electrical distributor. Specify and 
be sure you get Simplex-TIREX Cords. 


They are marked for your protection. 


WIRES & CABLES 





CORDS AND CABLES | ore made only by the 








SIMPLEX WIRE & CABLE C0., 79 Sidney Street, Cambridge 39, Massachusetts 
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field as lighting engineer with the 
Georgia Power Co., and has directed 
sales activities for Sylvania Electric 
Products, Inc., as Southeastern Divi- 
sion manager. More recently he was 
associated with the Walter F. Nelson 
Sales Agency as manufacturer’s agent 
on important lines of lighting fixtures. 

Mr. Saussy will be available for 
consultation on design and applica- 
tion of lighting fixtures with archi- 
tects, electrical contractors, engineers, 
and others. 


At the company’s annual directors’ 
meeting held recently, John C. Ellis 
Was appointed vice-president of the 
Arrow - Hart and Hegeman Electric 
Co., of Hartford, Conn. 

Mr. Ellis had held several positions 


John C. Ellis 


with Arrow-Hart since 1945, and at 
the time of the appointment to his 
new position, he was serving as sec- 
ond vice-president in charge of indus- 
trial control sales. 


Several personnel changes and pro- 
motions have recently been announced 
by the Potomac Edison Company, of 
Hagerstown, Md. 

At a recent meeting of the com- 
pany’s board of directors, D. E. Stultz 
was named the new executive vice- 
president. Prior to his promotion, Mr. 
Stultz had been serving as vice-pres- 
ident in charge of commercial opera- 
tions. He began his career in 1919 
with Hagerstown and Frederick Rail- 
way, and held various positions with 
that company until 1932 when he be- 
came commercial manager of Potomac 
Edison. He was elected to the com- 
mercial operations’ vice-presidency in 
1937. 

S. Bradford, who has been serv- 
ing as promotional manager, has been 
named to the post of general commer- 
cial manager of the PE System 

. D. Lyon will succeed Mr. Brad- 
ford as promotional manager. Mr. 
Lyon has been advertising and pub- 
licity manager of the company for the 
past several years. 

The newly-created post of planning 
engineer for the Operating Depart- 
ment has been assigned to Charles 
Morrison, former relay engineer of 
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SAVES BOTH CIRCUIT AND CUSTOMER 
(FOR 120/208 VOLT AC OR 125/250 VOLT DC NETWORKS) 


POSITIVE PROTECTION AGAINST SUPERCURRENTS 


Low voltage AC and DC networks give large utilities and their customers greater 
continuity of service and easy expansion of their systems. The only drawback to 
this type of network is the constant threat of danger from heavy short-circuit or 
fault currents. Shawmut’s new FORM 208 Amp- trap eliminates this danger from 
these circuits. On actual test, its amazingly fast “‘chop-off"’ stops a short-circuit 
even before it reaches the peak of its first “4 cycle even if the available peak current 
could reach 560,000 Amps! It anticipates and prevents the destructive build-up 
of heavy fault currents so dangerous to office buildings, stores, hospitals, theatres, 
schools, etc. FORM 208 saves both circuit and customers. 


USES & SPECIFICATIONS 

Amp-trap FORM 208 is made for Entrance Switch Service, Underground Net- 
work Conductors, Distribution & Panelboards and other applications. It is built 
in Ampere ratings of 1000, 1200, 1600, 2000, 2500, 3000, 4000 and 5000 for En- 
trance Switch Service and for cable sizes from 4/0 to 1000 MCM. It runs “‘cool’”’ 
and carries 100% of its rating with temperature rises less than those recommended 
in the Underwriters’ Laboratories Standards for Fuses. The watt (power) loss is 
probably lower than for any other over-current protective device. Hence it may safely 
be installed in vaults and steel enclosures and subjected to long continued loads. 


LOW IN COST — EASY TO INSTALL 
FORM 208 Amp-traps clear fault currents long before 
they can burn or wreck bus bars and switch gear. Yet they 
are small in size, low in cost and easy to apply. They have 
a variety of mountings for flat, bus or tubular connectors. 
Adapters can be supplied for switch cubicles now e quipped 
with copper or aluminum alloy links. FORM 208 is the 
“little brother” of the famous FORM 600 Amp-trap which 
has long been used so successfully on 600 volt circuits. 
Write today and find out about FORM 208 at once. 


Copyright 1953 The Chase-Shawmut Co. 
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8 AMP-TRAP — 


THE CHASE- SHAWMUT co. 


382 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 
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“XDUCT JR.” ELECTRICAL METALLIC TUBING 


FISHING IS EASY WITH 
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“KDUCT” CONDUITS! 


“XDUCT” RIGID STEEL THREADED CONDUIT 
Here’s what these new conduits mean to you! 


EASY FISHING—‘ \Duct’s”’ new aluminum protective coating that adheres positively to the basic 
enamel inside coating (patent applied for) was devel- steel possesses superior corrosion resisting qualities. 
oped through intensive research in connection with 
important government projects. It provides lubrication THREAD PROTECTION. Sharp. clean threads of 
as friction builds up between conduit wall and wires. YX Duct 
The result: Actual fishing tests conducted with five 
other leading brands of conduit prove “XDuet” is 
66° ¢ easier to fish on constant pull more than twice 


rigid steel conduit are hae hined before 
galvanizing to assure complete protection from end to 
end. The result: every hill and valley of threads are 


completely galvanizes 
as easy to start as the second best conduit. 


SUPERIOR CORROSION RESISTANCE SUPERIOR BENDING ~ High -du 
National Electrie’s revolutionary new patented elec- ° y bending. 
trogalvanizing process electrolytically deposits pure 
zinc uniformly over the entire outside surface of DESIRABLE COLOR “\ Duct 


*X Duct” conduit, in¢ luding the threads. The result: a highly acceptable tor installatior 





PITTSBURGH, PA. 


3 Plants * 7 Warehouses « 34 Sales Offices 


LISTED BY UNDERWRITERS’ LABORATORIES, INC. * STOCKED BY LEADING ELECTRICAL WHOLESALERS EVERYWHERE 
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It’s “CO HOWDY to specify aluminum conductor 


costs. Aluminum’s lightness reduces strain on house, pole and 
fittings — minimizes costly maintenance and repair. Your total 
savings with aluminum conductor can be as much as 35%! 


It’s economy when you specify aluminum conductor be- 
cause: Aluminum costs less than copper. Aluminum is light 
in weight; it strings easier and faster —helps cut installation 








It’s Big EKeonomy to specify Kaiser Aluminum conductor 


Irs BIG ECONOMY when you specify 
Kaiser Aluminum conductor because 
unsurpassed engineering services help 
you do a better job at lower cost. 


Field Service —Experienced Kaiser 
Aluminum linemen work hand in hand 
with your crews on stringing jobs; dem- 
onstrate ways to speed installations and 
cut costs; make continual inspections. 


Engineering Service—Kaiser Alumi- 
num engineers and specialists help 
keep your crews up to date on latest 
construction techniques; help solve spe- 
cific installation problems; furnish sag- 
and-tension charts on request. 


Accessory Service — Kaiser Aluminum 
laboratories will, when necessary, eval- 














uate accessory problems on your par- 
ticular jobs, recommend accessories and 
installation procedures designed to give 
you maximum service and economy. 
They also offer assistance on any phase 
of your operations requiring funda- 
mental research. 


You get this complete service at no 
extra cost when you specify Kaiser Alu- 
minum conductor. Act now! Contact 
any Kaiser Aluminum office in princi- 
pal cities, or one of our many distribu- 
tors. Request these free pamphlets: 
1) Tips on making good connections 
with aluminum conductors, 2) applica- 
tions of Kaiser Aluminum Triplex 
Cable. Kaiser Aluminum & Chemical 
Sales, Inc., Oak!and 12, California. 


setting the pace—in growth, quality and service 


savings: 


Company “A” 
Company “B”’ 
Company “C”’ 
Company “’D’’ 
Company “E” 
Company “‘F’” 
Company “G” 
Company “H” 
Company “I” 
Company “J” 





OPEN 
WIRE 


$8.00 
8.00 
7.80 
9.00 
8.00 
8.00 
8.00 
8.00 
8.00 
8.00 


TRIPLEX 
CABLE 


$4.00 
4.00 
4.80 
4.50 
6.00 
6.00 
6.00 
4.00 
4.00 
6.00 


Report on Savings with Kaiser Aluminum! 
After switching to Kaiser Aluminum Triplex 
Cable from three open wire type service, 10 
utilities reported the following typical labor 


SAVING 


$4.00 
4.00 
3.00 
4.50 
2.00 
2.00 
2.00 | 
4.00 
4.00 | 
2.00 | 


Average labor saving per service drop $3.15 | 





NEOPRENE AND POLETHYLENE COVERED CONDUCTOR, SOLID AND STRANDED 
SELF-SUPPORTING TRIPLEX CABLE e ACSR e@ ALL ALUMINUM CONDUCTOR 
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the Operating Department. Mr. Mor- 

rison has spent his entire business 

career with the Potomac Edison Co. 
e 

Carl H. Bissell, vice-president in 
charge of engineering, of Crouse- 
Hinds Co., Syracuse, N. Y., has been 
presented a 50-year certificate by the 
National Electrical Manufacturers As- 
sociation in recognition of his ser- 
vice to the association. 

As a member, Mr. Bissell has rep- 
resented Crouse-Hinds in a number 
of NEMA sections and since 1934 has 
served on its Codes and Standards 
Committee. 

Mr. Bissell joined Crouse-Hinds in 
1901, and was appointed chief engi- 
neer five years later. In 1950, he 
assumed his present position with 
jurisdiction over the design of all 
company products including condulets, 
traffic signals, explosion-proof elec- 
trical and airport lighting equipment. 

€ 

Following a meeting of the board 
of directors of the Virginia Electric 
and Power Co., in Richmond, Presi- 
dent Jack G. Holtzclaw announced the 
election of two new vice-presidents. 

Tom D. Fulford, formerly general 
sales manager, has been named vice- 
president in charge of sales for the 
system, and Walter I. Dolbeare, for- 
merly director of industrial develop- 
ment, was elected vice-president in 
charge of area development. 

Mr. Fulford joined the Vepco or- 
ganization in 1926 as division sales 
manager in Norfolk. From 1933 to 
1937 he was general sales manager 
for Puget Sound Power and Light Co., 
in Seattle, but returned to Vepco at 
that time, and since has been in 
charge of sales for the system. 

Mr. Dolbeare has served in various 
capacities with the company since 
1927 when he joined the company as 
an illuminating engineer. 


¢ 

According to a recent announce- 
ment, H. L. Spear will represent the 
Illuminating Division of the Miller 
Co., of Meriden, Conn., in the Okla- 
homa City, Tulsa, and Dallas terri- 
tory. Mr. Spear will make his head- 
quarters in Oklahoma City. 


H. L. Spear 
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REMODELING 


IS BIG BUSINESS! 


Recent surveys show that 20% of 
present homeowners plan to re- 
model and bring heating systems up 
to date. 


Cavalier heaters are easily installed in 
existing construction. Require no ducts 
or vents. Accurate! Clean! Automatic! 
A style and size for every need! 


There is a big market for you in replac- 
ing obsolete heating systems with 
modern, CLEAN, automatic Cavalier 
electric heaters. 


ING A BIG 
ou ARE OVERLOOK 
AND PROFITABLE BUSINESS 


IF YOU von'r SELL 
valier® 


AUTOMATIC ELECTRIC 


HEAVY DUTY HEATERS 
U. L. APPROVED 


QUALITY PRODUCTS SINCE 1865 


CAVALIER CORPORATION 
ELECTRIC HEATER DIVISION 
CHATTANOOGA 2, TENNESSEE 


Manufacturers Cavalier Cedar Chests and 
Cavalier Bedroom Furniture * Coolers for 
Coca-Cola (automatic vending and other types) 


WRITE 
FOR 
CATALOG 
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Wall Insert 
1, 142, 2, 3, and 4 KW 
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ade detieieli 
J. te tole 
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Surface Mounted 
1, 1/2, 2,3, and 4 KW a& 


Portable 
2,3, and 4 KW @& 


Ficor Furnace 
4. 5 KW and & KW 


Also available: Bathroom Heater 
(non-automatic) 1250-W., 115/120-V 


Clean feat um Clean Healera / 





Walter J. Seeley, chairman of the 
Electrical Engineering Department at 
Duke University since 1935, and a for- 
mer vice-president for the Southern 
District, American Institute of Elec- 
trical Engineers, had been named dean 
of the Duke School of Engineering, 
succeeding William H. Hall, resigned. 

For several years, Mr. Seeley has 
served numerous government and in- 
dustrial organizations as consultant in 
the field of equipment design, street 
lighting, electrical power problems, 
telephone installations, and _ radio. 
During both World Wars, he served 
in the U. S. Navy. 

At the present time, Mr. Seeley 
holds several offices in professional 
organizations in North Carolina. 


Bulldog Electric Products Co., De- 
troit, has appointed Parker H. Stough 
to the position of sales and product 
counselor, Alva A. Togesen, vice- 
president in charge of sales, has an- 
nounced. Mr. Stough will supervise 
the creation of programs designed to 
increase sales effectiveness and prod- 
uct knowledge and will act as liaison 
between field engineers and the sales 
vice-president, Mr. Togesen said. 

Mr. Stough was affiliated with radio 
broadcasting over a 14-year period, 
and supervised a 13-station network 
for the U. S. Military Government in 


South Korea during World War II. 
Following his release from the Army 
in 1946, Mr. Stough entered the sales 
field and held various positions until 

John C. Spencer, a member of Alu- 
minum Company of America’s sales 
department since 1949, has joined the 
company’s general advertising staff in 
Pittsburgh. 

Appointment of Mr. Spencer, who 
had specialized in aluminum archi- 
tectural product sales at ALCOA’s 
Atlanta, Ga., office, was announced 
by Frederick C. Stakel, advertising 
manager. He was assigned to the At- 
lanta office in 1950, and remained 
there until his transfer to Pittsburgh. 

® 


General Cable Corp., has appointed 
William B. Bisker as advertising and 
sales promotion manager. 

Previously, Mr. Bisker has served 
as sales promotion manager for Lever 
Brothers, and in the Plastics Division 
Advertising and Sales Promotion unit 
of the DuPont Co. 


H. E. Hanna has been appointed 
operating manager of the Little Rock, 
Ark., branch of the Graybar Electric 
Co., C. S. Powell, Mississippi Valley 
district manager, has announced. 

Mr. Hanna joined the Graybar or- 
ganization in 1948, and soon was pro- 
moted to office salesman in 1949, 
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G2o-Gan 
ALONE has this 











Makes it as easy to regulate the rate of ventila- 
tion as it is to control the speed of your car. 
(Standard equipment on Blo-Fan Model 210— 


not sold separately. ) 


*America’s most Imitated Electric Exhaust Ventilator 


reyme 


| 


vi 
4 


rhymes with FINE...end means it! 


BOX S-73, POMONA, CALIFORNIA 
Eastern Factory: Keyser, West Virginia 





J. A. Lloyd, factory sales agent, 
has been appointed representative for 
the Ken-Rad Lamp Division of West- 
inghouse Electric Corp. He will rep- 
resent the company in the states of 
Georgia and South Carolina 


Thomas S. Savoury has been placed 
in charge of commodity sales for 
Uskon electrical radiant heating 
panels, it was announced today by 
Harry M. Frecker, manager of com- 


modity sales, mechanical goods divi- 


sion, United States Rubber Company. 

Mr. Savoury, who will continue as 
manager of mats and other flooring 
specialties sales, started with the 
rubber company in 1916. His office is 
at 1 Market Street, Passaic, N. J. 

Robert C. Cassidy, also of the me- 
chanical goods division, has been 
named Uskon merchandise manager. 

* 

R. S. Griffith, manager of electric 
utility sales, Southeastern District, 
General Electric Company, died on 
May 27 during a visit to Keystone 
Heights, Fla. 

Mr. Griffith had been associated with 
G.E. for more than 34 years. A gradu- 
ate of Georgia Tech, he joined the com- 
pany in 1919, and the following year 
he moved to the Birmingham office. 

In 1924 he was assigned to the Cen- 
tral Station Department, and went to 
Atlanta as manager of the depart- 
ment in 1932. 

Mr. Griffith was active in civic af- 
fairs in Atlanta, and was widely 
known throughout the Southeast. 


ELECTRICAL BOOKS 


Audie Amplifier and 
Auto Radio Manuals 


Audio Amplifier Data Manual, 
Vol. 4; Auto Radio Manual, Vol. 2; 
and Auto Radio Manual, Vol. 3; 
published by Howard W. Sams and 
Co., Inc., 2201 East 46th St., In- 
dianapolis 5, Ind. Prices, $3.95, 
$3.00, $3.00, respectively. 

Available from the Sams com- 
pany immediately are these three 
manuals, published in the com- 
pany’s Photofact style and designed 
for persons interested in auto radio 
and audio amplifier service. 

The Audio Amplifier Manual is 
a continuation of the first three vol- 
umes on this subject published by 
the company. It contains detailed 
servicing data, parts lists, and spe- 
cific information in the simplest 
language, and covers amplifiers and 
associated equipment produced dur- 
ing 1951 and 1952. 
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those who use 
neral switches 


know why... 
they are without equal! 





WRITE FOR CATALOG #5201 





ra] = r ee i ENCLOSED SAFETY SWITCHES 
Switch Corp. SERVICE ENTRANCE EQUIPMENT 
49 Roebling Street Brooklyn 11, N. Y. BRANCH CIRCUIT PANELS 
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The radio manuals enable service 
shops specializing in automobile 
radio service to have at their finger- 
tips all of the data on late model 
equipment. The approximate cover- 
age is of receivers used in 1948, 
1949, and early 1950 automobiles. 


Vacuum-Tube 
Oscillators 


By William A. Edson. Published 
by John Wiley and Sons, Inc., 440 
Fourth Ave., New York 16, N. Y. 
476 pages, price $7.50. 

The author of this book, now 
associated with the Electronics 
Research Laboratory, Stanford 
University, has attempted to pre- 
sent a systematic, thorough treat- 
ment of major factors affecting the 
behavior of vacuum-tube oscillators. 
Two facts are stressed throughout: 
(1) the behavior of oscillators is 
predictable; and (2) circuits can 
and should be designed to meet 
specific needs, to replace the cut- 
and-try methods. 

Mr. Edson has taken all available 
material on the subject and care- 


fully selected accurate and perti- 
nent information which he has 
organized to present the clearest 
possible picture of oscillator opera: 
tion. Mathematics is brought into 
play as a supplement to, rather than 
a substitute for, the careful inter- 
pretation of the phenomena in- 
volved. 

The book has been so organized 
that each chapter is a self-sufficient 
unit, which makes it especially val 
uable to the reader who wishes w 
use it as a handbook. 


New Standard Street 
Lighting Practice 

Prepared by Illuminating En- 
gineering Society. Available from 
Publications Office, Illuminating 
Engineering Society, 1860 Broad- 
way, New York 23, N. Y. 32 pages, 
50 cents. 

The new American Standard 
Practice for Street and Highway 
Lighting, prepared under the au- 
thority of the Illuminating Engi- 
neering Society, is now available 
in 32-page booklet form after final 





WATERTIGHT 
CONNECTORS 


give you real protection 
where you need it 


An engineered product — 


NoTe O:FFeRence 
Beroee 4 AFTER 
COMPRESSING. 


the M&W Standard Water- 
tight Service Entrance Cable 
Connector. All sizes avail- 


able for %4”, 1” ofr 1%” 
Hubs or Sockets. 


Featuring Long- Life 
Neoprene bushing 


Fig. 1 Fig. 2 


@ Longer-lasting watertight cable service is 


assured with M&W, the easy-to-use connectors with the tapered bushing. 
They hug the cable, form a positive watertight joint that gives depend- 
able, trouble-free service. Note the rugged castings, clean-cut threads, 
simple two-screw compression flange. A real time-saver, used by leading 
contractors. Write for Catalog No. 53 today. 


Non-Watertight Connectors —.Ground Clamps — Service En)rance 
Kits — Service Entrance Caps, Straps and Sill Plates — BX and 


Romex Connectors. 


lbs 


EAST 


The M. & W. ELECTRIC MFG. CO., Inc. 


PALESTINE, 


oe mime) 


approval by the American Stand- 
ards Association. In every way 
the latest information available on 
this very serious and frequently 
tragic lighting problem, this new 
lighting practice will do much to 
bring traffic and lighting engineers 
abreast of the conditions of in- 
creased speeds and traffic density 
prevalent on today’s highways. 
This latest publication has 
evolved from 27 years of study and 
seven previous reports, the last in 
1947. It is liberally illustrated with 
tables, charts and drawings, and 
presents the underlying principles 
involved in the layout and design 
of good street and highway light- 
ing. It is a valuable reference ma- 
terial for anyone interested in 
street and highway lighting. 


Transformer 
Reference Book 

Transformer Reference Book, 
Published by Allis-Chalmers Manu- 
facturing Co., Industrial Press, 
General Machinery Division, Mil- 
waukee 1, Wis. 170 pages, price 
$1.00. 

This transformer reference book 
contains 33 authoritative articles 
for engineers, discussing such top- 
ics as “Combined Voltage and 
Base Angle Control Under Load,” 
“Changing Taps Under Load,” 
“How to Parallel Regulators to In- 
crease Feeder Capacity,” ‘Funda- 
mentals of Audio Noise Measure- 
ments As Applied to Transform- 
ers,” “It’s Simple to Overload 
Transformers Safely If You Know 
How,” and “Trends in Power 
Transformer Application.” 

The articles in this book, orig- 
inally published in Allis-Chalmers 
Electrical have _— been 
brought up-to-date with new pic- 
tures and new charts where nec- 


Review, 


essary. 


Television and 
Radio Repairing 

By John Markus. Published by 
McGraw-Hill Book Co., 327 W. 41st 
St., New York 36, N. Y. Price, 
$7.95. 

What makes Mr. Markus’ book 
clearly unique is its ability to ex- 
plain easy-to-under- 
stand terms. It is a basic, get- 
ting-started book presenting test, 


servicing in 
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repair and replacement instructions 
for the parts found in modern tele- 
vision and radio receivers. 

Beginning with a chapter entitled 
“Getting Started in Servicing,” the 
author progresses through a dis- 
cussion of necessary tools, basic re- 
pair methods, testing, and repair 
of the most disorders 
found in television and radio sets. 

Thinking always of the hardest- 
to-write-for type of reader, this 
book gives instructions and expla- 
nations in short, easy and 
no mathematics is used. The chap- 
ters are fully illustrated. 

‘Mr. Markus is editor 
of ELECTRONICS magazine, and has 


common 


doses, 


associate 


co-authored several successful elec- 
tronics books. 


NEW PRODUCT NEWS 


Safety switch 


A 200-AMPERE front-operated safety 
switch with visible blades is now being 
produced by Federal Electric Prod- 
ucts Co., of Newark, N. J., according 
to T. M. Cole, president of the com- 
pany. 

Major 


features of the new indus 


trial switch are its front operation— 
permitting space-saving installation 
by recessing or close-ganging bat- 
teries of switches—and an oversize 
handle that shows up distinctly from 
a distance, indicating positively 
whether the switch is “on” or “off.” 
The new 200-ampere switch rounds 
out Federal Electric’s Noark line of 
front-operated safety switches. Now 
available are 30, 60, 100, and 200 
ampere Noark switches, for use in 
250 and 600 volt lines. Other sizes 
up to 1200 amperes are available with 
conventional side operation. 
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A CINCH TC 
INSTALL 


—and sure 
to perform as 
specified 


© Above, the 
new Belt-Air Wall 
Panel Fan 


attractive 


* Right, the new, highly 
versatile “Buffalo” Type “NV” 
Heavy-Duty Design 
80 Propeller Fan 





NEW "Buffalo" 


BELT-AIR and BREEZ-AIR FANS 


Major design changes in both wall 
panel Belt-Air Fans and Breez-Air 
Attic Fans provide: (1) higher 
capacities at lower, quieter speeds 
and lower power consumption; 
(2) fan operation at any angle from 
horizontal to vertical, shaft-up, be- 
cause of a new sleeve bearing design 
on fan shaft, in 24”, 30” and 36” 


sizes; (3) quieter operation than 
ball bearing designs. Write for de- 
tails on these rugged, easily in- 
stalled package fans. Like all 
“Buffalo” Fans, their installed per- 
formance is as good or better than 
“on paper’—and that means more 
satisfied customers for you. 


NEW “Buffalo” Heavy-Duty "NV" PROPELLER FANS 
Talk about flexibility—you can operate these husky 4-bladed fans on either 
free air delivery or against pressures up to 1” with very stable performance 
and high efficiency. Pick either Direct or V-belt Drive, in sizes from 24” 


to 54’, or 4,000 cfm to 90,000 cfm 


-a range of easily installed fans to 


handle any job you'll run into—to perfection. Write TODAY for Bulletins! 


First For 
Fans 


BUFFALO FORGE COMPANY 


210 MORTIMER ST. 
PUBLISHERS OF 


“FAN ENGINEERING 


BUFFALO, NEW YORK 


HANDBOOK 


Canadian Blower & Forge Co., Ltd., Kitchener, Ont 
Sales Representatives in all Principal Cities 


PANEL BREEZO FANS 
BREEZ-AIR ATTIC FANS 


BELTED VENT SETS 
“L” BREEZO FANS 


BELT-AIR FANS 
“NV” BREEZO FANS 





A key feature of Federal Electric’s 
Noark switch is the design of the 
fuse-holder, with pressure spring 
located under the fuse where unaf- 
fected by fuse heat. High-pressure 
lever action gives minimum contact 
resistance, assuring long life and 
trouble-free operation. 


G 
Wiring computer 


THE MOST COMPLETE pocket size 
wiring data and weight computer yet 
available to solve building wire, power 
cable, flexible cord, fixture and motor 
wiring problems has been designed by 
the Hatfield Wire & Cable Division of 
Continental Copper & Steel Indus- 
tries, Inc., Hillside, New Jersey, man- 
ufacturers of insulated wire and cable 
for all electrical purposes. 

_ This computer is the first pocket 
size model that has been able to supply 
all of the following information: cur- 
rent-carrying capacities for building 
wire and power cable systems; cir- 
cular-mil areas for all wire sizes 
ranging from No. 14 through 1,000,- 
000cm ; voltage-drop data; conduit 
sizes required for two, three, four, or 
six wire systems; sizes of wire re- 
quired for motor wiring usages; the 
new type-letter designations, group- 
ings and classifications of recently 
revised Underwriters’ Laboratories’ 
flexible cord and fixture wire; and 


temperature rating, current-carrying 
capacities and maximum-voltage 
ratings of flexible cords and fixture 
wire. It is also possible to obtain 
weights of bare, single-conductor wires 
in pounds per thousand feet for either 
solid, stranded or circular-mil gauges. 
The computer will be distributed to 
Hatfield’s customers in the electrical 
trade. It may also be obtained by 
writing on company letterhead to J. Q. 
Bourne, Department 8, Hatfield Wire 
& Cable, Hillside, New Jersey. 
& 
Paragon bulletin 


A NEW BULLETIN prepared by the 
Paragon Electric Company, Two 
Rivers, Wis., introduces three new 
series of timers and clarifies the en- 
gineering information on another 
timer series. 

The bulletin introduces the CR3MB- 
KT2 timers, and the JW series, and 
clarifies engineering information on 
the CR series timers which have been 
cataloged and supplied by Paragon for 
some time. 

The CR3MB-KT2 is a dual-range 
cycle repeater unit which actually 
consists of two electrically interlocked 
timers. One timer regulates the fre- 
quency of operations of the second 
timer. The second timer regulates the 
duration of circuit “ON” time. 

The timer regulating the frequency 
is provided with a removable, pin-type 








TOPS 
IN 
ITS 


146 Coit St. 


516 ELM N.W. 





If its dependability you're looking for, look no further than 
AMERICAN BONDED Armored Cable, manufactured by 
AMERICAN METAL MOULDING CO., the foremost producers of 
armored cable that is noted for consistently good performance 
no matier how rugged the job. You know you're right when you 
use and depend on AMERICAN BONDED Armored Cable. 


AMERICAN METAL MOULDING CO. 


Southeastern Sales Representative 


Cc. C. MYRICK, JR. 


INSIST ON 


American 


Bonded 


ARMORED 
CABLE 


Irvington 11, New Jersey 


ATLANTA, GA. 











dial which assures maximum accuracy 
in setting, while the dial of the dura- 
tion timer is of the fan type for maxi- 
mum adjustability. 

These timers, according to the 
maker, are used in boiler water-feed 
and chemical-feed pumping, sampling 
procedures, sewage-disposal scarifiers, 
central lubricating systems, and simi- 
lar applications where a short, ac- 
curate, variable-duration “ON” time 
is required at relatively infrequent in- 
tervals. 

The JW series timers are small, in- 
expensive, percentage type, cycle re- 
peaters designed for permanent 
mounting. They provide a range of 
adjustability from zero to 90 per cent 
of the dial, which means that a circuit 
may be switched “ON” for any selected 
number of minutes out of each cycle. 
They also have a 100 per cent “OFF” 
and 100 per cent “ON” position. 

According to Paragon, the JW series 
timers are used in “hold-fire” furnace 
applications, for control of ventilating 
fans, battery charging, and many 
other applications where a percentage 
timer with wide range of adjustability 
is required. 


Pressure switch 


THe SQuARE D Company, 4041 
North Richards St., Milwaukee 12, 
Wis., has introduced a new pressure 
switch in an explosion-resisting en- 
closure for water pumps and air com- 
pressors. The switch is applicable to 
conditions where explosive atmos- 
pheres are present or highly combus- 
tible fuels must be handled. Infor- 
mation on the switch is available in 
the company’s Class 9013 Type GSR 
and GHR bulletins which will be 
mailed upon request. 

Two distinct types of this control 


are available to meet varying require- 
ments. The water pump switch has 
a 20 to 80 PSI pressure range. The 
air compressor switch has a 40 to 
200 PSI pressure range. The air com- 
pressor switch is available with a 
two-way release valve. The control is 
easily adjustable over its entire pres- 
sure range. 

The explosion-resisting enclosure, 
which is streamlined to meet the cur- 
rent design trend, consists of a two- 
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TRADE MARK 


HOT-DIP GALVANIZED 
GROUND RODS 








The finishing touch 
to a first-class job 


THE MARK of a good electrical job well 
done is a DixtsteeL Galvanized Ground Rod. 

Sharp-pointed for easy driving . . . hot- 
dip galvanized for positive protection 
against rust. %%” x 8’ and other popular 
sizes carried in stock. 


Write or telephone for prices. LECTROMODE 
FABRICATING DIVISION Ei 


Atlantic Steel Company dl -Ei®iic HEATERS 


ATLANTA, GEORGIA + EMERSON 3441 


MODEL WA 
Wall-type Down-flo Heater 














For HOME - OFFICE - FACTORY - FARM 


Capacities 1320 to 45,000 watts, in Wall, 
Portable and Suspension types. 


P QUICK, EASY TO INSTALL 
MINIMUM of MAINTENANCE 
SATISFIED USERS MODEL PA 


Automat 
Portable Heater 


MODERN DESIGNS 3 — 
100% EFFICIENT 
COMPLETELY SAFE . 4 


MODEL WIA 


Sealed-in cast-aluminum heating element elim- Wall-type 
inates any danger of fire, shock or burn. Power Bathroom Heater 
- oo . . t-off safet itch prevents o heating 
Write for Prevents sticking or setting. Specially helpful on Cut-On safety switch prevents overheating 
— saddles and turns 
booklet “ 


® Does not run back on cables. AUTOMATIC CONTROL 


Never harmful to hands or clothing. Built-in thermostat with adjustable range of 














© Creamy, non-corrosive lubricant. Never greasy or 


messy. 


55° to 85° provides automatic room temper 
Permanently non-hermful to cables or conduit. 





ature control and economy of operation 








Electromode Unit Heaters in Suspension and 

Combination Portable and Suspension types M 

solve hard-to-heat areas in the plant and iso- e ODEL 14-10 
Suspension-type 


lated locations. Require no plumbing Unit Heater 








ELECTROMODE CORPORATION 
Improved Y-ER EAS tested and approved by the 45 CROUCH STREET, ROCHESTER 3, N. vs 


Underwriters’ Laboratories, inc SS SSS SSS SSS SSBB BRB RR eK eR ee ee ee ee eo, 











AT ALL LEADING ELECTRICAL SUPPLY HOUSES Dept. ES-73. Please send free literature on 


Electromode Heaters —) Domestic Industrial 


OP nee. mtn Ha 


ECTRO COMP 


 -bindistwtesanns eden 








ELECTRICAL SOUTH for JULY, 1953 59 





piece casting with highly machined 
surfaces between cover and case. It 
has been designed to meet Class I, 
Group D specifications. 

The stationary contact block and 
the movable contact yoke bar are 
made of non-carbon tracking Rostone. 
The structure is two pole, double 
break, silver-to-silver, visible and ver- 
tical contact. The operating mech- 
anism is of the positive snap-action 
type, insuring positive contact regard- 
less of range or differential spring ad- 
justment. Internal parts are treated 
to resist corrosion. The standard di- 
aphragms are of impregnated fabric. 
Special oil-resisting diaphragms are 
available for applications requiring 
this feature. 1 

‘@ 
Thy-mo-trol drives 


A SIMPLIFIED addition to its line 
of Thy-mo-trol packaged eleetronic 
adjustable-speed drives has been an- 
nounced by the General Electric Com- 
pany’s Control Department, Schenec- 
tady, N. Y. 

Designed for use on many types of 
equipment, including testing machines, 
printing presses, conveyors, variable- 
volume cr proportioning pumps, and 
machine tools, the new unit is avail- 
able for %- to 3-hp drives. It offers 
stepless speed-control, pre-set speed 


control, and close speed regulation, 
according to Company engineers, and 
includes the smallest G-E Thy-mo- 
trol drive panel, measuring 15 x 18 
x 12% inches. 

The new electronic drive is offered 
in standard speed ranges of 5:1 and 
20:1, and comes in both reversing and 
non-reversing forms. Though less ex- 


pensive than larger G-E systems, it 
retains many of their features, in- 
cluding dynamic braking and stand- 
ard overload and undervoltage pro- 
tection. 

Selection of a wide range of speeds 
is accomplished by turning a single 
knob. The motor will accelerate to and 





atrobhe provucts 
FLOOR BOXES « 


WIRING SPECIALTIES 


Clean and compactly designed to cut installation 
time to the bone and give smooth, trouble-free 
service “Latrobe” Products give a full measure 
of value. 


Pipe or Conduit 


Hanger 


Convenient and depend- 


Adjustable Watertight 
Floor Boxes 


All “Latrobe"' Adjustable Water- 
tight Floor Boxes are now equipped 
with a positive electrical ee 
wire between the exposed filus 
parts which make them completely 
fire-proof. 


FULWILER & CHAPMAN, INC. 

702 Whitehall St., $.W. Atlanta, Ga 
213 S. Front St., New Orleans 12, La. 
445 English St., Greensboro, N. C. 


FULLMAN 


able for hanging pipe 
or conduit '/,"", %4"", and 
I" to steel beams up to 
¥%"' thick. Permits pipe 
to run at any angle to 
the beam. 


Represented in the South by 


LEIGH A. DOXSEE CO. 
4030 Chouteau Ave., St. L 
FRED H. SIMMER CO. 
1406 S. Akard St 


Dallas |, Texas 


MANUFACTURING CO. 


LATROBE . . . PENNSYLVANIA 





hold any pre-set speed within plus or 
minus three per cent regardless of 
ordinary load changes. 

The simplified system consists of an 
anode transformer, electronic control 
panel, control station, and d-c shunt- 
wound motor. 

It operates on 220/440 volts, single- 
phase 50/60 cycles. Dual rating of 
the anode transformer makes it pos- 
sible to use either voltage by merely 
changing primary connections. Spe- 
cial drives can be supplied to operate 
from other standard power supplies, 
according to Company engineers. 


e 
Dry-type transformer 


THE NEW ENCASED dry-type trans 
former of the Universal Manufactur- 
ing Corp., 29 E. Sixth St., Paterson, 
N. J., is double wound, high tempera- 
ture resistive, contains Class B insula- 
tion, glass insulated wire, and non-in 
flammable insulation material. The 
casements are fully enclosed, with 
knockouts provided for connections, 
and ventilating louvres. Universal 
transformer input is 240/480 volts, or 
600 volts; output is 120/240 volts, and 
they are supplied in 1, 2, 3, 5, 74%, and 
10 kva sizes. 

Housed in a unique shell-type con- 
struction, easy wiring is facilitated 
by the use of an insulated distribution 
panel. The transformers are designed 
for taking lighting, motor, and signal 
loads from power circuits; and for 
stepping up lower voltages for special 
applications. The company’s catalog 
No. 175R describes the new model and 
other Universal transformers. 


a 
Lighting portfolio 


THE F. W. WAKEFIELD Brass Co., 
Vermilion, Ohio, is now offering five 
eight-page booklets and one four-page 
folder covering Wakefield lighting for 
offices, schools, stores, and factory 
areas. All of the new material is com- 


WAKEFIELO GEQMETRICS 


wor ireay 
WO OPE EY 
TRETA-PLRA 
ORG 4-PERN 


OmiLwOry etetseae me 


eaves 
tamer PURER 


plete with engineering and installa- 
tion data, and is illustrated by photo- 
graphs. 

Four of the booklets deal with four 
types of 1953 equipment known as 
“Wakefield Geometrics,” all of the 
luminous ceiling family with rigid- 
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For many years Contractors from Coast to Coast have used 
Briegel All Steel Indenter Fittings. U. L. approved as 
concretetight and for general use, B-M Indenter Fittings 
are faster, easier to use and neater in appearance. 





Installation is simple and less expensive. Two quick 
squeezes sets them forever. Try B-M Indenter Fittings and 


get more profits from each job! 
Cross Section 


ae METHOD 
>< — GNICOLL 
(6M) CO. 


Distributed by GALVA,*® ILLINOIS 











Clayton Mark & Co., Evanston, Ill.; Nikoh Tube Co., 5000 South Whipple St., Chicago, Ill.; Clifton Conduit Co., Jersey City, N. J.; The Steelduct Co, 
Youngstown, Ohio; Columbia Cable & Electric Corp., 255 Chestnut St., Brooklyn, N. Y.; Pittsburgh Standard Conduit Co., Pittsburgh, 
Penn.; Wagner Malleable Products Co., Decatur, Ill.; J. R. Richards Co., Carnegie, Penn.; Kondu Mfg. Co., Ltd., Preston, Ont. 
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arch swing-down Plexiglas diffusers 
which are modular in application. 
Each type serves a different need 
from full integration of illumination, 


DONGAN noise reduction, air diffusion, and 


sprinklers with movable metal parti- 
"PM" TYPE tions in new construction to an on- 
surface version for lighting exclu- 
CONTROL sively in modernizing. 

A fifth booklet deals with the °53 
TRANSFORMERS model direct-indirect louvered  sus- 
pended fixture. The folder covers an 
industrial unit to improve visual 
environment in plants by an upward 
component of light to dispel the gloom 


sed on magnetic starters, breakers, cabinets, oot ; 
of the ceiling area. 


etc., for outside mounting where lower than line 
voltage is desired. Equipped with nipple and lock- e 
nut for knockout mounting. Made in 50-60 cy.— Lighting fixture 
460/230 volts primary, 115 volts secondary. Capac- 


sys : ° “DEKORATIVE LIGHT” is the new 
ities up to 250 V. A. inclusive. 


lighting fixture designed by the Kil- 
Send for NEW CATALOG lark Electric Mfg. Co. 3940 Easton 
Ave., St. Louis. The fixture combines 
bal weatherproof lighting with sleek new 
DONGAN ELECTRIC MFG. COMPANY streamlined beauty—for scores of in- 
2998 Franklin Detroit 7, Mich. dustrial, public and residential appli- 
cations. 
Southern Representative: The new light is handsomely styled 
George R. Koeln in Killark’s non-rusting, non-corrod- 
144 Walker ‘St. S.W. ing Alumalloy. Once installed, the fix- 


Atlanta 3, Ga. 

















ture will last indefinitely. A weather- 
aR ROlth am .tep € 3. proof neoprene gasket seal excludes 
dirt and vapors. It’s easily relamped, 
too, without tools. 


JUNCTION BOXES METAL The new series includes three 


styles: bracket, ceiling, and pendant, 
WIRIN in clear or frosted glass, and will take 
G TROUGHS FABRICATING from 60 to 150-watt lamps. Available 
in plain alumalloy, or attractive steel 
TELEPHONE CABINETS SPECIALISTS oe Sam. 

The completeness of the series, com- 
bined with the new, streamlined 
WEATHER-PROOF CABINETS beauty, make “Dekorative Lights” the 
ideal choice for hospitals, schools, 

Fer Sa warehouses, public buildings, drive- 
WEATHER-PROOF SEAM f= : EX ways, garages, and scores of other 
WELDED JUNCTION BOXES Se = ee veer 
: : af ustrated literature may be hac 
& FLOOR BOXES ; : : by addressing a request to Killark. 
ae | SS * 
PEDESTALS & FLOOR BOXES ei Square wireways 


~ ee ee NEW EIGHT-INCH square wireways 
TRANSFORMER CABINETS STAM PI N Ct have been added to the extensive line 
ie . of UL approved wiring equipment 
== produced by Keystone Manufacturing 
SPECIALS TO CUSTOMERS G " = Co., 23328 Sherwood Ave., Center 
REQUIREMENTS —— Line, Mich. The new wireways will 
carry up to 15 500 cfm conductors, 
thus one ruh has the capacity of 


NEW ADDRESS—590 MEANS STREET N. W.—ATLANTA, GA. three runs of six-inch square wire- 
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ways or five runs of four-inch square 
wireways, as defined in the National 
Electric Code. 

The wireways are available in two 
types, Flanged Hinged Cover, and 
Flangeless Screwcover. Both types 
are manufactured in one, two, three, 
and four and five foot lengths. 

The hinged cover wireway has a 
flange at each end which permits fast 
installation, since various sections can 
be bolted together in any desired 
length. The hinged cover allows easy 
access to the wireway interior, both 
during installation and for inspection 
whenever necessary. Available auxil- 
iary fittings include 90 degree elbow 
and pull boxes, “T” fittings, closing 
plates, trough collars, and bracket 
and drop hangers. 

The Flangeless Screwcover wireway 
is designed for use with meter boards, 
service boards, loadside switches, etc. 
Auxiliary fillings include closing 
plates and “U” connectors. 


Chalkbeard luminaire 


A SLIMLINE fluorescent fixture de- 
signed especially for lighting class- 
room chalkboards has been placed on 
the market by Fluorescent Fixtures of 
California, of San Francisco, Los An- 
geles, and Portland, Oregon. 

An addition to the manufacturer’s 
line of All-Brite fixtures, the new de- 


vice is designed to provide illumina- 
tion at the top, center, and chalk-ledge 
levels of the board. 

The fixtures mount on_ special 
brackets flush with the top of the sur- 
face to be illuminated, and come in 
48, 72, and 96-in. lengths, all the same 
width to provide for end-to-end row 
possibilities. The interior is finished 
in baked white enamel, and the ex- 
terior is prime-coated to allow for 
matching of any color scheme. 

Additional applications for which 
the luminaire is suited include display 
and bulletin boards, paintings, posters, 
signs, and any vertical surface requir- 
ing even illumination. 


Reflector color lamps 


SIX NEW reflector color lamps for 
use in displaying, illuminating, and 
decorating purposes have been de- 
veloped by General Electric, Nela 
Park, Cleveland 12, Ohio. 

Four of the new lamp bulbs produce 
basic colors, red, green, yellow, and 
blue, and two produce blue-white and 
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Confusion 
here... 


There's order in this plant—and in the 
many, many other factories and offices 
equipped with Faraday signals and 
systems. They stop confusion and save 
steps, paging and signaling clearly 
and faithfully, day-after-day, 
year-after-year. 
For generations, Faraday engineers 
have designed bells, buzzers, 
horns, chimes and complete systems 
to meet an endless variety of 
signaling needs and sound level 
requirements, 


Consult your electrical wholesaler for 
details on the complete Faraday line. 





HOLTZER-CABOT FARADAY STANLEY & PATTERSON 


CONSOLIDATED BY 


SPERTI FARADAY IMG. roan, mien. 


BELLS - BUZZERS - HORNS - CHIMES - VISUAL AND AUDIBLE PAGING DEVICES AND SYSTEMS 











KUHLMAN’S SOUTHERN DIVISION 


— always ready to serve your transformer needs 


Rapidly growing industry throughout the South can depend on the new modern plant 
of Kuhlman Electric Company at Crystal Springs, Mississippi, to supply them with the 
sturdy, dependable transformers they need to keep production humming. Nearly 60 
years of experience in building safe, efficient transformers, and a consistent record of 
leadership in the improvement of modern transformer design is Southern industry's 
assurance that Kuhiman will serve them well. Specify Kuhiman transformers for your 
next installation. Write us today for complete details and the name of your nearest 
Kuhiman representative. 











*% Denotes Sales Offices. 


hullman ELECTRIC ht 


BAY CITY, MICHIGAN @ CRYSTAL SPRINGS, MISSISSIPPI 
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DEPENDABLE 
AUXILIARY 


(75KW) YOUNG ~ 
ENGINE GENERATING SET 


Young Engine generating sets are de- 
signed for the job, not adapted to it. 
Available in 10 to 300kw capacities and 
powered by gas, gasoline or Diesel en- 
gines, Young generating sets provide 
emergency standby or continuous power. 
In use today in hospitals, schools and 
Air Force bases. Your choice of manual 
or automatic controls. For details, re- 
quest Bulletin 41, EJ. 


YOUNG ENGINE CORPORATION 


Canton, Ohio 














There’s Money To be Made 
By Selling 
ATLANTIC to the Trade 


#901 
Non Metallic 
Connector 


#523 
Entrance Cap 





ATLANTIC CONDUIT 


FITTINGS CO. 
BOSTON, MASS. 








pink tints. They may be mixed or 
diluted with white light to produce 
virtually any color in the rainbow. 

The new lamps are rated at 150 
watts. They do not require color caps, 
having permanent color filters baked 
on their five-inch faces. They are suit- 
able for use in store lighting, on small 
stages, in outdoor entertaining and 
decorating schemes, and as applica- 
tions in motels, drive-ins, and service 
stations, 

& 


Imported chandeliers 


FEATURED in the line of crystal and 
brass chandeliers being imported and 
manufactured by Berlite Fixture Co., 
654 Broadway, New York 12, is a 
large crystal fixture with double cut 
prisms on arms with extra large 


jewels, clear molded scrolls with 
French pendalogue on the scroll. 
Chandeliers, foyer fixtures, baskets, 
girondoles, lustres, hurricane lamps, 
crystal lamps, crystal parts, and 
prisms which are in the company’s 
line are described in a new 16-page 
catalog now available from the com- 
pany to distributors and dealers. 


es 
Insulating varnish 


A TECHNICAL data sheet giving com- 
plete information on the properties 
of a new varnish, called Irvington 
No. 180, has been prepared by the 
manufacturer, Irvington Varnish and 
Insulator Co. 6 Argyle Terrace, 
Irvington, N. J. Inquiries for the data 
sheet should be directed to the Sales 
Promotion Department. 

Irvington No. 180 is a high heat- 
resistant insulating varnish, designed 
for outstanding service even under 
high temperature conditions. It nas 
undergone extensive laboratory and 


preliminary field tests which indicate — 


no adverse effects on numerous elec- 
trical applications when operated at 
elevated temperatures as high as 356 
degrees F. It has a clear color, oil 
and moisture resistance, with a dry 
dielectric strength of 2100 volts per 
mil, according to the manufacturer. 


Low-voltage switchgear 


A COMPLETE NEW LINE of low-voltage 
drawout switchgear (600 volts a-c 
and below) with standardized com- 
partment construction and completely 
new air circuit breakers, has been 
announced by the General Electric 
Company’s Switchgear Department at 
Philadelphia, Pa. 

Complete equipments having what- 
ever circuit pattern is needed can be 
manufactured for shorter shipment 
from standardized circuit breaker, 
control-instrument and bus compart- 
ment building blocks. 

Able to withstand 30-cycle momen- 
tary currents equal to their inter- 
rupting ratings (15,000 to 100,000 
amperes), the new air circuit breakers 
used in the equipment make it pos- 
sible to have fully selective tripping 
with all breakers applied up to their 
full interrupting ratings. Continuous 
current ratings range from 15 to 4000 
amperes. 

An important feature of the new 
breakers is the stored energy closing 
mechanism used far electrical opera- 
tion of 50, 75 and 100 kva interrupt- 
ing rated breakers. All earlier break- 
er designs have depended upon main- 
tenance of control power during the 
entire closing operation to drive a 
motor or solenoid. The new mechan- 
ism insures closing and latching 
against full rated short circuit cur- 
rent even though control voltage is 
completely lost when the breaker con- 
tacts first touch. This is accomplished 
by energy stored in a spring before 
the closing operation is begun. 

All breakers are equipped with 
triple-characteristic over-current trip- 
ping devices which provide long or 
short time delay or instantaneous 
characteristics as required for differ- 
ent applications. 


Wire application data 


THE ELECTRICAL wire and cabie de- 
partment of United States Rubber 
Co., Rockefeller Center, New York 
City, has published a new 76-page 
booklet entitled “U. S. Electrical 
Wires and Cables for the Chemical 
and Petroleum Industries.” 

Divided into four main sections: 
Insulation Compounds; Jacket Com- 
pounds; Constructions; and Techni- 
cal Data, the booklet follows the suc- 
cessful pattern of U. S. Rubber’s 
earlier book on the coal mining in- 
dustry. 

The compound sections have been 
expanded to include butyl insulation, 
heat- and moisture-resistant insula- 
tions, thermoplastic types, the gen- 
eral-purpose neoprene jacket, and the 
polyvinyl chloride type jacket. 

Copies may be obtained by writing 
the Electrical Wire and Cable De- 
partment, United States Rubber 
Company, 1230 Avenue of the Ameri- 
cas, New York 20. 
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Distribution panelboard 
FEDERAL ELeEctTRIC Products Com 

pany, 50 Paris St., Newark 5, N. J 

has 


describing 
Flexunit 


panelboard. 


issued a new booklet 
the company’s Noark 
in distribution 


listing 


plug 
Besides 
specifications and _ enclosure 
leaflet 
exclusive features of the 

This distribution 
available for 30, 60, and 
ampere, 250 volt operation with 2 and 
3 pole branches; and for 30, 60, and 
100 ampere, 575 volt 
2 and 3 pole branches. 

Flexunit 
can be 


sizes, the describes in detail 
unit 

panelboard _ is 
100, 


operation with 


distribution panelboards 
on-the-job from 
parts in a matter of minutes; 
circuits may be changed or added to 
the panelboard with a minimum of 
lost time. Exclusive features 
Federal Electric’s Noark 
stabs, successfully used for 


assembled 
stock 


include 
plug-in 
years in 
other of the company’s electrical de 
vices. Five standardized chassis and 
surface cabinets are available, offe: 
ing a broad 
binations of 


range of possible com 
electrical circuits. 

Suggestions on correct installation 
including a step-by-step photographic 
demonstration of an assembly, are in- 
cluded in the leaflet. 

a 

Cable equipment catalog 


T. J. Cope, INc., Philadelphia, for 
more than 65 years, manufacturers 
and suppliers of Cable Installation 
Equipment have issued a new catalog 
illustrating and describing their com- 
plete line. 

Designated Catalog No. 65, it is a 
buying guide for users of such equip- 
ment and contains 40 information 
packed pages. It will be sent upon re- 
quest to buyers and users of Cable In- 
stallation Equipment. 

& 
Business failures 


(Continued from page 5) 


failures of all types in the United 
States for the year ending March 
Dun’s listed lack of experi- 
ence and incompetence as the big- 
gest killers of business. The two 
together accounted for 89.3 per cent 
of the total. 
Incompetence 


sist, 


was reported re- 
for half of this 
amount with 49.5 per cent; lack of 
experience in the line, 11.5; lack of 
managerial 


sponsible over 


experience, 11.1; and 


he 
4.2. 


unbalanced experience 1 
The more specific reasons listed 
19.4 


expenses, 


were: inadequate sales, per 


cent; heavy operating 
8.9: receivables difficulties, 7.3; in- 
difficulties, 9.6; 
fixed assets, 10.0; poor location, 2.9; 


15.7; and all 


ventory excessive 


competitive weakness, 


other 5.2. 





PYLE-NATIONAL 
INDUSTRIAL 
LIGHTING FIXTURES 


for safely 


IN HAZARDOUS LOCATIONS 


EXPLOSION PROOF 


Pyle-National LE Series: Class 1, C and D 


For use in locations where highly flammable 


materials are manufactured or handled 
Rugged, flame-tight cast aluminum alloy hous 


ings 


insure 


render internal explosions harmless, and 


Threaded 


construction permits easy access to interior for 


safe operating temperatures 


wiring ard lamp replacement. Available in many 


types and sizes. 


Pyle-National DE 
Series: 


Class ll, Groups, 
E, Fand G 


For use in locations where flammable dusts are 
present in quantity 

Strong, one-piece cast aluminum alloy hous- 
ings are designed to exclude dust from the inte- 
rior and to avoid accumulation of dust on the ex- 


terior surface. Available in many types and sizes. 


Consult the new PYLET Catalog 
for complete line of explosion- 
proof supporting PYLETS for 
lighting fixture mounting 


THE 
PYLE-NATIONAL 
COMPANY 


1354 N. KOSTNER AVENUE CHICAGO 51, ILLINOIS 


District Offices and Representatives in Principal Cities 
of the United States 


PLUGS AND RECEPTACLES - 





FLOODLIGHTS - CONDUIT FITTINGS 


65 








CONNECTIONS 
This 
SWIVEL U-BOLT 
CONNECTOR 


is designed to do just that... 


No Removable Parts 


Easily and Speedily 
Installed 


Sturdily Constructed 


CLAM? =k | 





MEET ALL REQUIREMENTS 
85% Copper Alloy © Ample Strength 
High Conductivity © Unaffected by Vibration 
Moisture Resistant 
Sizes Up to 1,000,000 CM. 
Approved by Engineers 
Specify K&H for YOUR Next Job 


For More Details, Sizes and Prices 


WRITE FOR CATALOG 5LC 


VINE AT 





SPERO ‘Guaranteed 


PORCELAIN ENAMEL 
REFLECTORS 


*Guaranteed equal to any 


Sielskelelae MEY -l-lalslaelileyy 
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YARD LITES 


\ 
SPERO also makes: 


@ FLOODLIGHTS @ VAPOR TIGHT UNITS 
@ INSULATORS @ SWITCH PLATES 


tHE SPERO 


ELECTRIC CORPORATION 


CLEVELAND OHIO 





Mobile storehouse 
(Continued from page 31) 


cording to the nature of the job at 
hand, and thus, as work progresses, 
electricians on the job find the next 
sequence of equipment and materi- 
als turning up, as rapidy as a step 
is completed. 

Included in the equipment are 
handy jacks and leveling equip- 
ment, to place the trailer on a firm 
footing, level and handy for use. 
Colorful, easily-read lettering along 
the sides of the trailers likewise 
converts them into “rolling bill- 
boards” which catch attention out 
on the highway, as well as at the 
site itself. Thus, for many reasons, 
the easily-moved trailers have cut 
the cost per mile sharply on every 
contract. 


Building wiring 
(Continued from page 29) 


served by a similar type breaker 
with 1000 amperes rated capacity. 
Both are adjustable for an addi- 
tional 100 per cent of capacity to 
tripping point. 

Distribution breakers are the 
“molded case” type circuit break- 
ers, quick-make, quick-break, with 
handle trip free on operation, and 
have interchangeable trip elements 
and adjustable trip for short cir- 
cuits. These breakers are rear 
stud-mounted so that an entire 
breaker can be removed from the 
switchboard without deenergizing 
the switchboard or endangering 
the electrician. 

Other features include a meter 
for current in the lighting section 
so that proper balance may be 
maintained (being operated by the 
building engineer in the photo- 
graph), completely enclosed on all 
sides by removable sheet steel pan- 
els, and ready facilities for addi- 
tions either with spaces or entire 
vertical sections. The power com- 
pany co-operated in the installa- 
tion of metering facilities, includ- 
ing attractive flush mounting of 
meters. 

In addition to the switchboard, 
feeders to lighting panels on each 
floor were rewired to obtain in- 
creased power at panels on each of 
the eighteen floors, and new light- 
ing panels of the circuit breaker 


type were installed to replace ex- 
isting fuse panels. The feeder con- 
version amounted to addition of 
one conductor, thus changing 
single-phase to three-phase, result- 
ing in 73 per cent more capacity. 

A new lighting panel was also in- 
stalled on the 18th (executive of- 
fices of the Standard Life Insur- 
ance Company) floor of the build- 
ing. The new panel was inserted 
in the door frame of the old panel, 
with original interior removed, 
providing a neat and economical 
installation. The panels are de- 
signed for the 120/208-volt, three- 
phase, four-wire system. 

The contractor was Watts Elec- 
tric Company and the consulting 
engineer was Richard E, Cope. All 
work was coordinated through the 
office of J. Walter Michel Agency, 
building manager. 


Luminous ceiling 
(Continued from page 27) 


was 1,710 square feet, and the old 
ceiling height was 12 feet. After 
installation of the new lighting 
ceiling, the height was lowered to 
10 feet. Fifty footcandles are 
maintained with 139 40-watt flu- 
orescents, spaced 36% inches apart. 


Hospital wiring 
(Continued from page 25) 


Company supplied the conduit; H 
and H switches and receptacles 
were used, and Appleton explosion- 
proof receptacles and switches. 
General Electric Company supplied 
the switchboards, and Trumbull 
Electric the panels. General Elec- 
tric Supply Company furnished 
part of the fixtures, and the Gray- 
bar Electric Company the balance. 
Most of the fluorescent lamps were 
recessed troffers, and the incan- 
descents ranged from standard- 
quality, general-purpose models to 
individua! bed lamps. 

Steward and Skinner of Miami 
were the architects, aided by hos- 
pital specialist, Charles F. Neer- 
gaard, of New York City. Director 
C. C. Hillman, M.D., and the staff 
were greatly pleased with their 
work, and the “double-corridor” 
arrangement and sharing of rooms 
by mothers and new-born babies 
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BUSINESS EXECUTIVES 
CHECK THESE QUESTIONS 





If you can answer “yes’’ to most of them, you—and your company— 
are doing a needed job for the National Blood Program. 


HAVE YOU GIVEN YOUR EM- 
PLOYEES TIME OFF TO MAKE 
BLOOD DONATIONS? 

HAS YOUR COMPANY GIVEN 
ANY RECOGNITION TO 
DONORS? 

DO YOU HAVE A BLOOD 
DONOR HONOR ROLLIN YOUR 
COMPANY? 

HAVE YOU ARRANGED TO HAVE 
A BLOODMOBILE MAKE REGU- 
LAR VISITS? 


HAS YOUR MANAGEMENT EN- 

DORSED THE LOCAL BLOOD 
DONOR PROGRAM? 
HAVE YOU INFORMED EM- 
PLOYEES OF YOUR COMPANY'S 
PLAN OF CO-OPERATION? 
WAS THIS INFORMATION 
GIVEN THROUGH PLANT BUL- 
LETIN OR HOUSE MAGAZINE? 
HAVE YOU CONDUCTED A 
DONOR PLEDGE CAMPAIGN IN 
YOUR COMPANY? 


this 
man 
has 


Wer 
in hig veins ! 


Of course he’d never volunteer to give blood, 
anyway. But any resemblance of this old duffer 
to the average, red-blooded American is a 
mistake. 

For instance, several million healthy Ameri- 
cans have given blood. But it’s not enough. 


So this is to tell several million more Americans 
that their blood is needed—now! 


We've never let anyone down who was in 
trouble. When a GI gets wounded and suffers 
shock—he’s in bad trouble. He’s got to have 
blood and lots of it! Folks here at home need 
blood too—to save their lives. 

So make a date with your Red Cross, Armed 


Forces or Community Blood Donor Center. 
One hour and you’re on your way. 


HAVE YOU SET UP A LIST OF 

VOLUNTEERS SO THAT EFFI- 

CIENT PLANS CAN BE MADE 

FOR SCHEDULING DONORS? 
Remember, as long as a single pint of blood may mean the difference 
between life and death for any American . . the need for b‘ood is urgent! 








GIVE 
BLOOD 


..give it again and again 
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on one maternity floor are modern 
features of the plans. 


Many intricate systems 


Among the electrical or elec- 
trically-controlled systems that 
run through the building are: 200 
impulse clocks operated from one 
master 24-volt d-c circuit, and off 
of emergency batteries when need- 
ed; fire alarms with 44 pull boxes 
on a d-c supervised series hookup; 
complete conduits for a dictating 
system from any room to a central 
office; telephone conduits to all 
rooms; four separate partial inter- 
communication systems; two emer- 
gency lighting systems off bat- 
teries, one for stairways and exits, 
the other for nurses stations and 
operating rooms; an automatic 
charger keeps the banks of 120- 
volt storage batteries always at 
full charge; doctors’ paging sys- 
tem, with 50 annunciators at stra- 
tegic points, flashing any six 
names at once of the unusually 
large number of 999 different codes 
when in full operation; doctors’ 
register, showing by colored lights 
on a panelboard which doctors are 
in the hospital (this was special, 
the largest ever made, with boards 
in the doctors’ lounge and at the 
main telephone board) ; piped oxy- 
gen system, with electric pressure 
controls and alarms; nurses call 
systems, with additional emergen- 
cy system, and also a circuit for 
the nurses to call back to their 
stations if more help is needed 
immediately; five diagnostic and 
three therapy X-rays with a sep- 
arate transformer and _ oversize 
feeders for steady voltage, as fluc- 
tuations in this equipment can be 


dangerous to patients; explosion- 
proof systems in 11 operating 
rooms and six delivery rooms, and 
in all anesthesia rooms, connect- 
ing with a grounded system and 
seal-offs on the conduits; vacuum 
system, compressed air system, gas 
system, soft-water, and carbon di- 
oxide systems, and others, all op- 
erated by electric power or control 
at one stage or another; 16 sep- 
arate air conditioning systems, and 
a ventilating system to move 100,- 
000 cubic feet and 125,000 cubic 
feet of air per minute, respectively. 

Other facilities in individual de- 
partments include: special pur- 
pose outlets such as _ twist-lock; 
polarized receptacles, and other 
special outlets; ultra-violet, ger- 
micidal lamps in the nurseries; 
and special soft, natural-quality 
lights in the maternity recovery 
rooms. 

Plug-in devices, and facilities 
for changing voltages on the 
branch panelboards, provide flex- 
ibility for future equipment needs. 

There were no material short- 
ages or marked delays on the job 
as contracts were let before the 
outbreak of the Korean war, and 
there was also plenty of warehous- 
ing space both in the contractor’s 
shop and in the new building. No 
special tools, unusual number of 
power tools or any special training 
of the contractor’s personnel were 
required. From twelve to 20 elec- 
tricians worked on the job during 
the installation. It was “routine” 
the contractors say, but only rou- 
tine for skilled workmen working 
from a clever and coordinated de- 
sign and under careful supervision. 
So good was the top planning for 


aurability and accessibility that 
few future maintenance problems 
are anticipated. Ray Roberts was 
particularly pleased with the big 
power panel in the main power 
plant. “It’s one of the cleanest, 
neatest panel jobs in the area,” he 
stated. The hospital owns all their 
own branch transformers, eight in 
all, and each in a special fireproof 
vault. 

The directors of the hospital are 
all very pleased with the job on 
the new building and the increased 
facilities it offers. And Harry Fer- 
guson and Ray Roberts have been 
receiving numerous congratula- 
tions on the successful completion 
of a long, tough contract, which 
has increased their already high 
prestige in the trade. 











IMMEDIATE DELIVERY FROM LARGE 
STOCKS OF ELECTRIC WIRE & CABLE 
* All Sizes * Any Quantity 
* Every Construction 


UNIVERSAL WIRE & CABLE CO. 


2678 Clybourn Ave. 1406 Jefferson Ave. 
Chicago 14, III. Houston 3, Texas 
Ph.: EAstgate 7-4777 Ph.: FAirfax 9468 


Cable Address: Uniwire 














STA-BRITE SETS THE PACE 
* IN THE SOUTH * 


If it’s fluorescent 
MAKE IT SLIMLINE 


STA-BRITE FLUORESCENT MFG. CO. 
325 NW 22nd Lane, Miami, Fla. 











Quality Residential 
Lighting Fixtures 
The Packaged Line 


Ace Lighting Products Co. 


914 Piedmont Ave., N.E. 
Atlanta, Georgie 




















Reg. U. S. Pat. Off. 





NATURLITE 
Fluorescent Fixtures 


For every commercial and industrial use 
Quality High—Cost Low 
New 1954—48 page Catalog 
is now ready—write for your copy. 


LIGHT & POWER UTILITIES CORPORATION 


1035 Firestone Bivd., Memphis, Tenn., Dept. E 


Sold Thru Wholesalers Only 











MULTIFLEX Brushes 
with NEOPRENE pads 


Speed Installation 


Slash Motor Mointenencs a> . * 


Increase Brush Life 
Cut Motor Down Time 


O® HELWIG CO. ,cA%0%, 
2536 N. 30th Street, 


Milwaukee, Wisconsin 
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Lf’ “Fast Turnover Continues 


“Frankly, we're surprised that our fan sales have held up so far 
into the season. But Viking Window Fans continue to sell out 
so fast, dealers keep coming back to 

us for more. Some say it’s the new 

stvle that sells °em. Others mention the 

exclusive Viking features. They all 

agree though, it’s the best all ’round 

fan they've ever carried. Evidently 

their customers agree too.” That’s from 

L. Tenzel of Hermitage Electric Supply, 

Nashville, Tenn. 


“I started running ads from the Viking co-op kit about a month 

and a half ago. Results have been terrific. In fact, all of the mate- 
rial I received in the Co-op kit has 
been effective in boosting my Window 
Fan campaign and sales. Many of our 
fan customers have wanted the Viking 
Automatic Timer attached to their 
“944”. We've found it just as easy to 
install as your promotion promised.” 
That's the story from Reuben Komisar of 
Reuben’s, Nashville, Tenn. 


™~ © 
2. > 


} iking | 


v AIR CONDITIONING CORP. 
5601 Walworth, Cleveland 2, O. 


WINDOW FAN” 


Reports E. Carl Newbill of ¢ 
The H. K. Dewees Co., Atlanta, Ga. 


“Thev're all buyin’ Viking this season at my store. Fellow last 

week, was looking for a window fan with lots of power. Since 
Viking’s the largest size fan practical 
for windows, that’s what sold him. 
Another, had young kids and wanted to 
be sure the fan he bought was safe 
Viking’s safety grill helped ring up an- 
other “944” sale. Quiet, economical 
and good-looking, Viking has every- 
thing mv customers want... and buy!” 
Says Hugh W. Osborne of Osborne's, 
Owensboro, Ky 


Inside this Viking 
consumer leaflets 

store display publicity , 
paper ads and mats for use i epa mo” N Gui, 
ng ads locally Its not toe t t 


00 late to 
order vour kit now. Remember Viking — jay | 
gives vou one Vadnit (Viking Adver “ f 
tising Units oupon with each Viking af 
44° Window Fan. Each Vadnit is 

ee d we 

worth $3.00 on cach $6.00 of Vikin <P, = 
—— 


—s 


promotion your tore does Now s tl 
lime to Order More Viking Window 
Fans trom Your Vil nc Jobber. whe 








Viking 


“Aria-Zone~ Dekumtaiters or 








INCE its entry into the appliance 
field back in 1932, the Southern 
Bearings and Parts Co., Ine., has 
offered its dealers 
1. nationally promoted lines 
2. fair treatment 
3. good service 
In 1936 to meet large scale finane- 
ing needs and to continue this 3-point 
program, the company began to use 
ComMerciAL Crepir Pian. In explain- 
ing his selection of the CoMMERCIAL 
Crepit PLAN and its functions in the 
industry, Mr. Beeson said: 


“The CommerciAL Crepir PLAN 


very important function in 


99 
ae, 


appliance industry 


says Mr. Crarence E. BEEsOoN, President 
of Southern Bearings and Parts Co., Inc., promi- 
nent Norge, Dumont, Ironrite and Vornado 
Distributor of Charlotte, N. C. 





simplifies our financing arrangements . . 
makes it easy for us to help the dealer 
maintain adequate inventory and floor 
displays. Results to date have been both 


successful and satisfactory.” 


More and more appliance dealers 
from coast to coast are choosing the 
CommerciaL Crepir Pian for their 
day-to-day financing needs. We'd like COMMERCIAL 
to show you how this plan can build 
more good will, sales and profits for C 
you. Phone or write your nearest REDIT 
CoMMERCIAL Crepit office. Ask for a CORPORATION 
copy of our message, “Buy and Sell 
with Sound Financing.” A service offered through subsidiaries of 


Commercial Credit Company, Baltimore 
.-- Capital and Surplus over $1 25,000,000 


More appliance dealers use Commercial Credit | <.°%°:'?"'"<?*' <8 of Yves 


financing than any other national plan 


States and Canada. 
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a 4 
The New “Table High” 
Electric Water Heater 


that’s Ace High in Sales! 











NOH oe OOF RR oe 


Pleasing, practical space-saving—here’s 
the ideal REX, designed for apartments, 
or modern ranch type and utility-room 
homes. 


Convenient and comfortable—lets you 
sell work space—handy one-piece por- 
celain table top with four inch splash 
guard—acid and heat resistant white 
enamel—easy to clean. 


Matches other kitchen units—base re- 
cessed for plenty of foot room, engi- 
neered to permit snug, against-the-wall 
installation. 


Meets all regulations and fulfills all 15 
of the special REX specifications for 
economy water heating that make the 
whole REX line a better buy in electric 
water heaters. 


THE CLEVELAND HEATER CO. 
ELECTRIC DIVISION 
2310 Superior Ave. Cleveland 14, Ohio 





Another State Stove Exclusive! 
TWO YEAR GUARANTEE ON ELEMENTS AND THERMOSTATS 





When you offer your customers 
a 5 year warranty plus an 
optional 10-year Protection 
Policy with every State Electric 
Water Heater... When you 
add the exceptional 2-year 
guarantee on elements and 
thermostats... When you bring 
out the eleven other features 
that make State the fastest 
and most profitable water 
heater you can sell... . Mister, when you can offer all 
that, you've sold another water heater. 





For the full story of State’s twelve 
points for profits and a complete 
catalog, write or wire — 


STATE STOVE & MANUFACTURING COMPANY 


509 25th Avenue, North, Nashville, Tennessee 














GLUTTONS for ie ) =z 


pecialties 


PUNISHMENT. 


20 Types of 
Shutters and Dampers 


Manufactured for 22 years for the 
ventilating and air conditioning in- 
dustry. Write for catalog on Auto- 
matic Shutters, Automatic Back 
Draft Dampers, Automatic Ceiling 
Shutters, Stationary Shutters, Hand- 
operated Shutters and Motorized 


and CORD SETS Shutters. 


@ QUALITY-controlled wires that 
you KNOW will stand the gaff— 
on smart spools, in convenient 
lengths for fast over-the-counter 
action. @ Also Neoprene-jacketed 
cords (types SVO, SJO and SO) for 
valiant resistance to oil, heat and 
light. @ U-L approved Cord Sets for 
every conceivable purpose... foes 
of CORDelirium. 


0S EER ARE a a Ce “Echo” Automatic Ceiling Shutters 
Used for attic ventilation. Installed in attic floor at the base of a 
COR Meee RE IO oo INC. penthouse, the louvers being operated by the suction of the fan. 
50 Church Street, New York 7, N. Y. mania 
Represented by L. MORRIS LANDERS COMPANY ELGO SHUTTER & MFG. co. 


alles ty. eth, nate, Gomes BLELEUeS 2738 W. WARREN _—DETROIT 8, MICH. 
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Are You Making Use 
of Our 


Reader Service? 


The editorial and business 
staff of ELECTRICAL SOUTH 
is eager to serve you. One 
way in which we can help you 
is to make it easy for you to 
draw upon the wealth of tech- 
nical and promotional ma- 
terial available from manu- 
facturers. 

In the accompanying pages 
are the descriptions of scores 
of useful catalogs, applica- 
tion information booklets, and 
technical publications. These 
are available without charge. 

Check over the list of pub- 
lications available, circle the 
numbers of the ones you 
need, and mail the coupon 
to us with your name, title, 
company and address plainly 
written. We will tell each 
manufacturer to send directly 
to you the information you 


want. 


The staff of ELECTRICAL 
SOUTH will be glad to help 
you with other problems, They 
will obtain expert advice for 
you on both technical and 
business problems. The ser- 
vices of a number of consul- 
tants are available. Whether 
your problem relates to sales 
promotion, lighting or wiring 
layouts, applications of the 
National Electric Code, or 
equipment application, it will 


receive careful attention. 


Address your requests to: 


Reader Service 

















A REAL SALES OPPORTUNITY 
FOR ELECTRICAL JOBBERS IN THE SOUTH 


@ Now you can offer your dealers outstanding prod- 


ucts . 


. . consumer acceptance has been rapid —sales 


have jumped by leaps-and-bounds. Meier Nu-Air Wall 
and Portable automatic furnaces are beautifully de- 
signed and have the highest quality construction for 


“tops in sales appeal” 


eeceee Dc csseeSEeeeal 


Grr 
SUL Y 
~ > 
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PORTABLE FURNACES FOR 
DIRECTED HEAT 


Fully Adjustable 
Adjustable over wide 
radius so that heat 
may be directed up 
or down at will. 


THERMOSTATIC CONTROLLED 


AUTOMATIC HEAT 


Radiates and 
Circulotes 

=- In addition to the 
radiant heat from 
the bright copper- 
clad reflector the 
Meier Nu-Air unit 
gives even, warm oir 
circulation at the 
ideal velocity for 
quiet comfort 


A Size for Every Need . . . 5 Models! 





> 





SPECIAL FEATURES OF MEIER 
AUTOMATIC WALL FURNACES 


Thermostatic Control 
Built-in, sensitive ther- 
mostat automatically 
maintains the desired 
temperature in any 


4% i 
| 


en) (OO™- Just set ond 


~ forget it. 

Radiates and 
Circulates 

Even, warm air circu- 
lation, at the ideal 


~ 
AN} 4 > 


gentle, quiet comfort 
without cold drafts 
Maximum Safety 

An added safety fea 
ture prevents removol 
of the grille unless the 
switch is in the “off’’ 

) position 
Easy to Clean 


ee a 
o velocity of about 200 
feet per minute, plus 
\ ‘ radiant heating, gives 
BAS SNe 
~~ 


2. 
=. 


The grille is easy to 


7) remove for complete 
|] cleaning. Smartly styled 
r to eliminate all ‘dust 


traps 


Manufactured by 


MEIER ELECTRIC & MACHINE CO., INC. 


INDIANAPOLIS _ a 7, INDIANA 
iyi Re 
Famed for Depeadability Vest . | soe? Throughout the World 


MY NAME: 


TO: Meier Electric & Machine Co., Inc. 


3527 EAST WASHINGTON STREET 
INDIANAPOLIS 7, INDIANA 


ELECTRICAL SOUTH 
806 Peachtree St., NE 
Atlanta 5, Ga. 


MY COMPANY 


Please send me additional information 
on the Meier Nu-Air portable ond wall- 
type automatic furnaces, and the avail- 
ability of franchises in my trading area. 


MY ADDRESS 
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FOR FULL PROFIT... 
SELL THE CROSLEY 
FULL LINE! 





Lindsay is helping 

ting °53 Crosley 
Refrigerators and other 
to your customers on 
show, ‘‘Name That Tune!”’. 
paper for time and station. 


the most—siock the Crosley full line! 

> not a Crosley dealer now, write Crosley 
AVCO Manufacturing Corporation, 1329 

i @icset, Clacinnati 25, Ohio, or phone your 


_Rearest Croaley distributor for full information 


Model CAE-8 with 
PushButton Auto- 
matic Defrost, 
$289.95* 





CROSLEY SHELVADOR 


Your customers are setting their hearts on Crosley Shelvador 
because there’s a size and price just right for everyone! 
Look at these values, for example: 








Model SE-7—$199.95*. 7 cu. ft. Real 
freezer — frozen-storage drawer — 
roomy door shelves. 


Model SE-95—$299.95*. 9.5 cu. ft. 
42-lb. freezer—roller-mounted crisper 
—ButterSafe. 


Model CAE-11— $439.95". Fully Automatic 
Defrost. 50-lb. freezer — meat holder — 
adjustable and removable ButterSafe. 


For ’53, seven beautifully styled single-door 
models—plus two breathtaking twin-door models 
at the top of the line. 


PushButton Automatic Defrosting even in mod- 
erately priced models—Completely Automatic 
Defrosting at the top of the line. 

A huge, across-the-top freezer locker is built 
right into every model for ’53. 


And in every model, famous Crosley recessed 
shelves in the door. 


Removable shelves provide flexible interiors for 
all 53 Shelvadors. 


‘teas 
CROSLEY Rea 
ap 4 4 
. = 7 nd 


Every model has either a meat holder or a frozen- 
storage drawer. 


Seven models have a ButterSafe: The ButterSafe 
in the top three models is adjustable and 
removable. 


Sealed crispers in all models but one. 


Seven models have color styling —Custom Models 
in beautiful “sorr-cLo,” Standard Models in 
striking “‘SEA-MIST.”” 


*Manufacturer’s suggested retail price 


Youy 
ti 


Better Products for Happier Living 


Shelvador® Refrigerators + Shelvador® Freezers + Electric Ranges * Home Laundry + Range and Refrigerator Pantries 
Avtomatic Dishwashers + Sinks + Electric Food Waste Disposers + Electric Water Heaters * Stee! Wall Cabinets + Steel Base 


Cabinets + Vinyl-on-Stee!l Conti Cc 





ter Tops « Handy Accessories + Television + Radios « Room Air Conditioners 








HAS THIS 


NIT? ANNOUNCES THE 
RECORD PLAYER EVER 


New Cobra-Matic with Stroboscope measures exact record speeds... 
amazing dot of light lets you see how records should sound 


ee we he eee 


Se ees 


® Another Zenith first! Gives you a dramatic 
eye-and-ear demonstration of Zenith’s abil- 
ity to play all records including the new 
16% RPM “talking books,” at perfect pitch 
and tempo! 


@ Only Zenith gives you this great new sales 
exclusive! 


Now, for the first time, you can show prospects 


when they’re hearing music exactly as recorded. Zenith Stroboscope measures exact Stationary Dot of Light shows when 
You can sell the idea of perfect pitch and tempo record revolutions-per-minute ... record is spinning at RPM required 
to every prospect, even those without a keen 78, 45, 331% or the new 1624 RPM for perfect reproduction. Any turn- 
musical ear. You can assure a customer rich fidel- _ talking book speed. table error starts light moving! 

ity from all his records for years to come! 


For, as you know, even the finest record players 
vary*in turntable speed when new, and will defi- 
nitely change to other speeds as they grow old. 
Any variation causes distortions of tempo, key 
and voice. 


With Zenith, you can be first to end this nui- 
sance by offering prospects a positive visual 
“speed check” comparable with equipment used : 
i i tudios. 
in recording s Zenith All-Speed Cobra-Matic plays Zenith’s High Fidelity Cobra Tone Arm 

: fi ‘ - Ss § e 
Yours to sell onty in Zenith Radio-Phonographs, any speed from 10 to 85 RPM. Turn makes records sound better, last 


table error is corrected at a touch. longer. New rubber base keeps rec- 
and TV-Radio-Phonograph combinations! Record plays right on the dot. ords from slipping and free of lint. 
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Your customers asked for it... here it is! 
NEW ZENITH CHAIRSIDE RADIO-PHONOGRAPH 


3 Great Zenith Enjoyment Features! 
There’s room in every living 
room for it. Won't crowd the 
room that already has TV. 
Perfect for small apartments. 
Doubles as end table. 


1. New Zenith Cobra-Matic Record Player with 
Stroboscope. 


2. Zenith Long Distance AM Radio. 
3. Zenith Super-Sensitive FM Radio. 


THE HAMPSHIRE — Model L845R. 
Clean lines, finest mahogany wood 
veneers. Top has 24 kt. gold tooled 
leather finish. Giant 10-inch Zenith- 
built speaker plays through hand- 
some fluted front grille. Record player 
slides out of sight. In Cherry: The 
Williamsburg, Model L846H. In 
blonde Afara wood: The Park Ave- 


: nue, Model L846E. 
THE STRATOSPHERE — Model 


L2894H. 27-inch TV-Radio-Phono- 
graph. Complete FM-AM Radio 
and Cobra-Matic Record Player 
with Stroboscope in an ultra-mod- 
ern cabinet of Cherry veneers and 
solids. Unique ultra-smart grille 
covering. 











MOST REVOLUTIONARY 
SEEN, HEARD OR SOLD! 
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Exclusive Zenith Features 


=@ 


High Fidelity Cobra Tone Arm with new element pickup and 
“floating action.” 


& Sie 


High Fidelity Speakers .. . Zenith-built! Powerful, sensitive, ae 
THE MORLEY— Model 1083E. AM- 


with Alnico 5 magnet for true reproduction of deep bass and THE BYRON — Model 1086R. AM- 


delicate trebles. 


manufacturer can say this! 


Zenith plays ALL speeds, including the new 1673 RPM 
talking books! Every Zenith Record Player sold since 
August, 1950, is equipped to play the new 1624 RPM, 
as well as any speed from 10 to 85 RPM. No other 


The royalty of television and RADIO 


35 Years of Leadership in Radionics Exclusively 
ZENITH RADIO CORPORATION, Chicago 39, Illinois 
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FM Radio-Phonograph Console, 
with Long Distance Stancard 
Broadcast and Super - Sensitive 
FM. Cobra-Matic Record Player 
with Stroboscope. Modern styling 
and rich Afara wood. 


Pry CEU 


a, 


THE RODGERS — Model L2287R. 
21-Inch TV-Radio-Phonograph 
Zenith Long Distance Standard 
Broadcast and Super- Sensitive 
FM. Cobra-Matic Record Player 
with Stroboscope. Mahogany and 
selected veneers, full-length doors 


FM Radio-Phonograph Console, 
with Long Distance Standard 
Broadcast and Super -Sensitive 
FM. Cobra-Matic Record Player 
with Stroboscope. Mahogany fin- 
ish with hand-rubbed doors 


THE WENTWORTH Model 
L2291E. 21-Inch TV-Radio- 
Phonograph. Complete Standard 
AM and FM reception. Cobra- 
Matic Record Player with Strob- 
oscope. Smart Afara wood solids 
and veneers, full-length doors 
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NEW lower pr 


Both models of Fast Selling Na 


Ices to 


tionally known Emerson 


America—made this 
Ssible by your year-by- 
ale of Emerson-Electric 
me has reduced Manufac- 


reduction in Price po 





O 


COMBINATION 
RADIANT and FAN-TYPE HEATER 


> 
$9995 


Includes Federal Excise Tax 


ear i i 
: INCreases in the Ss 
eaters. Larger voly 








help you earn additional] heater profit 
s. 


Millions of Americans know Emerso 
n 





Look at those Important Sales Features! 


*% Four radiant heater elements, formed of 172 feet of 
nickel-chrome alloy wire coiled around star shaped 
ceramic rods, are placed in front of Patented, chrome- 
plated HEATRAY-REFLECTORS. 

* Chrome-plated channel-shaped HEATRAY-REFLEC- 
TORS provide 114 square inches of heating surface. 


f J ‘ % Eight inch, quiet fan blade, mounted on slow-speed 
4 | et = rai’ Emerson- Electric fan-duty motor. 
a tl oe CTR | C *% Snap-on guard. Permits easy access for cleaning. 
. a 





THE EMERSON ELECTRIC 
ST. LOUIS 21, Mo. 





MFG. co. 




















FANS. 

MOTORS * Long-life rotary, off-and-on, 125 volt, 15-ampere switch, 

APPLIAN CES adopted after exhaustive tests assuring trouble-free 

service, operates both fan and heating 

elements. Six-foot heater extension 
cord and plug. 

% Adjustable “tilt” provides finger-tip 
control of warm air stream 20 degrees 
below to 20° above horizontal. 

% Convenient carrying handle on heater 
housing. 

% Motor oiling tubes extend to surface 
of back guard for easy servicing. 

% Four rubber base pads prevent mar- 
ring of finished surfaces. 

% Listed by Underwriters’ Laboratories, 

Inc. 





AVAILABLE IN 
METALESCENT 
BRONZE FINISH, 
AS SHOWN, AND 


ALSO IN Ivory 
FINISH 








SEE Your 
' EMERSON - ELECTRIC DISTRIBUTOR 
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— Stimulate heater sales 


EE 
sf 


-Electric Heaters reduced for 1953 | MR. CHILL Says: N) 
| | rll help you sell plenty 

@ | of Emerson -Electric 

WIDE ANGLE | Heaters at these low 


. prices... 
ADIANT HEATER they are real 


) ( quality products 
Y 
A 


sochaieinteetatdiedanal 


1625 S, , Camctar 


Again this winter Mr. Chill will be on the job for you 

... lurking in cold corners in everyone's home. All 

includes Federal £ you have to do is tell your customers how to get rid 
xCise Tox of him... by using Emerson-Electric heaters. The 

usual fine Emerson-Electric quality is now available at 

prices that mean fast turnover...and quick profits 


T is "* H ” ! 
his Full-Size Heater is Packed with Value! ne 
e 


* Two ; 
radiant he Pp 
chrome alloy roe elements, formed Of 22 fee . FRE E SA Le = a] E L y 
»Y Wire coiled around + €t of nickel. 
oun 


d ceramic rods, 





*. = ae Mat Service 
—_— * 
-_ 4 Fate, Build sales with newspaper ade. 
peas Som, 
4 \ 


- —~- 
- “tare -- Our chilly little friend is featured, 


- Bright-plated HEATR 


: AY-REFI eEor 
Square inches of reflec SEPLECTO 


R Proy ides 167 


— » of course! Available in one or two- 

*W 7 surface, — column sizes. Individual heater 

Vi d 0 | mats or glossy photo prints are 
ide. — : 

de-angle radiation Plac = / available 
and large h : ement of hear; s : 
Catr : ating eleme ‘ 
feet wid eflector area, radiates h & elements 
Ide, €at to an ares ; Consumer Folders 
eet from det ca 7 Displays o do you find on the co 
- ers? V 


* Equi . . i Tie-in with the entire Mr. Chill ese popular folders? Why, Mr. 
quipped with S1x-foor heater promotion. Each is tallored to the (hill! You can use these folders 





at a distance of 3 f 


€xtensio eater o which it fits - radiant as mailers, as inserts or handouta 
©n cord a a vation radiant and Imprinted with your name and 

12 an wdidress 

ying handle VW 


of heater housing 


* Convenient Carr 
On back 





Your Emerson-Electric Distributor will be glad 
to see that you are supplied. 


AVAILABLE IN 
IVORY FINISH 
AS SHOWN, AND 
ALSO IN 
METALESCENT 
BRONZE FINISH 


} 
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OR WRITE FOR COMPLETE INFORMATION TODAY 
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Kagg, Cov 
WIRING Devices 


(Additional items will be found on pages 12, 14, 81) 


2012—Electric Heating File offered by Electromode Cor- 
poration, Rochester 3, N. Y., is made up to suit individual 
requests for information on Electromode Heaters for do- 
mestic, industrial or farm use; or to contain material on 
the complete Electromode line if desired. Included are 
specification sheets, illustrations, installations, how to 
select the right capacity heater, how to figure heat loss, 
wiring diagrams, and price sheets. 


2014—Hot Water Heaters. Informative and well-illus- 
trated data are available from M. M. Hedges Manufac- 
turing Co., Inc., Chattanooga, Tenn., on their line of Auto- 
matic electric and gas water heaters. 


2018—Electric Fans. A 28-page, profusely illustrated 
booklet describes in complete detail, this company’s line 
of fans. Booklet available from Emerson Electric Manu- 
facturing Co., 81st and Florissant Ave., St. Louis 21, Mo. 


2022—Night-Air Cooling Window Fan. A two-page cat- 
alog sheet, completely illustrated and containing descrip- 
tive information on the 1953 Viking Window Fan is now 
available from the Viking Air Conditioning Corporation, 
6601 Walworth Avenue, Cleveland 2, Ohio. Illustrations, 
installation sketches, prices, specifications, and cooling 
diagrams are included. 


2024—Electric Water Heaters. New specification sheets 
are now available for a full line of cylinder and table 
top models, featuring the Water Hotter, from the White 
Products Corp., Middleville, Mich. 


2030—Electric Fans & Drills. Signal’s complete line is 
shown in a new catalog just off the press, featuring a 
wide variety of desk, pedestal, exhaust, and vent fans. 
Literature on drills, telegraphic equipment, and motors 
is also available from the Signal Electric Mfg. Co., 
Menominee, Mich. 


2034—Electric Flat Irons. Full information on Amer- 
ican Beauty Electric Flat Irons in a weight, a shape, a 
size for household, as well as every industrial and manu- 
facturing use, is available in literature from the American 
— Heater Company, 6110 Case Ave., Detroit 2. 
ch. 





2038—Murray Ventilating Fans. A set of specification 
sheets is available describing the Murray line of fans, 
including 20 and 24 inch window fans and vertical and 
horizontal ventilating fans. H. C. Biglin Co., Inc., 177 Har- 
ris St., NW, Atlanta 3, Ga., is exclusive sales agent for the 
line which is manufactured by Murray Co. of Texas, Inc. 


2040—Electric Blowers and Exhausters, Bulletin 3014-D 
describes Types “E” and “RE” Buffalo blowers and ex- 
hausters manufactured by Buffalo Forge Co., P. O. Box 
985, Buffalo 5, N. Y. Characteristics of the Blowers, 
graphs, charts including capacities and static pressure, 
— exact dimensions are all contained in the 8-page 
older. 


2056—Electric Heaters and Heating Units sold through 
electrical dealers for home or farm are described in a new 
folder available from E. L. Wiegand Co., 7600 Thomas 
Blvd., Pittsburgh 8, Pa. The folio contains data and price 
sheets covering the profitable Chromalox line of table 
stoves, air heaters, range and water heater units and the 
new flexible Thermwire heating cable. 


2058—Exhaust Fans. A new Emerson-Electric Exhaust 
Fan catalog, illustrating and describing in detail this iine 
of fans for all types of buildings, is offered by the Emer- 
— — Mfg. Co., 81st and Florissant Ave., St. Louis 
» Mo 


2064—Electric Fans. An attractive 12-page Catalog 
of Zephair fans has been made available by the Hunter 
Fan & Ventilating Co., P. O. Box 2858, Memphis 2, Tenn. 
A comprehensive description of this company’s products 
is given, with complete specifications and dimensions. 


2066—Shutters & Dampers. A 12-page catalog (No. 
46) is available from the Elgo Shutter Mfg. Co., 2738 W. 
Warren Ave., Detroit 8, Mich., describing the 17 different 
types of shutter and dampers ‘manufactured by them, and 
as used in connection with ventilating and air-condition- 
ing installations. 


2070—Zephair Fans. Hunter Fan and Ventilating Co., 
Inc., 400 So. Front St., Memphis, Tenn., offers a new 8- 
page catalog containing detailed information on the Hunter 
Zephair Fans, for home and industry. 





ELECTRICAL SOUTH 


806 Peachtree St., NE 
Atlanta 5, Ga. 


Gentlemen: 
Please send me the bulletins and catalogs indicated. 


(Print Plainly) 





July, 1953 


Circle numbers below. Bulletins and 
catalogs will be mailed promptly. 





2012 2014 2018 2022 
2030 2034 2038 #2040 
2058 2064 2066 2070 
2078 2092 2108 2114 
2118 2136 2140 2142 
2150 2154 2156 2162 
2168 2170 2174 # «2176 
2180 2182 2184 
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2072—Window and Attic Fans. Two new bulletins on 
window and attic fans have been published by Reed 
Unit-Fans Inc., 1001 St. Charles Ave., New Orleans, La. 
A new line of 20”, 24” and 30” 2-speed window fans 
along with the established line of reversible window and 
attic fans are described in these bulletins. 


2078—Sales Helps. A variety of sales helps, including 
How to Sell Booklets, Consumer folders, Specification 
Sheets, Free Mats, Cuts and Glossy Photographs, Displays 
and Promotion Kits for selling and demonstrating Gen- 
eral Mills Home Appliances—the Automatic Toaster, Tru- 
Heat Iron and Steam Ironing Attachment sponsored by 
Betty Crocker. Available to dealers from General Mills, 
Inc., Home Appliance Dept., 1620 Central Ave., Minne- 
apolis 13, Minn. 


2092—Air Circulators and Window Fans. The Complete 
Line of Kisco Floor Model Air Circulators and Portable 
Window Fans is illustrated and described in a series of 
two-color catalog sheets and envelope stuffers available 
to the trade. A Special Sales Manual containing product 
and sales information is available for use by dealers han- 
dling Kisco Products. Kisco Company, Inc., 2400 Dekalb 
St., St. Louis, Mo. 


2108—Household Refrigerators, Farm and Home 
Freezers, Electric Ranges. Complete information regard- 
ing Coolerator space-saver refrigerators, a completely 
new line of farm and home freezers and automatic seven 
heat Push-A-Button electric ranges. Write Coolerator, 
Duluth 1, Minnesota. 


2114—Electric Heetaires. A new, colorful, twelve-page 
booklet from Markel Electric Products, Inc., 145 Seneca 
St., Buffalo, N. Y., unveils a complete line of wall-attach- 
able, well-recessed, and portable heaters. Heetaire models 
for every room in the house and other applications are 
described. 


2116 — Replacement Heating Units. Information and 
specifications on how to sell, order, and install the line of 
electric range and water heater replacement units, are 
contained in the new Replacement Unit Manual No. 6, 
which has just been released by Tuttle and Kift, Inc., 1823 
N. Monitor Ave., Chicago 39, III. 


2118—Fans. The 1953 Robbins and Myers Fan Catalog 
contains 16 pages featuring fans for every purpose. IIlus- 
trations, tables, and text furnish information on uses, ca- 
pacities, installation, and features of the window, floor, 
ceiling, oscillating, and ventilating fans, the circulators 
and automatic shutters of the 1953 Robbins and Myers line. 
— .& Myers, Inc., 387 So. Front St., Memphis 2, 

enn. 


2136—HANDHOT CONSUMER MAILER—“HOME IS 
A PLEASURE”—9-page catalog of appliances and fans 
giving “tips” for using in copy. (Makes an effective 
dealer mailing piece. The “kiddies” enjoy the carton 
type drawing). Chicago Elec. Mfg. Co., 6333 W. 65th 
St., Chicago 38, Ill. 


2140—Ventilating Equipment. Catalog illustrating com- 
plete line of ventilating equipment including Pedestal, 
Wall and Ceiling fans, Exhaust Fans, new reversible win- 
dow fans, blowers, shutters, etc. Write to Frigid, Inc., 
98-168-32nd Street, Dept. E. S., Brooklyn 32, New York, 
for your free copy. 


_ 2142—Gas and Electric Water Heaters. Two bulletins, 
in color, devoted to Jackson automatic gas and electric 
water heaters, have been announced by W. L. Jackson 
Mfg. Co., Inc., P. O. Box 26, Chattanooga 1, Tenn. Table- 
top and round electric heaters, as well as floor furnaces, 
are described in one; Jackson’s 20- and 30-gallon gas 
heaters in the other. Warranties on both gas and elec- 
tric models are explained. 


2144—Ventilating Products. The complete line of 
Schwitzer-Cummins Ventilating Products are described 
and illustrated in a new condensed catalog. Included are 
attic, reversible window, cabinet, portable and exhaust 
fans and single and double inlet blowers. Copies are 
available from Schwitzer Cummins Co., 1125 Massachu- 
setts Ave., Indianapolis 7, Ind. 


2150—Apartment-Size Electric Range. Complete spe- 
cifications on the State Pride apartment-size electric 
range, manufactured by State Stove & Mfg. Co., 509— 
25th Ave., No., Nashville, Tenn., are contained in a new 
two-color catalog sheet. The stove is illustrated, and 
Many consumer advantages are listed. 
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2154—Rancher Fan. The “Niteair” Rancher, a com- 
plete package unit designed for ranch-type homes with 
luw-pitched roofs, is described in Form No. 630 catalog 
page from The Lau Blower Co., Dayton 7, Ohio. The 
eight-step installation procedure is shown, as well as di- 
mensiona) drawings and specifications. : 

2156—Combination Portable Window Fans. Three sizes 
of Lau combination portable window fans that harmonize 
in color and design are included in catalog folder Form 
No. 615 available from The Lau Blower Co., Dayton 3. 
Ohio. Mode] 1252 is designed for casement windows, as 
is Model 1652, which is 2 inches larger. Model 2052 is 
a new window fan with side expanders. Variety of uses 
for all three fans is included in the folder. 

2162—Fans and Blowers. Fans and blowers for. every 
requirement are described in Catalog No. 400 of Chelsea 
Fan & Blower Co., Inc., Plainfield, N. J. Illustrations of 
each unit are accompanied by a listing of features, 
specifications, and on gaan as well as cross-sectional 

wings on many models. 
ar6t  TOWERS & MASTS FOR TELEVISION & 
RADIO. By writing to the Jontz Mfg. Co., 1101 E. Me- 
Kinley, Mishawaka, Indiana interested persons may procure 
information on a full line of Towers & Masts for TV and 
Radio installation. The Jontz Mfg. Co. also produces Guy 
Rings, Roof Mounts, and steel tubing. All materials are 
heavily zinc-plated & chromate dipped for great rust-re- 
sistance. 

2168—Television Antennas. Literature is now available 
from Kay-Townes Antenna Co., of Rome, Ga., describing 
the eight models in their line of television antennas which 
includes conicals, broad band, broad band fan, twin driven 
V’s, twin driven conicals, a broad band for metropolitan 
use, and a new high gain model, called the “Big Jack.” The 
company also carries a line of mounting accessories. 

2170—Manitowoc Upright Freezers. New features of 
Manitowoc Freezer Models 18.5 and 14 include Watching- 
Eye warning light which burns continuously unless power 
fails or freezer temperature rises 15° above thermostatic 
setting, floating type inner door to eliminate warping, and 
other improvements in construction and styling. Further 
information available from Manitowoc Equipment Works, 
Manitowoc, Wis. 

2174—Evaporative Air Coolers. A four page catalog 
sheet, completely illustrating a complete line of evapora- 
tive coolers from 1400 CFM fan units to 15,000 CFM 
blower units. Featuring a 2000 CFM self-contained blower 
window unit, no water or drain connections necessary. 
Now available from National Engineering & Manufactur- 
ing Company, 519 Wyandotte Street, Kansas City, Mis- 
souri. 

2176—Ventilating Equipment. Acme Equipment Co., of 
Muskogee, Okla., is currently offering a loose leaf catalog 
giving information on its line of attic fans, ceiling and 
wall shutters, industrial fans, and air conditioning units. 
The information includes photographs and diagrams, 
specifications, descriptions, and dimensions. 

2178—Dixie Maid Electric Churns, one, two, three and 
five gallon sizes and glass jars fully illustrated in catalog 
sheets and consumer leaflets. This sales material includ- 
ing window displays will be forwarded to interested deal- 
ers and jobbers covering the complete line. Southern 
Electric Products, P. O. Box 406, Anderson, S. C. 

2180—Roof Exhausters. A catalog page has been issued 
by the Acme Equipment Co., of Muskogee, Okla., which 
describes the company’s “Skymaster” Roof Exhausters. Of 
the belt drive, propeller type, the exhausters are designed 
to feature certified performance, non-overloading blades, 
galvanized steel housing, corrosion resistant finish, quiet 
operation, ball bearing fan and motor. Each of these is dis- 
cussed in information in the catalog page, which also gives 
specifications. 

2182—Decorative home lighting. The Glatthar Lighting 
Co., 949 East 72nd St., Cleveland 3, Ohio, has recently 
issued its new fully illustrated catalog of home lighting 
fixtures. Colors and sizes of the fixtures are given along 
with illustrations of their possible applications. The book 
also contains information on specialty items, replacement 
glassware, and sales helps available to Glatthar dealers. 

2184—Electric Fans. A well illustrated, 12-page catalog 
of Meier fans showing the complete line which includes 
window, portable, man-coolers, direct-driven exhaust, and 
attic fans. Specifications and dimensions are included. 
Meier Electric and Machine Co., Inc., 3525 East Washing- 
ton Street, Indianapolis, Indiana. 
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Srands 
of Portable 


REPRESENTATIVES: For Georgia, Florida, Alabama, Mississippi and 
Tennessee: Sundre & Wood, 658 Hemphill Ave., N.W., Atlanta, Ga. 
For Virginia, North Carolina and South Carolina: George E. Schrandt, 
Jr., 202 E. Cary St., Richmond, Virginia. 


not this... | but this... 


Because it's all electric Even the 8-section Con- 
(no water—no steam) co model weighs only 
theConcoPortalec- | 29 Ibs., with a smooth, 
tric Radiator is © round carrying handle 
REALLY | —perfect balance—for 

portablel [a really easy carrying. 





NOW...A COMPLETE CONCO LINE 


three sizes - two colors 























Here is the radiator line that has 
everything—color, size, range, capac- 
5 Section Model ity, portability, and smart design. 

But most of all Conco offers greater 
value — exceeding the performance 
of leading competitive lines yet 
priced to retail from 20% to 30% 


less. 








Conco has literally taken the “water” 
out of radiator design and radiator 
prices, to give you a really big vol- 
ume, long profit line. Order your 












































stock today through your electrical 
: jobber or write us for full details 
10 Section Model and prices. 








Electric Radiators 


5 Secti 8 Secti 10 Sectio 
CONCO RADIATOR FEATURES Redieter Radiator ty tay 


Retail Price $29.95 $34.95 $39.95 
Capacity — Watts 850 1320 1600 
BTU/Hr. 2900 4500 5450 
Equivalent Sq. Ft. of Steam Radiation 12.10 18.75 22.7 
Weight 25 Lb. 29 Lb. 32 Lb. 
Heating Up Time 5 Min. 5 Min. 5 Min. 
Water Required None None None 
Handle Yes Yes Yes 
Rack Yes Yes Yes 
Devices None Needed | None Needed | None Needed 
Size. Height x Width x Length 23x7x12'r 23x7x19 23x7x23% 
Colors: Hammerloid Finish Gray or Green | Gray or Green | Gray or Green 
Underwriter’s Laboratories Approved Yes Yes Yes 
Current AC or DC AC or DC AC or DC 





Lengthening the air 


This Arkansas air conditioning dealer has learned 


that he can guide hot weather impulse buying 


into increased sales volume all year round. 


@ ALTHOUGH THE GREATEST volume 
on air-conditioning units comes 
from impulse buying during very 
hot weather, the dealer can guide 
that profitable impulse to make it 
act. This is the conviction of the 
owner- of the North Little Rock 
Tire & Supply Co., North Little 
Rock, Ark. 

To prove that he is right, R. B. 
Lavender points out an office build- 
ing with 200 of his portable units, 
another with 92 numerous home 
installations, and a fat prospect list 
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by S. W. Ellis 


that keeps four sales people busy. 

“Every unit was sold,” he as- 
serted, “by sales personnel seeing 
the buyer before the impulse struck 
him to buy, or by our selling air 
conditioning to one of the custom- 
er’s friends or neighbors. We don’t 
need to knock at the door of a pros- 
pect who sees someone else enjoy- 
ing the comfort of air conditioning. 
Our door-knocking is done on the 
doors of cold prospects, and often 
in cold weather.” 

Mr. Lavender and his salesmen 


conditioner 


Owner R. B. Lavender and Arthur 

Bridges, service manager, keep de- 

tailed records in order to be in close 

touch with air conditioning units they 
have sold. 


call regularly on tenants in the 
main office buildings of the area, 
especially those buildings where 
some of their units are in use. 
Building managers as well as ten- 
ants are contacted. It pays to have 
the good will of building managers, 
who pass on tips regarding new 
tenants or old ones interested in 
air conditioning. 

The co-operation of building man- 
agers is also needed when the units 
are sold, so that the air-condition- 
ing engineer and the building elec- 
trical engineer can work together 
for adequate, safe wiring. Most 
building managers are happy for 
their tenants to buy air condition- 
ing, because the extra comfort dis- 
courages moving. Some managers 
co-operate with tenants who wish 
to store their units during the 
winter, offering storage space in 
basements. 

“We never stop selling air-con- 
ditioning,” Mr. Lavender said, “but 
we give our efforts an extra spurt 
just before spring. It is not too 
early then, to remind the prospect 
that hot weather is not far away. 
We can tell him that now we have 
plenty of time to install his unit 
and get it ready to go to work the 
moment it is needed.” 

As hot weather approaches, the 
salesmen do intensive door-to-door 
canvassing. Heat turns the air-con- 
ditioning unit into an impulse 
item, Mr. Lavender declares. If the 
dealer has been working success- 
fully with the customer during the 
preceding months, he is likely to 
make the sale the moment the pros- 
pect is eager to buy. 

The most popular package unit 
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season 


that Lavender sells is the *%4-ton 
window unit which is in demand 
for both homes and offices. 

“The possibilities are unlimited 
for creating new sales,” Mr. Laven- 
der said enthusiastically. “The 
standard of American living today 
incorporates comfort. Anyone who 
has bought a good car, a refrigera- 
tor or a home freezer is ready to 
dig down for air-conditioning. It is 
up to the good salesman to condi- 
tion his mind for that impulse buy- 
ing that is sure to eome when the 
weather is hot. 

“We have to go along with the 
weather, doing our hardest work in 
the summer. But we don’t overlook 
the important preliminary work 
that gets the customer all set to 
make up his mind.” 

Because all air-conditioning units 
are big-ticket items, the customer 
wants to feel fully protected on his 
purchase with parts and service. 

An important part of the sales 
talk here is to convince the prospect 
that excellent service can be of- 
fered. The large service department, 
in the rear of the building, is staffed 
with three well-trained mechanics, 
headed by Service Manager Arthur 
Bridges.. These mechanics are fac- 
tory trained, and take special train- 
ing from time to time to keep up 
with what is most modern in ser- 
vicing air-conditioning. 

When Mr. Lavender and his sales- 
men sell a unit, they try to make the 
purchaser feel that he is buying 
comfort that will not be interrupted 
by a breakdown in material or ser- 
vice. Thus, after the unit is sold, 
especially in an office building, the 
salesman makes frequent call backs 
to be sure that the unit is working 
satisfactorily. When adjustments or 
repairs must be made, the service 
is rendered promptly. 

Besides the three men who give 
their time to air-conditioning in- 
stallation and repairs, there are two 
service trucks, painted with signs 
that identify them with air-condi- 
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A choice display spot is always given air conditioning at North Litth Rock 
Tire and Supply Co. Console units make attractive floor display models. 


tioning sales and service calls. 

Mr. Lavender expressed his be- 
lief that the time is not far dis- 
tant in the Southwest when prac- 
tically everyone owning a moderate- 
ly-priced home will be a logical pros- 
pect for packaged air-conditioning. 

“We are not confining all our sales 
efforts now to the more expensive 
homes. Our prospect list of refriger- 
ator customers is often used for 
air-conditioning. After the cus- 
tomer has paid for his new refriger- 
ator or home freezer, we start put- 
ting him in the mood for the pur- 
chase that will turn summer into 
a vacation-at-home.” 

Much of the North Little Rock 
firm’s sales efforts are now diverted 
to the office buildings 
through them he _ automatically 
reaches people in the higher income 
brackets. But he does not overlook 
the builders of new homes. It is 
more efficient and economical, he 
tells the owner, to plan for air- 
conditioning before the building is 
completed, so that the needed loads 
can be provided for. 

“We try to convince people that 
air-conditioning is not luxury. It is 
comfort that any American earning 
a regular income can afford,’ he 
said in discussing planning. 


because 


Mr. Lavender has sold air-condi- 
tioning only four years in his 
modern store that caters to the car 
and home owner. Electrical appli- 
ances have an attractive display 
area on the sales floor, and one of 
the choicest spots is given to air 
conditioning. In all seasons one or 
more units are shown, both window 
and console models. 


Mrs. E. E. Haning, saleswoman 


and demonstrator, can sell a package 


unit as glibly as she can sell a 
major home appliance, and she does 
so frequently. 

A well-planned advertising sched- 
ule on air-conditioning uses three 
mediums — newspaper, direct mail, 
and radio. 

“The time is right here for room 
coolers to be called electrical home 
appliances,” Mr. Lavender asserted. 
“Even now sales on these units rep- 
resent a good portion of our over- 
ail volume, and we've just scratched 
the surface of our potential mar- 
ket. There’s still educational work 
ahead of us. We need a good, live- 
wire sales staff at all seasons. And 
we know that we must continue to 
play up service along with sales. 
tut the business is there, waiting 
for us to do our share in developing 
3" 
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Records— 


real traffic builder for the appliance 


@ IF YOU ARE going to handle 
phonographs and records you have 
to go at it “whole hog or none,” 
according to Robert Stavinoha, 
owner of Modern Hardware and 
Appliance Store in Temple, Texas. 

An important phase of Mr. Stavi- 
noha’s business is the record shop 
which he established seven years 
ago when he was able to lease the 
building adjoining his original 
store. His volume today amounts 
to $30,000 annually on records and 
needles and accessories. 

Secret of his success, he believes, 
lies in the fact that he handles a 
complete line of phonograph mer- 
chandise. “It has to be a complete 
department because it is a special 
field. 

“And that means you have to 
have at least one full time employee 
for the department who looks after 
it exclusively. And you have to 
have a potential volume.” 

Stavinoha puts special stress on 
potential volume. “If you study 
the market and find it doubtful it 
is best not to bother with records.” 

By way of proving his point 
about a complete line, Mr. Stavi- 
noha points out that two of his 
competitors recently discontinued 
their phonograph appliance busi- 
ness. “They tried to get by with 
just a few records and a small 
amount of equipment and it did not 
pay off.” 

Much of the credit for the record 
shop’s success goes to Miss Bernice 
Vanicek, manager of the shop since 
its founding. Her experience and 

The record shop is located in the building adjoining the Modern Hardware geri = parr a 
and Appliance Co., but the rear door leads naturally and easily into the . ees 
main division of the appliance store, and attracts customers who follow the wrong guess on public reaction to 
path of least resistance to other purchases. Bottom photo, Mrs. Stavinoha, a tune can result in under supply 

left, checks an album display with shop manager, Bernice Vanicek. or over supply. Orders to manu- 
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department 


by Wilbourn McNutt 


facturers are sent in 
every Monday. 

Proper display is all-important in 
the sale of records. “If you don’t 
display them you can’t sell them,” 
says the manager. Manufacturers 
go to great pains to put attractive 
illustrations on the covers of rec- 
ord albums. Displaying them at- 
tracts customers and 
sales. 


regularly 


increases 


The shop has one floor display 
rack and one table model for long- 
playing records. Both of these are 
revolving stands. Along the walls 
are stands for display of albums. 
The main display rack next to a 
counter equipped with stools was 
recently converted to hold five rows 
of 45 RPM records. Before it was 
converted it held only three rows of 
the old style 78 RPM discs. “This 
shows that the public is demanding 
more and more the long playing 
records,” the owner explains. 

The manager has developed high 
skill in customer relations. For in- 
stance, customers appreciate the op- 
portunity to browse. “If people 
come in and say they would like to 
look around, by all means invite 
them to do so,” she says. The shop 
is equipped with two playing booths 
where customers may listen to num- 
bers they would like to try. Thus 
by letting them browse around the 
store and listen to records they fre- 
quently sell themselves. 

Teen agers form an important 
group for phonographs and records. 
They also require kid glove han- 
dling. ‘‘They’ll wreck your place if 
you let them,” says Miss Vanicek. 
“We keep a careful eye on them, 
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Shoppers are not hurried in the record shop, but are invited to browse. Dis- 
play in the foreground (top photo) was recently converted to hold more 
long playing records which are gaining in acceptance. Outside doorway 
on the right (bottom photo) leads to the record department of the store. 


but we don’t dare insult them. At 


that age thev’re = sensitive to 
slights, but we know they are also 
habits that will 


last a life time. If we can get them 


forming buying 


started buying from us there is a 
good possibility tnat they will co 
tinue.” 

Catering to the youngsters also 
requires giving them special con- 
sideration such as setting aside the 
records they request, ordering rec- 
ords not in stock and keeping up 
with the styles in teen age jive. 
“Right now the urge is for ‘Cat’ 


music,” says Miss Vanicek, 
music Is a special brand 
Negro vocalis 
vill generally make i! 


Miss V:; 1i1C@} 


t how to the wis! 


dished up by 


istomers 


The winter mont} especially 
December, are tne pest tor record 
sales. Mr. Stavinoha has a total of 


four employees in the re 


ord shop 


during that period. Other times 
tnere are two. 
Conceivably, a record shop might 


Please turn to page 112.) 





Personalized fan sales 


by Beatrice Miller 


@ PERSONAL INTERVIEWS and home 
visits—taking the time to go into 
detail on a customer’s precise living 
arrangement and his ventilating 
problem so that the fan most suited 
to his needs will be sold to him— 
have brought the Hudson Supply 
and Equipment Company, of Wash- 
ington, D. C., a steady yearly gain 
of 15 per cent since 1947 in all types 
of fans. Last season’s gain was 
$1700 over the preceding year. 
“The first requisite in making a 
fan sale is giving a customer the 
opportunity to describe the condi- 
tions of her room so that you sell 
her the most efficient fan,” says 
Florence J. Atkinson, manager and 


Ask her, for example, if there is 
cross ventilation. Are the windows 
all on one side of the room? Where 
is the door? Is the hall carpeted? 
Are there draft doors? How large 
is the room? Has she ever used a 
fan before? If so, what kind? Was 
it effective? Of no use?” 

Miss Atkinson believes that per- 
sonal attention makes for happy 
and satisfied customers who report 
to their friends that here is a store 
that doesn’t try to unload any fan 
on a customer. The policy has re- 
sulted in the company’s having 
practically no fan returns. 

“If I have shown a customer a 
number of fans I believe suited to 


Miss Atkinson, buyer and manager of Hudson Supply and Equipment Co., 
goes over the details of a customer’s living quarters to discover the fan best 
suited to her needs. These personal interviews win sales for the Hudson Co. 


buyer, whose policy strongly under- 
lines personal contact even to the 
exclusion of other forms of promo- 
tion. “Question her so that you can 
be of utmost aid. Do not take for 
granted that she knows something 
about fans. Get full details even 
though she may approach you with 
a decided request for a window fan. 





her needs, and she cannot make up 
her mind, our next step is to in- 
quire whether I can visit her home 
to discover what fan is best,” she 
went on, indicating that she gave 
five hours weekly in season, visiting 
customers between three and four 
and six and seven in the afternoons 
daily and frequently on Sundays. 


In cases where the home is so 
arranged that ventilation is difficult 
to plan, Miss Atkinon has the en- 
gineer go along with her. 

“My point in visiting and looking 
the situation over when a customer 
is undecided, is not to let the sale 
get cold. I am after volume and a 
satisfied customer,” Miss Atkinson 
explained. “If I let my customer 
go out the door undecided, she may 
walk down the street and buy a fan 
from my next-door neighbor.” 

Miss Atkinson feels that if she 
can talk to both the husband and 
wife at one time she will be better 
able to help them reach a decision 
at once. The longer the decision is 
postponed, the more probable it is 
that a sale will not be made. 

Miss Atkinson cautions against 
overstaying the welcome in a home 
visit. She is a firm believer in at- 
tending to business and then leav- 
ing. 

When the sale is to be made in 
the store, Miss Atkinson shows the 
customer every model and type of 
fan available, letting her visualize 
its appearance and function in the 
room. She is opposed to talking 
from a catalog. 

Regardless of where the sale is 
made, this enterprising manager 
demonstrates, instructs in the use 
of, and explains every appliance 
she sells. 

The Hudson Supply and Equip- 
ment Company starts. thinking 
about fans in March. About the 
middle of the month, floor and win- 
dow displays are set up. Small ped- 
estal fans, ten-inch, 12-inch, 16- 
inch, and 20-inch floor fans, intakes 
and exhausts for casement windows, 
circular hassock-type fans and attic 
fans are included in the company’s 
line. 

Streamers, banners, and placards 
are avoided in these store and win- 
dow displays. With three window 
frames of a size corresponding to 
a realistic home situation, displays 
of three different types of fans are 
placed in their street show windows. 
Inside the store a representative 
display of all types and models, 
plainly seen from the street, is dis- 
tributed over the sales floor. 

“We want our displays to be as 
close to a customer’s home situation 
as we can get them. That’s why 
we use real window frames. We 
don’t want distracting banners and 

(Please turn to page 112) 
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One of every four adult county residents visited this store during a 
° . = 


Week-long appliance promotion 


@AN AVERAGE of one out of four of 
the adult population of the county 
visited W and P Appliance Co., in 
Jasper, Ala., during a recent seven- 
day promotion, and the visits re- 
sulted in 35 major appliance sales, 
a good prospect list for spring and 
summer selling, an_ established 
change in the store name, and ad- 
vertisement of the addition of a 
new line of appliances. 

The promotion established some- 
thing of a record for Jasper’s 8500 
population, and the store owners, 
Emmett Webster, president, and 
Lewis Potts, vice-president, at- 
tribute the success to good planning 


During the recent week-long promotion, the interior of 
W and P Alliance Co. was arranged so that visitors could 


by W. M. Massey 


and timing of the week’s activity. 

Though the sale of 35 major ap- 
pliances at a gross dollar volume of 
$14,000 and a promotion cost of 
only $5.70 each was gratifying, im- 
mediate sales were not the only ob- 
jective in the promotion that was 
advertised as “One Big Week of 
introductions, Gifts, 
and Specials.” 

Lewis Potts, who had over ten 


Door Prizes, 


years experience in appliance mer- 
chandising with 
and Co., before joining the Jasper 
firm last year, summarized the ob- 


Sears, Roebuck 


jectives of the special week as fol- 


lows: “We had just changed our 


store name from Maytag Appliance 
Co., to W and P Appliance Co., and 
wanted to get the new name well- 
established in the trade territory. 
We also wanted to get our entire 
store personnel better known to 
the public because we emphasize 
strongly the personal angle in sell- 
ing and want people to know our 
salespeople.” 

Mr. Potts continued, “Our store 
had just added the entire GE line 
from light bulbs to the largest ap- 
wanted to make 
this fact known to as many people 


pliances, and we 


as possible in as short a time as 
(Please turn to page 111) 


get a good look at the appliances which were marked 
with prices, and the gifts which went with purchases. 
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® WITH REPRESENTATIVE appliance 
dealers from all parts of Texas, the 
Appliance Dealers Profit Clinic held 
in the Shamrock Hotel, in Houston, 
Texas, May 29 and 30, became the 
nucleus of the Texas Appliance 
Dealers Association, which had its 
formal organization at the conclu- 
sion of the Profit Clinic. 

The appliance dealers 
Stanley Blount, of Houston, as 
president of the newly organized 
Texas Association. Mr. Blount is 
one of Houston’s leading dealers 
and served as general chairman of 
the Profit Clinic. 

Other officers elected to serve the 
Texas Appliance Dealers Associa- 
tion include the vice-presidents, 
Sam Hagy of Dallas, and Vegal 
Bourland, of Fort Worth, both of 
whom have been active in the past 
year in the promotional work that 
has led to the organization of the 
association. 

C. L. MacNeal, of San Antonio, 
was elected secretary, and Glenn 
Flinn, of Tyler, treasurer. For the 
time being, temporary quarters of 
the new association are located at 
635 West Building, Houston. 
Permanent offices are to be located 
in Austin, which is more centrally 
located, as soon as a managing di- 
rector has been appointed. 

The Profit Clinic was guided 
throughout the day under the chair- 
manship of Wallace Johnston, presi- 
dent of the National Appliance and 
Radio-TV Dealers Association, and 


elected 


Texas appliance dealers 


one of Memphis’ leading appliance 
dealers. In opening the meeting, 
he cited the value of these Profit 
Clinics, sponsored by NARDA 
throughout the country, and recom- 
mended to the dealers present that 
they couldn’t spend any money that 
would do more for them than that 
spent to attend the clinics. 

One of the first subjects discussed 
before the Profit Clinic was that of 
the dealers’ finance problem. This 
subject was presented by Albert 
Joekel, vice-president, First Na- 
tional Bank of Houston. Mr. Joekel 
pointed out that the high standard 
of living and consumer credit are 
closely related. For this reason, the 
subject of consumer credit is of 
the utmost importance to the appli- 
ance dealer who sells so many of 
the items that contribute to our 
high standard of living. 

How to check credit—the first 
step, Mr. Joekel pointed out is the 
interview, and this is most import- 
ant. Obtain as much information 
as possible in the interview. Often 
the reaction of some dealers is that 
they cannot obtain all the informa- 
tion asked for in the credit ques- 
tionnaires, but Mr. Joekel pointed 
out that obtaining such information 
would pay special dividends when 
trouble was experienced. He rec- 
ommended that the dealer get such 
information as the wife’s name, 
previous employment, etc., and es- 
pecially to get several business and 
personal references. 


One of the first steps in checking 
credit is to check through the local 
retail credit association. If the pros- 
pect is not rated at the credit bu- 
reau, information must be obtained 
from the information sources given 
in the interview. After credit infor- 
mation is obtained, the dealer must 
make the all-important decision as 
to whether the credit risk is a 
proper one. 


Credit precautions 

One point that should be given 
careful consideration at this time 
is that many people are being loaded 
with obligations. Mr. Joekel cited 
as an example how a GI could buy 
a house, car, and appliances total- 
ling nearly $16,000 with a $2,000 
equity. Payments on these items 
might run as high as $200 per 
month. If the monthly income of 
such a GI is say $400, a new pur- 
chase may certainly be the prover- 
bial straw that broke the camel’s 
back. 

Credit bureaus can help in col- 
lections if delinquent accounts are 
reported promptly. Such delinquent 
accounts if reported, prevent the 
individual from incurring addi- 
tional obligations until his current 
ones, including the appliance deal- 
er’s payments, have been satisfied. 

Very often, information obtained 
in the interview will help in mak- 
ing collections when purchasers 
“skip” or disappear. The informa- 
tion on the original credit ques- 


These leaders addressed the Texas Appliance Dealers Profit Clinic— 


Al Bernsohn 


Elmer Wheeler W. H. Shipley 


Albert Joekel J. F. Donnelly 
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organize association 


(Left) Wallace Johnston, president of the National Appliance and Radio-TY 
Dealers Association, and one of Memphis’ leading appliance dealers, pre- 
sided over the Appliance Dealers’ Profit Clinic held at the Shamrock Hotel, 
in Houston, Texas. (Right) Stanley Blount, president of the Houston Appli- 
ance Dealers Association, who served as general chairman of the Profit 


Clinic, emerged as president of the Texas 


Appliance Dealers Association 


when that group was formally organized at the conclusion of the Profit 


Clinic. Other officers include 


Sam 


Hagy, vice-president, 


Dallas; Vergal 


Bourland, vice-president, Fort Worth; C. L. MacNeal, secretary, San Antonio; 
and Glenn Flinn, treasurer, Tyler. 


tionnaire help to locate him 
when properly followed up through 
references, previous employers, etc. 

Another important consideration 
is to know the law as it applies in 


may 


your state on conditional sales con- 
tracts such as the sale of 
electrical appliances. For example, 
in some states the signature of the 


used in 


wife is not legally binding upon the 
husband.. Another important point 
is to always be sure that the buyer 
is the individual he claims to be 
identify him. Also, make up con- 
tracts carefully, write in ink without 
erasures, etc. Be sure that amounts 
in the body of the note correspond 
with numerals written in—remem- 
bering that the amount in writing 
will be the legally correct amount. 
Mr. Joekel pointed out that banks 
require dealers to sign notes with 
insures con- 
the sale. 
with the 
is more likely to 
keep the customer satisfied, and he 


recourse because this 
tinued dealer interest in 
This interest, 
dealer’s 


together 
service, 


is not likely to become a buyer who 


’ 
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will let the appliance go and refuse 
to pay. 

Another point which Mr. Joekel 
that dealers have no 
right to become provoked when the 
banks turn down certain consumer 
credit accounts, because the banks 
inclined to consumer 
credit accounts on the basis of the 
credit of the buyer rather than on 
the credit of the dealer who indorses 
the note with recourse. 


stressed is 


are accept 


He warned dealers present that 
installment selling had been on the 
that 


many ac- 


increase for ten years and 
there were undoubtedly 
the books which 


would not hold up if a condition of 


counts on today 
business recession should occur. 
the 


food, and 


As examples he mentioned 
sale of home freezers with 
television sets with antennas and 


Wher 


low down 


service policies. these 


sold 
and long terms, a 


items 


are with payment 
nsiderable risk 
It was Mr 
that 


these items are generally too small 


Joekel’s ob- 


is involved. 


servation down payments on 


to make safe credit risks in view of 
the fact that there is no value to be 
recovered in food that 
and in installations and 


service which are not recoverable 


has been 


‘onsumed 


Dealer and distributor 


Relations between the appliance 


dealer and the distributor were dis 
ussed next before the Profit Clink 

W. M. Shipley, president, Main 
_ one of the na 


Line Cleveland, Inc 


tion’s outstanding distributor o1 


ganizations. Mr. Shipley discussed 
what a distributor expects from his 
dealer organization, and what sup 


port, protection, and help a good 


distributor should give his dealers 
Mr. Shipley 
this 
from 


pointed out that con 


ditions mn business had not 
chanyed and 


that the 


prey lous Vears 
question is 


the 


all-important 


“Can we be of service to con 


sumer?” 

The history of the appliance busi 
ness is one of recurring instances 
of opportunities for the aggressive 
dealer, Mr. Shipley who 


sald, will 


do the doorbell pushing necessary 


to introduce new items. Experience 


same on radio and 
The big 


soon as it 


has been the 


many other items mer- 


chants want it as has 
built up 
the 


the cream is skimmed off. 


been 


and they'll drop it 


as soon as going is hard and 
The one thing needed today is a 
Asa 
that we 
the 


rep- 


good name, Mr. Shipley said. 
felt 
protect 


distributor, we have 


were honor bound to 
good name of the “people” we 
resent. 

Mr. Shipley then explained why 
his company this 
organization 
and reducing it by 30 per cent. He 
said that despite the wonderful TV 
market that has been in existence, 


was at time 


screening his dealer 


he expects that color TV is going to 
represent a substantial market for 
a good many years to come and that 
we need all of the remaining time 
to get our dealer organization into 
shape in view of the fact that color 
in TV in 1954, 
exists in al 
result of the 
involved in the bu 


may bec 
The 


markets 


ome a tacto1 
problem ‘nat 
is often the 


different people 


h other and not 


ny @€a 


+ 


il} o each other in 


anding way where there 


it inaers 


tanding of a 


problem and mutual 


inderstanding 


of responsibilities 


One of the most important needs 
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today is that of sales training, Mr. 
Shipley said, and this need was em- 
phasized by the results of a survey 
of merchandising practices. One of 
the points brought out by this mer- 
chandising survey indicated that 
only a small number of salesmen in 
the shopping tests tried to “sell up” 
the smaller TV sets. Other points 
brought out the small number that 
actually made use of demonstration. 
Of those who did demonstrate TV 
sets of would-be purchasers, very 
poor pictures were shown. When 
the purchaser indicated that he felt 
that prices were high, many sales- 
men simply agreed, with a take-it- 
or-leave-it attitude. 

When the purchaser inquired 
about terms, emphasis was often 
placed on the 12 per cent carrying 
charge rather than on the conven- 
ience of terms that could be made 
available. When asked if the hus- 
band could see it, only one per cent 
of the salesmen tried to make a date 
so that the selling process could be 
continued with both husband and 
wife. In many instances, the sales- 
man tried to simplify the entire 
situation by sending the set out on 
trial without endeavoring to learn 
whether the prospect was really a 
good one or not. 

Mr. Shipley said that the idea of 
a sales meeting to some dealers is 
to tell the men that if a customer 
asks any questions to give him 15 
per cent off—if it takes any more 
“bring him to me!” Mr. Shipley 
got a good laugh from the audience 
when he said that the dealer is the 
genius who knows how to give big- 
ger discounts! 

While on the subject of sales- 
men, Mr. Shipley pointed out that 
dealers need to realize the need of 
giving salesmen a better deal. The 
salesmen must be given an oppor- 
tunity to make money and achieve 
dignity or else the dealer will wake 
up to find a new store and another 
competitor in the field. 


Sell the sizzle 

One of the world’s most famous 
salesmen, Elmer Wheeler, next ap- 
peared on the program of the Profit 
Clinic, to tell dealers how to im- 
prove their sales techniques and 
close more sales through dynamic 
action and work choice. The re- 
nowned speaker, author, salesman, 
and sales promotion authority spoke 
as a representative of DuMont. 
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By way of introducing his com- 
ments on selling, he pointed out 
that selling was a trick but it wasn’t 
trickery, that sincere selling is best 
—and it isn’t high pressure selling. 
He explained the importance that 
words play in selling and explained 
that 147 organizations are now us- 
ing tested selling sentences devel- 
oped especially for them. 


Tested sales formula 

He then proceeded to outline to 
the dealer a tested formula for clos- 
ing a sale. The first point he made 
was “Don’t sell the steak—sell the 
sizzle.” He explained the obvious 
importance of this statement—that 
people generally are not buying the 
“thing” but the function or what it 
will do for them, and in order to 
sell the sizzle, he explained that you 
must sell yourself—that the custo- 
mer must like you in order to be 
receptive to your sales talk. Es- 
pecially important in this connec- 
tion, he said, is to get rid of “I” 
and learn to talk “you.” Be a good 
listener. 

The second important point in a 
sales formula he gave as “Don’t 
write, telegraph!’ He explained 
this by saying that the first ten 
words are the most important in 
the sale. He explained that this was 
the reason for the success that so 
many organizations have had by 
using tested sales sentences. 

The third important point was 
“Say it with flowers.” He empha- 
sized that it isn’t always what you 
do and what you say but the way 
you do it and the way you say it, 
etc. 

The fourth step in the sales 
formula, Mr. Wheeler said, is, 
“Don’t ask if, ask which.” He ex- 
plained this important point fur- 
ther by saying your sales technique 
should always be designed so that 
you are constantly giving the cus- 
tomer a choice between two things 
that can still lead to a sale—not 
something or nothing. One of the 
examples he gave in this connection 
was the tested sales sentence used 
by a large drugstore chain that in- 
creased egg sales in malted milks 
by not asking whether an egg was 
wanted or not, but by making the 
question “Do you want one egg or 
two in your malted milk?” 

The fifth important point stressed 
by Mr. Wheeler was “Watch your 
bark.” By this he meant the voice 


and all the mannerisms by which a 
salesman might unknowingly be 
greatly reducing his sales potential. 

At this point the morning session 
of the Profit Clinic adjourned to a 
special meeting which honored Dr. 
W. W. Kemmerer, president, Uni- 
versity of Houston. On this occa- 
sion, Wallace Johnston presented a 
special plaque to Dr. Kemmerer on 
behalf of the Appliance Dealers of 
America, for Dr. Kemmerer’s out- 
standing contributions to education 
and the pioneering of Station 
KUHL, the first educational TV sta- 
tion in the world. 

In accepting the plaque, Dr. Kem- 
merer said that the effect of educa- 
tional TV will mean the sale of 
many more TV sets to the residual 
number who will not buy TV to see 
the present type of program. A 
much larger effect will probably be 
the sale of second TV sets to many 
homes in order that both education 
and entertainment can be received 
at the same time. 

He favored a separate type of or- 
ganization for operation of educa- 
tional TV. This will result in a new 
type of educational process, which 
he said is most important, rather 
than making educational TV simply 
a part of college education as we 
know it today. 


Balanced selling 

J. F. Donnelly, vice-president in 
charge of sales, for Servel, Inc., was 
the first speaker at the afternoon 
session of the sales clinic, his sub- 
ject being “Better Balanced Sell- 
ing.” He pointed out that with the 
tremendous movement of many ap- 
pliance manufacturers’ “full line” 
production, the dealer must read- 
just and broaden his sales program 
toward more varied selling. 

In pointing up the opportunities 
for the dealer at the present time, 
he cited the fact that employment 
is high, personal incomes remain 
high, spending 
freely, personal remain 
high, and increased population and 
new homes being formed assure a 
continuing market for appliances. 

But he made it plain that the bat- 
tle for the consumers’ dollars in 


consumers” are 
savings 


various industries will require some 
very old-fashioned selling on the 
part of appliance dealers. 

Some of the present day short- 
comings of the retail appliance 
dealer First, retail 


were cited. 
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salespeople are playing a very nega- 
tive role in the sale of appliances. 
There is practically no upgrade 
selling. Salesmen tend to greatly 
overemphasize price. They fail to 
properly play up the customer’s de- 
sire for the product. They are gen- 
erally unfamiliar with the complete 
story of the appliance they are try- 
ing to sell. And of especial import- 
ance, they don’t know how to close 
a sale. 

To remedy these difficulties, Mr. 
Donnelly recommended full use of 
training aids, a training program 
that will familiarize salesmen with 
the product, and special emphasis 
on the part of manufacturers’ sales- 
men on sales training of the prod- 
uct. 

He explained that there are two 
sides on full-line selling. Some deal- 
ers prefer to be specialists, while 
others prefer to be full-line dealers. 
The real key to the latter is a full 
use of promotional materials. 


Television merchandising 


The appliance dealers’ Profit 


Clinic was concluded with a panel 
discussion of all phases of televi- 
sion merchandising, the 
cluding Mort Farr, past 


panel in- 
president 
of NARDA, J. P. Anger, national 
sales training manager of Motorola, 
Inc., and Al Bernsohn, managing di- 
rector of NARDA. 

In opening the session on suc- 
cessful television merchandising, 
Mort Farr told the dealers that he 
would tell them the secret of how 
he had trained his salesmen to sell 
$200,000 worth of business per year. 
The key to this, he said, was in the 
instructions he gave his salesmen 
that each salesman should know 
1000 custmers by name, that 1000 
customers should know him by 
name, that he should know what 
1000 prospects have in their homes, 
and that these 1000 prospects should 
know what Mort Farr has in his 
appliance store. 

Mr. Farr explained that chiselers 
have and will be with us— 
but the point he made is that they 
are different ones—that they don’t 
last long. 

In commenting upon some of the 
previous remarks about the present 
status of retail selling, he said that 
while the average may not be as 
high as we would like, there are 
some very fine examples of sales 
training among the appliance deal- 


been 
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ers. As an example of this he 
pointed out that there were over a 
million TV sets sold in Philadelphia 
even though there are not that 
many wired homes. Cities with less 
saturation have an excellent sales 
prospect in the year or two ahead. 

What lines to and how 
many? Mr. Farr answered this 
question by explaining there is no 
need for exclusive lines, but the 
dealer should have a couple of good 


carry 


ones, three at the most. A very im- 
portant sales aid, he explained, is 
an antenna distribution system to 
provide for store demonstrations. 
That’s the only way to get the full 
value from your display space, he 
said. 

He also advised the dealers that 
there is no shortage of TV there- 
fore they should not go overboard 
in stock. In his opinion more turn- 
over is needed. Last year it was 
4.4—it should be at least six. A 
formula he recommended to 
dealers is that the total inventory 
at cost should equal about 30 days’ 
sales at retail. He gave his opinion 
that TV dealers must have a dis- 


good 


count between 28 and 32 per cent in 
order to conduct a profitable busi- 
ness. 

A very pointed question was made 
at this time by Mr. Farr, who said 
that dealers are often criticized by 
manufacturers for selling the low- 
est priced units. The question he 
asked is why manufacturers can 
not advertise something other than 
$199 models! 

The real key to successful mer- 
chandising, he said, is the salesman. 
He pointed out that there are no 
good stores without good salesmen, 
and similarly 


there are no poor 


stores with good salesmen. 


Service considerations 
He also made the point that dealer 
almost invariably is pro- 
portional to service facilities, and 
in this connection he asked distrib- 
utors and manufacturers to get out 
of the service business, and asked 
the question “Why should a distrib- 
utor have his men going into my 
customer’s home?” 

The best practice with respect to 
television service is to operate it on 
that is, take calls 
on one day and route them for the 
next work. In Mr. Farr’s 
opinion, a television dealer should 


success 


a 24-hour basis 
day’s 


have about one serviceman for each 


600 sets service. It is 
profitable 
that outside 


servicemen should not bring in more 


requiring 


very important from a 


service point-of-view 
than 20 per cent of the sets they 
If they 
do bring in more than this number, 
it is evident that they are not qual- 
ified. 


are called upon to service. 


Opportunities of future 

The advent of UHF opens up new 
opportunities for antenna sales as 
well as the addition of UHF tuners 
and converters. While on the sub- 
ject of selling antennas, Mr. Farr 
urged the dealers to be sure that 
their service contract protects them 
against maintaining the antenna if 
it is destroyed in wind storms, ete. 
He also explained that television 
dealers must have a service policy 
that lets service pay its own way. 
He explained that 
count 


dis- 
never de- 
signed to include any free service. 
The dealer’s future is particularly 
dependent upon the attitude of his 
customers toward him, so he should 
make every effort to see that sales 


television 


schedules were 


are followed up and that sales are 
properly handled. In this 
tion, Mr. Farr said that telephone 


connec- 


contacts especially need watching, 
and every dealer can well afford to 
determine how people who call his 
store are being handled. 

Another method of assuring cus 
satisfaction, Mr. Farr ex 
plained, is the use of a service card 


tomer 


in the form of a double postcard 
which goes out to every custome) 
after each service job. This 
asks if the work was entirely sat 


card 


isfactory, if it was completed when 
promised, if the customer received 
courteous treatment, and how the 
service can be improved to make it 
more satisfactory to the customer. 
The card also includes a line saying 
“Our total 
of dollars paid to serviceman.” 


Mr. Farr mentioned that this is ad 


records show charyes 


visable in order to remove any 
temptation on the part of service 
men te charge one price and turn 
in something else to the compan; 

In conclusion, Mr. Farr empha 
sized that trade-ins were becoming 
increasingly important in the tele 
vision industry, that color may ap 
pear sooner than expected, and that 
it will undoubtedly be at least two 
number of 


111) 


years before any real 


Please furn to page 
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Home said best 
market for fans 


FANS and air-conditioning units 
were hailed as the appliances to 
push in this “unsaturated” market 
by speakers at NAED’s 45th An- 
nual Convention, in Chicago, May 
24-29. 

Calling attention to the recent 
industry study and the associa- 
tion’s recently issued booklet, 
“Facts About Fans,” S. M. Ford, 
chairman of the Merchandising 
Committee, Electric Fan Section, 
of NAED, said: 

“... 1 feel most sincerely that 
manufacturers, distributors and 
dealers who want to merchandise 
electric fans are on the threshold 
of their greatest opportunity in 
the history of this 60-year old busi- 
ness. I am not referring particu- 
larly to the current fan season but 
to the next 5 years, as the trade 
can be awakened to the consumer 
concept in the sale of electric fans.” 

Mr. Ford stated that there is an 
opportunity in this “unsaturated 
market” for the sale of “2, 3—yes, 
perhaps 5 times the number of fans 
that are currently being sold egch 
year in the homes of America.” 

In defining the scope of the Elec- 
tric Fan Section of NEMA and 
the various fan types, Mr. Ford 
said: 

“Many of these fan types are sold 
for commercial and industrial use 
but by far and away the greatest 
future opportunity exists through 
merchandising these fans to the 
consumer—to the home market. 
For this reason the NEMA Fan 
Merchandising Program is directed 
specifically to the sale of portable 
type fans for home use!” 

“ . .. We, manufacturers, dis- 
tributors and dealers alike. have 
neglected our merchandising oppor- 
tunity to sell fans in appropriate 
volume to the 40 million wired 
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What they said at the 


homes of And _ so, 
there is perhaps then a very good 


reason why the saturation of elec- 


this country! 


why during the 
past seven vears we have averaged 
about 2,000,000 fans a year sold 
for home use compared with an 
average of 11 million radio sets for 
the same period.” 

Mr. Dave Meskill, sales manager 
of General Electric fans, aided Mr. 
Ford in telling the audience about 
NEMA’s “May Days Are Fan 
Days” promotion and _ the 
training booklet, “Facts 
Fans.” 

Mr. Meskill stated that there is 
a “tremendous opportunity for de- 
veloping fan sales to the consumer 
—the home market—and the possi- 
bility of as much as a 500° in- 
crease in the sale of fans over the 
next five years.” 

He said that he is “under no 
illusions that an industry advertis- 
ing program can do this job by 
itself. But if all manufacturers 
and distributors back the objectives 
of the industry effort with their 
own programs and advertising, 
there can be no doubt of the result.” 

“|. . Support the industry’s pro- 
gram for pre-season selling and 
alert vour dealers to the sales train- 
ing and consumer selling job, which 
must be done if we are all to fully 
realize upon our great opportunities 
in the electric fan business,” Mr. 
Meskill concluded. 


tric fans is low 


sales 
About 


Advancees eited 
in color TV 


“COLOR TELEVISION — Its Status 
Today and a Look Into the Future” 
was the subject of an address by 
W. R. G. Baker, vice-president, Gen- 
eral Electric Co.. chairman, Na- 
tional Television System Commit- 
tee, and Chairman, RTMA Televi- 
sion Committee, at the convention. 


He prefaced his remarks by say- 
ing that they were “just one man’s 
considered opinion based pri- 


the NTSC 


covering a period of two years of 


marily on work with 


fairly exhaustive deliberation and 
study” 

Mr. Baker said, * 
color television is highly involved. 


... Technically, 


In terms of production, color tele- 
vision receivers offer new and com- 
plex problems that will make our 
black and white manufacturing 
problems look simple in comparison. 
The problems of marketing—at all 
levels, the factory, the distributor, 
and the dealer—will be complicated. 
We inject into the sales picture, not 
only a new and highly technical 
product, but at the same time, we 
must handle its introduction in 
such a way that the true merits 
of color versus black and white are 
properly understood by the buy- 
ing public—particularly, in relation 
to the service the public may ex- 
pect to get from color and what 
they would have to pay for it in 
comparison to a black and white 
receiver.” 

He predicted that color television 
receivers “will be expensive in com- 
parison to present black and white 
receivers. Industry estimates indi- 
cate they will be at least double the 
price and may run three times 
the cost of comparable picture-size 
monochrome sets.” 

“The major remaining problem 
in color television lies in the picture 
tube,”” he stated. 

In answering his own question, 
“When will we have color televi- 
sion?, Mr. Baker said, “My time 
schedule will probably be criticised 
by many in the industry, particu- 
larly, those who are projecting color 


Presented here are some of the 
highlights of the sessions of the Appli- 
ance Division, of the National Asso- 
ciation of Electrical Distributors, dur- 
ing the association’s 45th annual con- 
vention held recently in Chicago. 
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NAED annual convention 


into the distant future. But, I am 
confident that television is 
here, technically equal to the black 
and white sets, when standards are 


color 


” 


set. 

In explaining the NTSC system, 
Mr. Baker said that it “fulfills the 
compatibility requirements. It re- 
produces the program on black and 
white receivers, producing images 
in monochrome which are virtually 
indistinguishable from 
vided by standard monochrome 
No modification of the 


those pro- 


broadcasts. 
receivers is required; in fact—no 
adjustments whatever are needed 
except the normal operation of the 
front panel controls used in mono- 
chrome reception.” 


More promotion 
of gifts urged 


CITING the growth in participat- 
ing dealers from 5,000 in 1950 to 
35,000 in 1952, Stanley G. Fisher, 
chairman Electric Housewares 
Section, National Electrical Manu- 
facturers Association, and 
manager, Electric 
Division, Landers, Frary & Clark, 
urged teamwork 


sales 


Housewares 


among manufac- 

turers, distributors and dealers. 
“Last vear, electric 

accounted for over $600,000,000 in 


housewares 
retail sales. But despite this dra- 
matic sales development, we have 
not vet tapped more than merely 
multi- 
Con- 


the surface of the annual 


billion dollar gift market. 


sumers have more spendable_ in- 
come than ever before in history 

but the trend of the times is to- 
ward saving not spending. To com- 
must 
our promotional prowess—and the 
Electric Housewares Gift Cam- 


paign is the tested selling tool that 


bat this tendency, we prove 


can do the job!” he said. 

Mr Fisher outlined a 
program for distributors and their 
dealers to use in promoting gift 


14-point 
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Stanley G. Fisher (left), chairman, 


Electric Housewares Section, NEMA, 


points out some early entries in the national display contest sponsored by the 
section. The contest is in conjunction with the vear ‘round Electric House- 
wares Gift Campaign. Looking on is Samuel Fingrutd, president, Everybody's 
Supply Co., Philadelphia, and chairman of NAED*s Housewares Section. 


sales. He urged them to enter 
photographs of their dealers’ elec- 
tric housewares windows in the 
1953 display contest for national 
recognition and awards. This con- 
test, which July 15th, is 
sponsored by the Electric House- 


wares Section of NEMA. 


closes 


Production said 
im era of selling 


IN HIS ADDRESS to the convention, 
H. C. Bonfig, vice-president, Zenith 
Radio Corp., Chicago, said, “We've 
got to get out and sell like we neve 
sold before.” 

Dividing Ameriu.’s productior 
might into three eras, the first two 
being the “era of invention and ex 
“the era 

Bonfig sa 


. Today we find ourselve 


perimentation” and 
mass production,” Mr 


the third era of our industrial de 
velopment—the era of selling. Ur 
fortunately, too few 


realize this fact We 


people in busi- 
ness today 


have alwavs been known as a nation 


of salesmen, and now we've got to 
earn that title all over again. I do 
not think it is an exaggeration to 
say that much of the responsibility 
for the continued well-being of our 


economy now rests with us who 
make up the selling apparatus—the 
factory sales divisions, your dis 
tributor organizations, and the re 
tailer who makes the final contact 
with the people.” 

You knov 


large percentage of 


ourself that 

salesmen no\ 
in business have never known what 
it’s like to really 


For too many of this new 


h for orde 
crop of 
salesmen, their first and only tran 
ing in selling was holding an in 


patient customer at bay until 


desired item or a reasonable 
simile came thi 
tory. 
“We need ay: ome of that old 
fashioned yra oots hard selling 
vere bea iny’ 
n the Twentie 
member. . . The 


ynen we can 


to come in and 





nudge the salesmen. Now the sales- 
men have to get out and nudge the 
buyers.” 

Mr. Bonfig cited the need for im- 
proved distributor efficiency, and 
said that the outlook for “radio and 
television is excellent in this era of 
selling.” He said, “. .. The advent 
of television, instead of eliminating 
the need for radios, has accelerated 
their trend toward flexible, tailored 
use,” which has, “. . . pushed the 
radio set out of the living room and 
into the kitchen, the bedroom, even 
the bathroom, and out of doors to 
the beaches and picnic grounds.” 

Making a strong bid for Phone- 
vision, Mr. Bonfig stated: 

“Mark my words, gentlemen, the 
arrival of subscription television, 
opening up the vast untapped areas 
of choice programming material, 
guaranteeing the continuation of 
sports on home TV, and expanding 
the medium into a truly national 
service, will provide a terrific im- 
petus to set sales.” 


Cooled streets, 
- cities predicted 


USING FACTS and figures to sup- 
port his statement, Cloud Wampler, 
president of the Carrier Corpora- 
tion, restated his forecast that the 
air conditioning industry would be 
doing an annual five billion dollar 
business by 1963. 

Splitting this total down, Mr. 
Wampler said that “Forty per cent 
of the total will be in central sys- 
tems of all types for all purposes. 
Thus, 60 per cent will involve unit- 
ary products for a total of $3,000,- 
000,000. This latter figure was in 
turn broken down into these three 
categories: Self-contained units, 
$500,000,000; room air condition- 
ers, $750,000,000; ‘and residential 
air conditioning, $1,750,000,000.” 

“.. . Last year there were prob- 
ably 10,000 American homes air 
conditioned. This year I think 
there will be 50,000. 

“But remember this. There are 
over 40,000,000 electrified homes 
in America that are not air con- 
ditioned,. and there is a need for 
1,000,000 new homes annually.” 

In clearing up beliefs that only 
the better or larger homes can 
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properly include year-round air 
conditioning, Mr. Wampler said, 
“Carrier is doing business with 
several manufacturers of prefabri- 
cated houses who are pushing resi- 
dential air conditioning in their 
homes that regularly sell from $7,- 
000 to $12,000 each.” 

Adding more to his prophesy, 
Mr. Wampler said, “I see, within 
the lifetime of many men in this 
room, these things: air conditioned 
streets; whole cities air condi- 
tioned from central plants; And I 
am very sure that long before our 
Diamond Jubilee in 1977, there 
will be few, if any, homes built in 
America that will not be com- 
pletely air conditioned.” 


Warns against 
unrated fans 


A. W. HANIGAN, manager of 
American Blower  Corporation’s 
Merchandise Division, pointed out 
the rapid growth of the electric 
ventilation industry since 1947. 

“Electric ventilating is a rapidly 
growing business and we need not 
go back to its inception to realize 
the growth. Let’s look back just a 
few years from 1947 through 
1952. According to records pub- 
lished by the U. S. Department of 
Commerce propeller fan shipments 
have grown from $17,381,000 to 
$44,798,000; utility blowers from 
$2,376,000 to $10,213,000; and the 
general classification for the fan 
and blower group to include the 
above and other types not con- 
sidered here from $54,791,000 to 
$137,671,000. It is interesting to 
note 1952 shipments for propeller 
fans and utility blowers, as we 
have termed electric ventilation, 
were about equal to the entire fan 
and blower group for 1947. 

Mr. Hanigan divided the elec- 
tric ventilation market into four 
divisions—industrial, commercial, 
farm, and residential, and gave 
facts and typical applications for 
each. 

He warned distributors to be- 
ware of fans that were not prop- 
erly rated, and those distributors 
about to select a manufacturer to 
“select the one offering the most 
in policy, reputation and products.” 


Calls salesman 
sales success key 


“THE DISTRIBUTOR 
the key to sales success. He moves 
the merchandise,” G. W. Orr, 
chairman Promotion Com- 
mittee, Electric Housewares Sec- 
tion, NAED, and Sales Manager, 
Electric Housewares Division, 
John Oster Manufacturing Co., 
told distributors. 

“Nobody 


salesman is 


Sales 


would dream of dis- 
puting that—certainly none of us 
here,” Mr. Orr continued. “But 
after the salesman does his selling 
job... what? Electric housewares 
move many miles to distributors’ 
warehouses, move still more miles 
to dealers’ shelves—but what about 
the last 3 feet—that short distance 
across the counter? That’s where 
the payoff—for all of us—really is. 
What are we doing about those 
final, fatal 36 inches?” 

Mr. Orr urged distributors to 
cooperate with the NEMA Elec- 
tric Housewares Gift Industry 
Program, which has a direct tie-in 
with more than $5,000,000 worth 
of national advertising of the in- 
dividual members manufacturers 
of the NEMA Electric Housewares 
Section, reaching more than 60,- 
000,000 consumers every month to 
back up. 

“We know the gift theme is 
good. We have proof of that in 
the fact that even Sears-Roebuck 
—probably the world’s largest re- 
tail merchandiser—is using the 
gift theme in their 1953 spring 
flyer to promote the sale of electric 
housewares.” 

In closing his remarks, Mr. Orr 
said, “Remember—those last three 
feet can keep him (the dealer)— 
you—and the manufacturer on 
their feet.” 


We profit when 
you profit-—Orr 


R. A. ORR, general 
Vacuum Cleaner and Fan Dept., 
Small Appliance Div., General 
Electric Co., closed his address at 
the convention by telling the dis- 
tributors in attendance, “We man- 
ufacturers depend on you—we 


manager, 
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profit only as you profit—as you 
sell—as you teach your dealers to 
sell.”’ 

Earlier in his address he stated, 
“As manufacturers we can do only 
so much, 
fine products, and we can advertise 
them in magazines and 
papers, and on radio and television. 
Regardless of how good our prod- 
ucts may be or what consumer de- 
mand we create, our efforts are in 


We can try to give you 


news- 


vain unless it is easy for the con- 
sumer to buy. Only you can reach 
the dealer—and through him the 
consumer.” 

“As intelligent business men, no 
longer can we, the manufacturers, 
you the distributors . afford to 
wait for the mercies of the ele- 
ments and hope that some factory 
will call up for 200 fans or some 
government agency ask bids on 
500. Our market is the growing 
market—the home market,” Mr. 
Orr stated. 

“ . . it’s too late to join the 
early birds this year—but it’s not 
too early to lay your plans for 
next year—to plan to reduce the 
weather gamble—to take full ad- 
vantage of a profitable, if seasonal, 
business—the household fan.” 


Adequate wiring 


of homes urged 


L. E. BARRETT, NAED vice- 
president and president of the 
Barrett Electrical Supply Co., St. 
Louis, Mo., urged appliance dis- 
tributors to get together and pro- 
mote adequate home wiring. 

Mr. Barrett established the fol- 
lowing points on getting such a 
program started in individual com- 
munities: 

“1. Get together and find out if 
an Adequate Wiring Bureau Pro- 
gram is in existence in the local 
community. If so contact the head 
of the group and offer to join in 
with the promotion. 

“2. If no program exists then 
write to the National Adequate 
Wiring Bureau (the Bureau is 
headquartered and its staff housed 
in the offices of NEMA, 155 E. 
44th, New York 17, N. Y.) for de- 
tails of how you can get started. 
The Bureau publishes two booklets 
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which tell the whole story. One is, 
How to Develop Your Plan of Ac- 
Adequate Wiring, the 
More Wiring, More Busi- 


tion for 
other, 
ness.” 

In summation of his remarks, 
Mr. Barrett quoted from an anon- 
ymous individual on the Bureau’s 
Staff: 

“Any national program can be 
effective only if it is implemented 
by enthusiastic follow-through at 
the ‘point of sale’ in this case 
in every community where people 
live in homes. The immediate ob- 
jective of National Adequate Wir- 
ing Bureau promotion is the estab- 
lishment and active operation of 
Adequate Wiring 
by the 


local programs 


various branches of the 
electrical industry in their own 
communities. Through these local 
efforts it is the ultimate aim of the 
program to raise the habitual level 
of home wiring—which obscures 
at present so much of the indus- 


try’s untapped market.” 


Told no need 


for credit alarm 


JOHN C. SHARP, president of 
Hotpoint Co., quoted facts and fig- 
ures to the convening distributors 
to prove that there is no need for 
alarm over consumer credit. 

“The viewers-with-alarm, and 
self-appointed authorities, say that 
the appliance business is headed 
for trouble,” Mr 
“Credit is supposed to be over- 
Reliable statistics 
show that consumer credit at the 
end of 1940 was 31 per cent of the 
yearly spending power after ne- 
cessities of life were paid for. At 
the end of 1952, the 
credit was only 18 per cent of the 
after paying for 
food, clothing and _ shelter. 

“If anyone is alarmed about the 
total consumer credit of 24 billion 


Sharp © said. 


extended. 


consumer 


vearly income 


dollars, you may point out that it 
could go up to 42 billion dollars 
before it reached the 1940 level. 
It seems the boys are comparing 
horses with rabbits, without tak- 
ing into account the change in 
times. 

“If these 
enough attention, people will be- 


alarmists receive 


New officers of NAKED 


Robert M. Johannesen, presi- 
dent of Johanhesen Electric Co., 
Greensboro, N. C., was elected 
president of the National Asso- 
ciation of Electrical Distribu- 
tors, succeeding George F. Hess- 
ler, vice-president of Graybar 
Electric Co., at the 45th Annual 
Convention held in Chicago. 

Lester E. Barrett, president, 
Barrett Electric Supply Co., St. 
Louis, Mo., was re-elected vice 
president and chairman of the 
apparatus and supply division. 

Herbert Schiele, Artophone 
Corp., St. Louis, Mo., was 
elected vice-president and chair- 
man of the appliance division. 

Titus B. Schmid, Crescent 
Electric Supply Co., Dubuque, 
Ia., was elected member-at-large 
from the appliance division to 
serve on the Board of Governors 
for a period of two years. 

P. O. West, Doubleday-Hill 
Electric Co., Washington, was 
elected member-at-large from 
the apparatus and supply divi- 
sion to serve on the Board of 
Governors for two years. 








gin to believe it and will tighten 
up. Then enough people are laid 
off to drop the buying power, and 
consumer credit does go beyond 
reasonable limits. 

“The way I look at this situation 
is that we are not getting enough 
of the 
and we ought to be doing some- 
thing about it. I believe a distrib- 
utor, or a 


income of the consumer, 


finance organization, 
knows what is reasonable in the 
way of credit for a dealer or a 
consumer. The American people, 
especially consumers, seem to know 
what is best for them and, if let 
alone, can handle their own af- 


fairs.” 


Competition is 
outside industry 


“. . . IT MAKES little difference 
whether your experience started 
with retail selling. The important 
thing is that we agree that selling 
and salesmanship are still the very 
stated 
R. J. Sargent, manager, Major Ap- 
Electric 


life-blood of your business,” 


liances, Westinghouse 


} 
Corp. (Please turn to page 111) 
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NARDA holds 
three-day session 


MIDYEAR MEETING of the National 
Appliance and Radio-TV Dealers 
Association featured a_ three-day 
session, June 28 through 30, held 
at the Conrad Hilton Hotel, in 
Chicago. 

Open discussions made up the ses- 
sions of the first day, and concerned 
various problems common __ to 
dealers. 

First session of the second day 
of the meeting featured a report 
on NARDA business by the associa- 
tion president, Wallace Johnston. 
Mr. Johnston’s report was followed 
by the Salesmaking Session, pre- 
sided over by H. B. Price, Jr., 
NARDA vice-president, who also 
made the keynote address, “How to 
Inspire a Sales Force.” Others 
talking to the group on salesmaking 
were: Joseph T. Meek, Illinois Fed- 
eration of Retail Associations; 
George Bates, Home Equipment 
Co., Memphis, president of the 
Memphis Retail Appliance Dealers 
Association; William Wellons, 
Wellons Mercantile, Inc., Dunn, 
N. C.; Fred Klein and Donald 
Pusey of Capital Airlines, Wash- 
ington, D. C. 

At a session called the Appliance 
Merchandising Session, speakers 
included: H. W. Warren, manager 
of distribution, Major Appliance 
Division, General Electric, Louis- 
ville; Joe Lydon, F and H Power 
and Supply Co., Peoria, Ill.; P. 
Eduard Geldhof, vice-president and 
director of research and engineer- 
ing, Whirlpool Corp.; C. E. Bart- 
lett, Ruud Manufacturing Co.; and 
Robert Oliver, manager, Appliance 
Specialties, Westinghouse. 

The Management Session on the 
last day of the meeting featured 
talks by Mr. Johnston, Joseph Flei- 
schaker, Will Sales Co., Louisville, 
Ky.; Charles H. Jett, Jett’s, Inc., 
Lexington, Ky.; C. W. Leihy, ex- 
ecutive vice-president, Electrical 
Dealer; and Roy O’Sullivan, dis- 
tributor salesman, Peirce-Phelps, 
Inc., Philadelphia. 


Mort Farr, NARDA past presi- 
dent, presided at the final meeting 
which was the Television Session. 
Allan B. Mills, merchandise man- 
ager, RCA Victor Home _ Instru- 
ment Department; Don Gabbert, 
Gabbert’s, Minneapolis, Minn.; and 
Harry Alter, president, The Harry 
Alter Co., Chicago; spoke on sev- 
eral subjects pertinent to television 
industry operations. 


Capehart announces 
new Dallas distributor 
THE MELETIO Electrical Supply 
Company, Dallas, has been named 
Capehart television and radio dis- 
tributor for northeastern Texas, it 
has been announced by an official 
of the Capehart-Farnsworth Corp. 
Alex Meletio, Sr., is president of 
the firm which bears his name. Jack 
Meletio is vice president and Cape- 
hart manager; J. Walter Nyquist is 
director of merchandising, and C. 





W. Buchanan, service 
General offices are 
South Central 
Dallas. 

Other lines handled by Meletio 
Electrical Supply include Fedders 
Air Conditioners, Hobart Kitchen 
Aid Dishwashers, and Universal 
major appliances. 


manager. 
located at 315 
Expressway in 


Appliance sales 
statistics told 

FACTORY SALES of standard-size 
household washers in April totalled 
288,474 units, compared to 345,986 
in March, a decrease of 16.6 per 
cent, according to figures for its 
membership announced by the 
American Home Laundry Manufac- 
turers’ Association. April sales of 
washers compared to 217,211 units 
in April, 1952, a gain of 32.8 per 
cent. 

Dryers sold in April aggregated 
28,556 units, a loss of 42.4 per cent 


a 


a 


i 
hee 


RUSHING THE HEATING SEASON—Doug Muir (left), new representative 

of the Markel-LaSalle Electric Products, Inc.’s, line of electric heaters in 

several Southeastern states, takes orders from Charles S. Martin (right). 

of Charles S, Martin Distributing Co.. and Bill Martin (second from left). 

of Appliances, Inc., both of Atlanta. Dick Piper (second from right), Markel 

sales manager, looks on. Not pictured is Harry Benton, of Charlotte, who 
also represents the Markel line in the Southeast. 
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FOR GREATER SERVICE PROFITS— 
compared to 49,593 in the preceding 


month, and off 20.9 per cent from a 
36,109 in the comparison month a & & 
year ago. 


Sales of ironers in April totaled 


14,080 units, as against 16,066 in ? e = 
March, down 12.4 per cent, and were if} f? (2) 
57.5 per cent higher than 8,938 re- {/ 


ported for April last year. 
Factory sales of standard size 


household vacuum cleaners in May 
totaled 252,404 units, compared to CHR 
216,969 sold in May, 1952, an in- WITH THE 


crease of 16.3 per cent, according 
to industry-wide figures announced ' : SUPER HIGH-SPEED 
by the Vacuum Cleaner Manufac- 
turers’ Association. 

May sales compared to 268,548 
cleaners sold in April, a decrease of 
6 per cent. 


Prentiss Wabers Co. 
ehanges firm name 

PREWAY, INC., is to be the new 
name of Prentiss Wabers Products 
Co., in a decision made at the an- 
nual stockholders meeting held at 
the office of the Wisconsin Rapids 
manufacturer of household appli- 
ances. 

All officers and directors of the 
company were re-elected, and are 
as follows: J. O. Ellis, president; 


Michael Woolf, vice-president; H. MR. DEALER: 


H. Niemann, vice-president in 


charge of manufacturing; A. E. N Oo WwW AVA i LA B L E F O R S E RV | C E 
Bark, secretary-treasurer. Elected 

as directors were: J. O. Ellis, T. W. A N D M 0 D E R N | Zz | N G 

Brazeau, Dr. Edward Hougen, C. D. 
Searles, H. H. Niemann, A. E. 
Bark, Ira F. Boyce. R. S. Wiltrout 


will again serve as chairman of the 
board. 








Preway, Inc., is engaged in an 
annual ten million dollar volume 
production of gas ranges, electric | 
ranges, camp stoves, oil and gas- ~ 
burning space heaters, and floor STOP-WATCH SPEED | HEAT SAVER [ TIME-SAVING SERVICE | 
and central heating furnaces. Time it and see! The Super | Chromalox “2-Units-in-1" Only a few cdoptor rings | 
| 





High-Speed Chromalox fits heat to small utensils, are necessary to fit the com- 
Rocket beats ordinary units saves up to 45% of elec- pletely assembled Chrom- 

all the time, every time in tricity cost, keeps kitchen clox elements to all range | 
degrees cooler. tops. 





Manual for salesmen Peseta a i ae 
announced by Norge | . . AT YOUR 

PUBLICATION of a comprehensive The only super high-speed range unt CHROMALOX 
sales training and product manual for All electric ranges DISTRIBUTORS 


for distributor salesmen has been 


— SS eee 





ac-64] 


announced by the Norge Division WRITE FOR ROCKET DATA SHEET AND SALES HELPS 
of the Borg-Warner Corporation. 


H. L. “Red” Clary, vice-president € WIROIM [MILO EDWIN L. WIEGAND COMPANY 


in charge of sales, said “The Norge 7600 THOMAS BLYD., PITTSBURGH 8, PA. 


Product Story,” a 126-page loose- 





1 feachtree St., N. E., Atlanta 5, Ga.; L. BR 
leaf book, is expected to strengthen am hg ergy Ag 2g gg re al 





I n Ave Tulsa 14, Okla.; 
Charlotte 2, N. C. 
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EARLY PLANNING—Because its stocks of air conditioning units for the 
1953 season have already been exhausted this early in the summer, south- 
eastern states sales managers and representatives of the Air Conditioning 
Division of Remington Corp., met recently at a three-day sales conference 
to make preliminary plans for sales of Remington room air conditioners in 
1954. The meetings were conducted by M. L. Judd, general sales manager 
of the Division (seated center.) Left to right (seated) are: W. H. Lassiter, 
Lassiter Sales Co., Richmond, Va.; Mr. Judd; and Ernest M. Johnson, 
Eastern District sales manager; Philadelphia. Left to right (standing) are: 
W. L. Henderson, J. B. Hurt, Charlotte, N. C.; H. L. Rush, Richmond, Va.; 
L. C. Zicarelli, Jacksonville, Fla. 


Norge’s position by refining dis- 
tributor techniques for selling 
and holding retailers. 

The manual runs the detailed 
gamut of a wholesalesman’s activi- 
ties, from evaluating new dealer 
prospects to demonstrating appli- 
ances. 

The manual tells wholesalesmen 
how to help dealers set up an appli- 
ance sales program, highlights 
methods of dealer relations, and in- 
cludes an outline for training meet- 
ings. 

Covered briefly is Norge’s his- 
tory, its relation to Borg-Warner, 
and present and future opportuni- 
ties in the white goods industry. 


Hopkins company 
named by Raytheon 


WILLIAM J. HELT, general sales 
manager of the Raytheon Tele- 
vision and Radio Corp., recently 
announced the appointment of the 
Hopkins Equipment Co., 418 Peach- 
tree St., Atlanta, as distributor of 
Raytheon radio and television re- 
ceivers for most of Georgia and the 
western borderline of South Caro- 
lina. 

Ralph D. Scoppa is general sales 
manager of the Hopkins firm. M. H. 
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Hopkins is sales manager of the 
Raytheon division, and is directing 
the company’s initial presentation 
of Raytheon products to dealers 
and potential customers in the 
territory. 


Zenith announces 
new TV models 

FORTY-EIGHT new television mod- 
els, the largest line in the company’s 
history, were introduced recently 
by the Zenith Radio Corp. 

Each of the models has the new 
“Super K” chassis, and each is 
equipped with Zenith’s automatic, 


one-knob turret tuning for VHF, 
and when UHF strips are added, for 
UHF. The turret provides any 
combination of 12 UHF and VHF 
channels, and is completely within 
the set. 

Optional on all models is a com- 
pletely new continuous tuner for all 
UHF channels. Installed by Zenith 
technicians at the factory, the tuner 
is fully equipped to receive all 70 
UHF channels without further 
modification. The tuner is stand- 
ard equipment on the Stratosphere, 
the line’s most expensive model. 

Twenty of the new receivers are 
employing the big, new Cinebeam 
picture tube, another Zenith devel- 
opment. The tube has a reflector 
that acts like millions of tiny, built- 
in mirrors, and produces sparkling, 
clear pictures, according to its de- 
velopers. Models equipped with the 
new tube are the 21-inch, 24-inch, 
and 27-inch sizes. 

Styling of the new line ranges 
from stately period designs to tra- 
ditional, contemporary, and ultra- 
modern. 


GE appliance salesmen 
to be “‘shopper’”’ tested 

MYSTERY SHOPPERS will be used 
to sharpen home laundry equipment 
selling practices of General Elec- 
tric major appliance retail sales- 
men. 

James H. Goss, general manager 
of the G-E home laundry equipment 
department, said “Star Salesman’’ 
pins and merchandise prizes will be 
given retail salesmen who demon- 
strate satisfactorily their product 
knowledge and selling technique. 

Shoppers of Willmark Service 
System, Inc., will be used. Distrib- 





Television sets shipped to South in first quarter of 1953 


Ariz. 33,074 Ky. 
Ark. 12,583 La. 
Del. 4,931 Md. 
D.C. 18,552 Miss. 
Fla. 27,089 Mo. 
Ga. 34,000 N.C. 
Kan. 18,569 Okla. 


30,680 S. €. 
27,241 Tenn. 
27,159 Tex. 
17,996 Va. 
50,591 W. Va. 
40,664 South 
40,778 U. S. 


12,478 
29,640 
129,989 
50,871 
29,636 
636,521 
2,060,016 


The above tabulation is based on a survey released recently by the Radio- 
Television Manufacturers Association. It indicates how TV sets were dis- 
tributed during the first quarter of 1953. It does not show actual number 
in use because the data does not account for obsolesence, export from 
area, dealers’ inventories and other factors. 
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utors will select the retail stores to 
be visited. Salesmen will be in- 
formed that their store is to be 
“shopped,” but will not be told the 
specific time. 

A key point in the plan is a “Tell- 
Sell” display of home laundry equip- 
ment which includes an automatic 
clothes washer, an automatic dryer 
and a wringer washer, and a 7 by 
334-foot wall copy panel. The panel, 
printed in six washable colors, fea- 
tures “Sell-O-Grams”—terse pres- 
entations of outstanding features of 
each of the appliances—with appro- 
priate illustrations. 

Prize award decisions by the 
shoppers will be based upon the ef- 
fective use by the salesman in his 
presentation of the “Tell-Sell” dis- 
play material. 


CBS-Columbia fall 
line introduced 


Cps-COLUMBIA’s new line of tele- 
vision receivers, and its extensive 
advertising plans were unveiled at 
the annual meeting of the firm’s 
distributors in New York recently. 

Highlights of the new line were 
the introduction of a high fidelity 
television sound system, the intro- 
duction of two price leader models 
and the announcement of two high 
fidelity radio-phonograph combina- 
tions, according to David H. Cogan, 
president of CBS-Columbia, Inc., 
TV set manufacturing subsidiary 
of the Columbia Broadcasting Sys- 
tem. 

The two combination radio-phono- 
graphs include the CBS 360 audio 


system, which incorporates two 


4 highlight of the CBS-Columbia 

fall line is a combination featuring 

the CBS 360 audio system. The sys- 

tem uses two speakers and two 

sound outlets to create the impres- 

sion of sound which radiates around 
the listener. 
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WERE CRYING OUT Lou 


HELP! 


WEP uel? 


WERE SWAMPED WITH 


VORNADO 


THE WORLD'S LARGEST 


vice-president and sales man- 


ager of the O. A. Sutton Corp., of Wichita, Kan., manufacturers of Vornado 


air conditioners and fans, recently 


was the recipient of a “erying towel” 


measuring 14 feet long by six feet wide. The large towel, shown behind 


Mr. Sutton’s desk, was used by one 


of Vornado’s distributors to dramatize 


their urgent need for additional air conditioners to satisfy the tremendous 


demand that has broken all previous records. 


Weather conditions in many 


areas indicate that the tremendous shortage of air conditioners that occurred 

in 1952 will be repeated this summer. Left to right are, O. A. Sutton, presi- 

dent; Ed Frohlich, vice-president, and Charles Mitchell, Vornado sales man- 
ager, both of Warren-Connolly Co., New York; and Mr. Rising. 


speakers and two sound outlets to 
create the impression of “hemis- 
pheric” sound—the listener seems 
to be completely surrounded by the 
sound. 

The two TV leader models are 
the 21-inch mahogany console, the 
“Spotlight,” and the 17-inch “Am- 
bassador,” in = an metal 
cabinet. 


ebony 


The company’s advertising cam- 
paign was outlined when the new 
line was introduced, by Gerald 
Light, advertising and sales promo- 
tion director. The combination na- 
tional and local market campaign, 
according to Mr. Light, will include 
a heavy concentration of spot radio 
announcements, an intensified 
magazine schedule, large space daily 
newspaper ads, and heavy trade 
magazine campaign. 


Air conditioning 
distributors named 
IN A FURTHER EXPANSION of its 


national sales organization, the Air 


Conditioning Division of Reming- 
ton Corp. has appointed additional 
distributors for its console and 


window type room air conditioners, 
M. L. Judd, general sales manager, 
has announced. 

New distributors have been ap- 
pointed for several Southern states. 

Alabama-Florida Distributing 
Co., 604 N. 9th St., Birmingham, 
and Mack Electric Co., 207 S. 
Foster St., Dothan, Ala., will rep- 
resent the company in Alabama. 

In Florida, the air conditioning 
will hereafter be distributed by 
Robertson Supply Co., 53 W. Jack- 
son St., Orlando. 

New distributor for.the state of 
Georgia is Edwards-Harris Co., 258 
Peachtree St., NW., Atlanta. 

Lighting Fixture and Electrical 
Supply Co., Inc., P. O. Box 1774, 
New Orleans 2, has been named by 
Remington as distributor for the 
state of Louisiana, and in North 
Carolina the new distributor is 
Twin States Distributing Co., 1200 
S. Graham St., Charlotte. 

New Missouri distributor for 
Remington is Continental Electric 
W. 13th St., Kansas 


ee, the 


company has 
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o i r Model DE-48—48-inch Crosley 
With REVOLVING : SS f Automatic Dishwasher-Sink 
“ s ~ cS Combination shown—$439.95** 
24” Undercounter and Free 
3 standing Models also available 
Most-conviiicing : ** Manufacturer’s Suggested 
sales feature in any dishwasher! 4a Retail Price. 


. 








EXCLUSIVE WITH THE 


~~ GROSLEY/7 
AUTOMATIC DISHWASHER 


For lively sales you can’t beat a live demonstration 
of a Crosley Automatic Dishwasher. Prospects see 
that Crosley assures clean—really clean—dishes. 
The SwirlClean Tray, exclusive to the Crosley Dish- 
washer, gently rotates through washing and rinsing 
cycles. No chance of dishes on the lower rack 
“blocking off” cleansing spray from dishes above. 


Set up your demonstration model today. Now’s 
the best time to make Crosley Dishwasher sales. 
Crosley’s great Kitchen Planning Contest, just com- 
pleted, has pre-sold thousands on complete Crosley 
Kitchens. Most of these qualified prospects want 
the Crosley Automatic Dishwashers! 





Make sure prospects buy from you. Offer them the 
Crosley Dishwasher complete with installation. If 
you can’t provide this service for your customers 
now, see your Crosley Distributor. He’ll help you 
locate a reliable installation source. 


And don’t forget, you can offer excellent terms that 
include installation. Like many other Crosley prod- 
ucts, dishwashers can be sold with no money down 
and three years to pay. You, of course, receive pay- 
ment immediately. Your Crosley Distributor will 
help you locate a retail financing source, too. 


Set your heart on bigger profits with the new 
Crosley Automatic Dishwasher. 





Here’s the newest and best way 
to sell dishwashers! 


The Crosley glass demon- 
stration door lets your 
customers see how the rev- 
olutionary SwirlClean Tray 
eliminates “hit or miss” 
washing. Door snaps easily 
into place, it is quickly 
removable, and fits any 
Crosley Dishwasher. 





Call your distributor for a 
glass demonstration door 
today 








This Crosley 

“Fun with Father” 
Promotion ...a top 
sales booster, too! 


A tested and proven gift pro- 

motion loaded with chuckles 
and with sales. Complete with attention-getting 
ads, direct mail post cards, window banners, and 
point-of-sale displays. This promotion is designed 
to bring interested prospects to your store 


See your Crosley Distributor for more details on 
this promotion 
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Better Products for Happier Living 


Shelvador® Refrigerators - Sheivador® Freezers - Electric Ranges - 
Electric Food Waste Disposers - Sinks - Steel Wall Cabinets - 


Range and Refrigerator Pantries - Automatic Dishwashers - Home Laundry - Electric Water Heaters 
Vinyl-on-Steel Continuous Counter Tops - Handy Accessories - Television - Radios - Room Air Conditioners 

















appointed Graybar Electric Uo., 125 
16th St., Nashville, to represent 
them. 

Two West Virginia firms have 
been named by Remington. They 
are: Westinghouse Electric Supply, 
315 N. 4th St., Clarksburg, and 
Westinghouse Electric Supply, 1803 
Eoff St., Wheeling. 


Nelson Radio and Supply 
named by Amana 


APPOINTMENT OF Nelson Radio & 
Supply Company, of 451 St. Louis 
Street, Mobile, as exclusive Amana 
freezer distributor for southern 
Alabama and western Florida was 
announced recently by C. H. Myers, 
regional sales manager for Amana. 

Nelson will distribute Amana up- 
right and chest freezers to dealers 
in 16 counties in Alabama and 10 
counties in Florida. 

Heading this new operation for 
Nelson Radio & Supply will be Perry 
G. Baucum, president, and James C. 
Nelson, vice-president and sales 
manager. 

The firm plans to increase “con- 
siderably” the number of Amana 
dealers throughout its territory, 
Mr. Nelson said. 

The food plan technique is being 
explored, he added. Nelson has just 
franchised Glennon’s Amana Plan, 
600 Weinacker Avenue, Mobile. 
Success of this plan “will determine 
the extent of food plan activities 
throughout the rest of our terri- 


Examining the 18-cubic foot Amana 
freezer are Percy G. Baucum (left) 
president, and James C. Nelson, vice- 
president and sales manager, of Nel- 
son Radio and Supply Co., Inc., Mobile, 
Ala., new Amana freezer distributor 
for southern Alabama and western 
Florida. 


104 


tory for the future,” Mr. Nelson 
said. 

Amana’s new distributor also 
handles radio, television, room air 
conditioning and other electrical 
appliances. 


Little Rock firm 
new Arvin distributor 

WHOLESALE Suppiy, INc., 409 
East Markham Street, Little Rock, 
Arkansas, has been appointed an 
exclusive Arvin radio and television 
distributor, effective immediately, 
says Paul W. Tanner, general sales 
manager of that division of Arvin 
Industries, Inc. 

Wholesale Supply will be respon- 
sible for merchandising, promotion 
and sales activities on all Arvin 
radio and television products in 
Little Rock and surrounding area, 
Mr. Tanner said. The firm dis- 
tributes Tappan ranges in the same 
territory. 

H. W. Howard is president of 
Wholesale Supply, Inc., Claude 
Rogers is vice-president and Helen 
Rogers is treasurer. 


New distributor 
for Miami area 

THE AMBASSADOR Distributors, 
Inc., 6890 N.E. Fourth Court, 
Miami, has been appointed distribu- 
tor for CBS-Columbia television 
and radio receivers, it was an- 
nounced by Roland D. Payne, man- 
ager of sales of CBS-Columbia, Inc., 
set manufacturing subsidiary of 
the Columbia Broadcasting System. 

The firm, whose president is Mar- 
shall Litvak, will cover for CBS- 
Columbia the important Miami 
trading area and Southern Florida. 


Several appointed 
for Broil-Quik service 
CONTINUING the program of 
broadening its nation-wide system 
of service stations, the Broil-Quik 
Company has announced several 
new appointments in the South. 
Marple Electric Co., 124 South 
Miami Ave., Miami 32, Fla.; Wayne 
M. Tinkler & Co., Ltd., 2731 E. 
Yandell, El Paso, Texas; Southern 
Electric Company, 32 East Church 
Street, Orlando, Fla., have been 
named. 


These companies will repair and 
service Broil-Quik’s complete line 
of broilers and rotisserie combina- 
tions, including the six-way auto- 
matic Chef. A full year guarantee 
goes with every Broil-Quik unit. 


OUR READERS SAY — 


To the Editor: 

I have read with interest on Page 90 
of the May issue of ELECTRICAL SOUTH 
your article on consumer credit. In 
that connection 1 would call your at- 
tention to the chart appearing on 
Page 156 of the enclosed United Busi- 
ness Service bulletin. You will note 
that total private debt is considerably 
lower in relation to national income 
than it was in the 30’s when the 
Federal Government was actually 
stimulating an increase in private 
debt through various types of govern- 
mental guarantees. 

There are many men in various 
governmental agencies who desire to 
give the Federal Reserve Board 
authority to control consumer credit. 
I submit that the tederal Reserve 
Board’s record in administering Reg- 
ulation W proves that they have no 
conception of what happens to our 
economy when they regulate install- 
ment sales. 

All branches of the electrical appli- 
ance business as now constituted suffer 
seriously when the government tink- 
ers with the extension of consumer 
credit. This business is geared to in- 
stallment selling, and governmental 
interference develops many disloca- 
tions of the most serious nature. 
Manufacturers, distributors and re- 
tailers of electrical appliances cannot 
turn their overhead expense on and 
off to conform to the fluctuation of 
sales resulting from whimsical gov- 
ernmental controls. 

Governmental control of consumer 
credits has a negligible effect as a 
deterrent to inflation, but these con- 
trols have a most serious effect on 
the businesses which must sell through 
liberal credit to maintain the volume 
necessary to support overhead ex- 
pense. 

There is only one sound approach 
to the extension of credit to the con- 
sumer and that is to pass on the indi- 
vidual merit of each credit applica- 
tion. This, of course, cannot be done 
when the government arbitrarily 
establishes credit terms. 

I consider the prospect of govern- 
mental control of consumer credit the 
most serious threat which confronts 
the future of business men engaged 
in the sale of durable goods to the 
consumer. 

B. F. MeLain 


Hart Furniture Co. 
Dallas, Texas 
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Arvin— 
Salesmaker display 


AMONG THE LOCAL promotional and 
merchandising material which will be 
made available to Arvin dealers for 
development of their radio and tele- 
vision business during the fall and 
winter, is a “salesmaker” display for 
island or wall use. 

The “Salesmaker” display holds up 


to 20 Arvin radios. It is 52 inches 
high, 40 inches wide, and 16 inches 
deep. The shelves are gray and the 
base and header are in maroon with 
white lettering. 

A wide array of colorful material 
that can be used for window trim or 
for interior and counter displays is 
prominent on the list of available 
material. This includes special ban- 
ners, pennants and strips for both 
radio and television promotion. 


NuTone— 
Chime mounting 


A NEW THREE COLOR display for 
their K-15 chime is now available 
from NuTone, Inc., Cincinnati 

The display highlights the two 
types of mounting for the new chime. 
It may be recessed into a wall or 
mounted on the wall. In a recessed 
installation, the sounding mechanism 
is located behind the wall line. All 
that is visible is the white perforated 
grille and chrome bezel which is only 
7% inches square. Its appearance 
follows the latest design trends to- 
ward wider use of recessed lighting 
and heating fixtures. 

The new display is self-standing 
and completely wired with trans- 
former for full operation. Two push- 
buttons located on the front provide 
an opportunity for customers to hear 
the chime. Two notes are sounded for 
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the front door and one for the rear. 

On the side of the display, fou 
color illustrations show possible in- 
stallations. Emphasis is placed on 
ceiling and baseboard height installa- 
ticns. 

Typical installations of the new 
chime are: at clock height in the kit 
chen, in the ceiling of the hallway, 
at baseboard height in the living room, 
and concealed behind the door in the 
bedroom. Design simplicity makes it 
an attractive highlight of any wall o1 
ceiling. 

The entire power unit is completely 
enclosed. Because no part of the unit 
protrudes, it cannot be bumped, dam- 
aged or scraped. 

A complete assortment consisting of 
the wired display plus three chimes 
for back-up stock is also available. 


Universal— 
Walk-around display 


A MULTI-COLOR, life-sized, walk- 
around gift housewares Christmas dis- 
play has been introduced by the Uni- 
versal product manufacturer, Landers, 
Frary and Clark, of New Britain, 


Conn. This colorful display, which 
dealers will receive free with every 
$175.00 merchandise purchase, is 57 
inches from base to chimney top. It is 
finished in holiday colors, and it has a 
32 x 16 inch table top which holds the 
full line of Universal products. 


Package promotion plan 


UNDER A NEW PLAN of the Gibson 
frigerator Co., Greenville, Mich., 
an buy a complete, hard- 

ng room alr conditione: saies pro- 
motion campaign, and pay the cost in 
check, thus eliminating costs of 
printin imprinting, addressing and 


do is fill out 


an order blank including the names 
and address¢ f his prospects. From 
then on all details are handled by 
Gibson’s mailing service. 

Opening the air conditioning unit 


campaign ji of ads and other 


ributors to use 1n 


material for 
deale1 Major piece of the 


campaign i a fact-packed 


tabloid giving dealers all the ammu 


needed to start the selling job. 


direct mi: pleces are offered 


a 
Casco— 
Point-of-sale hits 


FOUR POINT-OF-SALE kits have been 
nailed 0 retailers of Casco 
tured by Casco 
12 Hancock Ave., 
lay in full gloss 
holds » steam iron, displays 
seals awa iron, and in s 
ion photographs in side panels lists 
iron’s selling features. The display 
gned to take up a minimum of 
countel space 
Also included in the kits is a set of 
olorful window streamers calling at- 
tention to the 15-day free trial cur- 
rently being offered 
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Ylames aud 


Calvin D. Mitchell, president of 
Southern Appliances, Inc., distribu- 
tors of appliances and electronics in 
the two Carolinas, has announced the 
appointment of William C. Conley as 
executive vice-president in charge of 
sales. 

Mr. Conley, who is well-known na- 


William C. Conley 


tionally in the appliance and elec- 
tronic fields, brings to Southern Ap- 
pliances a background of more than 
20 years experience in manufacturing 
and distributing. He has been as- 
sociated formerly with Crosley, Cool- 
erator, and Hotpoint, Inc. 

Mr. Mitchell further announced 
that Mr. Conley has acquired a stock 
interest in Southern Appliances, and 
will serve on the board of directors in 
line with the company expansion now 
under way. 

& 

Elmer C. Dvorak has been named 
vice-president in charge of sales of the 
Camfield Manufacturing Co., Grand 
Haven, Mich., it was announced re- 
cently by L. V. Meyering, president of 
the company. He succeeds the late Al 
Sanger. 

Mr. Dvorak has had wide experi- 


Elmer C. Dvorak 


Faces 


ence in the electrical industry, and 
came to the Camfield company from 
Rival Manufacturing Co., where he 
was assistant to the president. He 
will make his headquarters in Grand 
Haven. 

The Camfield company is in the 
process of expanding its line of auto- 
matic toasters and coffeemakers. 


Modern Appliance Distributors, Inc., 
of Oklahoma City, has announced that 
Bob Gee has been appointed sales man- 
ager of Thor laundry equipment han- 
dled by the firm. 

Mr. Gee is already handling Mitchell 
air conditioners, James dishwashers, 
and Manitowoc home freezers for 
Modern Appliances. 


James M. Robertson, Jr., manager 
of the Capehart-Farnsworth Corpora- 
tion’s Atlanta sales region, has re- 
cently been promoted to that position, 
it was announced recently. 

Mr. Robinson, who joined Capehart 


J. M. Robertson, Jr. 


as field service engineer in May, 1950, 
has most recently served the firm as 
special UHF field representative, 
working through national headquar- 
ters in Fort Wayne. In his new ca- 
pacity he will work with Capehart 
television and radio distributors in 
Jacksonville, Miami, and Tampa, Fla.; 
Birmingham, Ala., and Atianta, which 
will be his headquarters city. 


The appointment of C. F. McGraw 
as product sales manager for radio of 
the Crosley Division of Aveo Manu- 
facturing Corp., was recently an- 
nounced by E. W. Gaughan, general 
sales manager for television and radio. 

Mr. McGraw has been with Crosley 
for the past three years in the market 


research and business management 
departments prior to extensive sales 
assignments in the field as zone man- 
ager for appliances, and more recently, 
as Atlanta zone manager for radio 
and television. 

2 


Appointment of W. G. Adair as sales 
representative and Christian M. Eber- 
sole as field service representative for 
Remington room air conditioners in 
the south central states, was an- 
nounced today by the Air Conditioning 
Division of the Remington Corpora- 
tion. 

According to M. L. Judd, general 


Cc. M. Ebersole 


sales manager, Mr. Adair will cover 
the territory of Western Tennessee. 
Mississippi, Louisiana, Arkansas and 
Oklahoma, and Mr. Ebersole will 
supervise field service of Remington 
units in Tennessee, Missouri, Kansas, 
Oklahoma, Texas, Louisiana, Arkansas 
and Mississippi. 

Mr. Adair’s new office will be at 701 
Exchange Building, Memphis. He was 
formerly both manufacturers’ and 
distributors’ representative in the 
heating equipment and appliance field. 

Mr. Ebersole, formerly owner of the 
D&E Refrigeration Company in Win- 
chester, Va., was service manager for 
Montgomery Ward before opening his 
own business. 

* 


Appointment of W. I. Meyers, III, 
as area manager of the Hoover Com- 
pany, with headquarters in Richmond, 


W. I. Megers, Ul 
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Va., was announced this week by Wm. 
H. Bond, sales manager of the com- 
pany’s special products division. 

Mr. Meyers will handle sales of 
Hoover special products to distribu- 
tors, including the Hoover recondi- 
tioned cleaners, floor polishers, steam 
irons and dustettes. His territory will 
include Baltimore, Washington, D. C., 
Virginia, North and South Carolina 
and parts of eastern Tennessee and 
West Virginia. 

Before joining Hoover, Mr. Meyers 
was a regional manager for Univer- 
sal Major Elec Appliance Co., of 
Lima, Ohio. Prior to that he was with 
Landers, Frary and Clark for about 
14 years, selling to distributors 
through the southeastern states and 
midwest. 

6 

As part of an over-all expansion 
program in the Florida area, M. D. 
Snow has been named general man- 
ager of Allen B. DuMont Laboratories, 
Inc., Receiver Division Florida Fac- 
tory Distributing Branch, it was an- 


D. Snow 


nounced recently by Dan D. Halpin, 
division general sales manager. 

Mr. Snow will also supervise Du- 
Mont’s Tampa Bay area operations. 
He has been a district sales manager 
for DuMont’s New Jersey Factory 
Branch since May, 1952. His replace- 
ment there will be announced soon. 


A number of organizational changes 
designed to assist distributors and 
dealers in their contacts with the fac- 
tory and in their sales, merchandising 
and promotional activities have been 
made by the radio and television divi- 
sion of Arvin Industries, Inc., accord- 
ing to an announcement from Harlan 
B. Foulke, vice-president. 

Weldon L. Payne, a 20-year veteran 
at Arvin in various office and field as- 
signments, has been appointed assis- 
tant general sales manager working 
with Paul W. Tanner, recently named 
to the general sales manager’s post. 

Three new regional sales managers 
have also been appointed. They are: 
Raymond P. Spellman, who will be in 
charge of the west coast region and 
will also’ serve as distributor relations 
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supervisor; William E. Skinner, wh: 
has transferred his activities to Co 
lumbus as regional manager of the 
southern territory but will continue to 
supervise the Arvin factory branch in 
Chicago until his successor there has 
been named; and Ben Jones, formet 
district manager for New England 
and upstate New York, who will now 
be in charge of the eastern territory 

Lee Hadin, regional sales manage} 
in charge of the mid-western territory 
for the past three years, will continue 
in that post, Mr. Foulke said. 

It was also announced that Jack 
Kramer, who formerly served as as 
sistant manager of Arvin Distributors 
of New York, the company’s forme: 
factory branch there, has been desig 
nated as special accounts man for 
New York City and the metropolitan 
region. 

Leo W. Burns, who has been acting 
as a planning executive for the past 
two years will now take over the post 
of product development manage 
under Mr. Foulke. Edwin E. Camp- 
bell has been named product distribu 
tion manager in charge of the factory 
department responsible for allocations, 
quotas and distribution of radio-tele 
vision products. 

William D. Howell, who has bee 
with Arvin since 1947 in a numbe1 
of headquarters assignments, has be 
come assistant merchandising man 
ager and John Anderson will continue 
as sales promotion manager for the 
division. Edward McLean, has been 
named manager of the order depart 
ment of the division. 


In a reorganization of the Shavex 
Co., William H. Burgess, president, 
announced that William F. Edwards 
has been appointed vice-president in 
charge of sales. Mr. Edwards held 
his previous title of sales manager 
since 1951. 

Under the new organization, the 
Shavex Co., Formerly a division of 
Electronic Specialty Co., becomes a 
separate sales corporation. The firm 
remains at 3456 Glendale Blvd., Los 
Angeles. 

Mr. Edwards joined the company as 
a salesman in 1948. The following 
vear he became assistant to the presi- 
dent and was appointed national sales 
supervisor in 1950. 


The appointment of Dale Rader as 
assistant to R. Edwin Gray in the sales 
engineering office of Stromberg-Carl- 
son Co., in Dallas, is announced by 
A. G. Schifino, general manager of the 
Sound Equipment Division. 

Mr. Rader brings to Stromberg- 
Carlson a wide background of sales 
and management experience having 
been associated with the West Disin- 
fecting Co., United TV Labs, and J. B. 
Evans Co., in real estate and ap- 
praisals 





TITAN 


Thermostat 
ELECTRIC HEATERS 


MODEL 22 


e It looks like a portable radio 
— heats like an old-fashioned 
stove! It’s the answer to the 
smart housewife’s demand for a 
really beautiful electric heater. 
Single control operates famous 
Therm-O-Dial Thermostat. 1320 
or 1600 Watts. Powerful fan. 
Evercool case. $19.95 retail. 


\T 
sELLS 


MODEL 
900 





e This big value heater is loaded 
with features for irresistable sales 
appeal. Proven profit makers in- 
clude two switches, amber signal 
light, thermostat, forced air and 
infra-red heat. 1320 and 1600 
Watts. Evercool case. 

$24.95 retail 


Write today for 
complete information. 


TITAN 


CTURING CO., INC. 


BUFFALO 10. NEW YORK 
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Cleaning equipment 


A COMPLETELY restyled tank-type 
vacuum cleaner with a 12-piece at- 
tachment set designed for efficient and 
short cut cleaning was introduced re- 
cently by the Westinghouse Electric 
Appliance Division, Mansfield, Ohio. 

The new model features a specially- 





designed Toss-Away disposable bag 
with a %-inch flange that makes it 
easy to install and remove and a new 
slip-ring nozzle connection for posi- 
tive, air-tight connection with the 
tank. Finished in coral and accen- 
tuated by bright metal and a stream- 
line handle, the cleaner weighs only 
14 pounds. 

At the same time, announcement 
was made of the custom upright 
vacuum cleaner, model FADS-11, 
equipped with a seven-piece attach- 
ment set. 

Models continued in the 1953 line 
include another upright and another 
tank-type cleaner plus a Hand Vac 
and a twin brush floor polisher. 


& 
Home ventilating fan 


INFORMATION ON a new 250-cfm 
Poweraire home ventilating fan for 
permanent installation in an outside 
wall is available from Westinghouse 
Electric Appliance Division, 653 Page 
Blvd., Springfield, Mass. The model, 
8PHV, is ideally suited for the small- 
er kitchens found in today’s modern 
homes or for the laundry. 

This fan comes equipped with spe- 
cially designed, unusually quiet Hem- 
colite S-R plastic blades. These blades 
are bendproof and warpproof, and as 
a result, will maintain their shape 
and balance. 

The one-piece steel grille is finished 
with a baked-on white and gray 
enamel. It is easily removed for clean- 
ing. The outside shutter is of heavy 
sheet steel finished with gray enamel. 
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A strong spring and an over-centre 
hinge combine to keep the shutter 
tightly closed when the fan is not in 
operation. The wall sleeve is of heavy- 
duty sheet steel, gray enamel finish, 
and is designed to fit all standard 
wall thicknesses. 

The fan’s motor is a Westinghouse, 
brushless, two-pole, induction type, 
with die-cast, squirrel-cage rotor. 
Bearings are individually self-align- 
ing, porous-sleeve type. The switch is 
a single speed, “on” and “off” type 
actuated by a pull chain that oper- 
ates both motor and outside shutter 
in a single operaticn. 


1953 laundry equipment 


KELVINATOR DIVISION of Nash-Kel- 
vinator Corp., Detroit, Mich., has 
begun retail showings of its 1953 
laundry equipment line. New auto- 
matic and wringer washers and an 
automatic ironer are being introduced 
en an area basis, region by region, 
and national distribution will be 
achieved in the spring. 

The new Kelvinator automatic 


rao 
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washer features “shampoo” washing, 
“x-centric” agitation, and overflow 
rinsing. It fills with water, washes, 
rinses, damp dries and shuts olf auto- 
matically, in a cycle that runs from 
20 to 28 minutes, depending on wash- 
ing time as set on the control dial. It 
will hold up to nine pounds of assorted 
dry clothes. The unit stands 40% 
inches high, 26 inches wide, and 26 
inches deep. 

Wringer-washer models WE and 
WC both have a capacity of nine 
pounds of dry clothes, and 17% gal- 
lons of water to the waterline. Wash 
action is performed by a non-tangling 
aluminum agitator with high vanes. 
Wringers adjust themselves to thick 
or thin garments, and are equipped 
with a trigger-action touch release. 

Kelvinator’s new deluxe ironer fea- 
tures a goose-neck head and two open 


usable ends, for unobstructed ironing 
of extra large and odd-shaped pieces. 
Ironer shoe distributes heat evenly 
and efficiently. Foot and knee controls 
leave both hands free. Special “to and 
fro” finishing action adds extra sheen 
and smoothness to each ironed piece. 

Thermostatic controls at either end 
of the ironer shoe are conveniently 
marked with the proper heats for 
ironing different types of fabrics. Top 
ends fold around the ironer when not 
in use, to form a neat, attractive 
cabinet. 


e 
New Ben-Hur freezer 


A 20-cuBIC FOOT upright freezer 
taking less than nine square feet of 
floor space was announced this month 
by Ben-Hur Manufacturing Co., 634 
East Keefe Ave., Milwaukee, Wis. 
The unit, designed for maximum ¢a- 
pacity—up to 770 pounds of frozen 
food on 24% square feet of shelves— 
and minimum floor space require- 
ments, will fit into an area 48 inches 
wide by 29 inches deep. It can be 
moved through a 25-inch doorway 
space by removal of the freezer door. 

The new mode! also features faster 
five-surface direct contact freezing, 
modern styling and two-tone blue in- 
terior trim, a new door design that is 
proof against freezing shut and three 
handy utility door shelves for small 
packages. 

Addition of the “Upright 20” to the 
Ben-Hur line gives dealers a _ size 
range which covers 88 per cent of. all 
freezers sold. It includes a 20-foot 
chest model in addition to the upright, 
along with other chest models in nine, 
13.2, and 16.8 foot capacities. 

All Ben-Hur models in the 1953 
chest type freezer line have been re- 
designed to incorporate important 
new features, among which is the 
“Desert-Dri” cabinet design. This fea- 
ture eliminates condensation on the 
outside of the freezer cabinet. The 
new design has placed the condenser 
coils in the freezer walls where the 
heat taken out of the food compart- 
ment is dissipated to the outer sur- 
face of the freezer chest. This offsets 
any tendency of the freezer shell 
toward coolness and resultant “sweat- 
ing’ even under extreme conditions 








fo ig 


of temperature and humidity. 

By unwinding the coils from their 
conventional fin coil arrangement the 
need for a high speed cooling fan and 
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large grille opening to admit cooling 
air is eliminated. The only fan in the 
1953 Ben-Hur chest freezer is a small, 
deep-thrust one used only to circulate 
air around the compressor. 

New “Flex-Flo” counterbalanced 
cover design insures a cold-tight seal 
between the cover and the chest it- 
self, and avoids the possibility of 
cover distortion and loss of sealing 
efficiency. 


Dehumidifier 


A HEAVY-DUTY electric dehumidifier 
is now being produced by the Air 
Conditioning Division of Remington 
Corp., according to an announcement 
made recently by the company. 

Called the “Moisture Magnet,” the 
complete, self-contained unit auto- 
matically removes excess water or 
moisture from the air of enclosed 
spaces in industrial plants, storage 
rooms, laboratories, warehouses or 
virtually any installation within its 
range where increased air drying or 
protection from moisture damage is 
needed. , 

Except for an electric outlet, no 
installation is necessary. For drain- 
age, the unit may be placed over an 
existing floor drain, or pails may be 
used for water collection. 

The Moisture Magnets are avail- 
able. in two capacities, and a special 
folder containing unit specifications 
and simple step-by-step instructions 
for determining the dehumidifier ca- 
pacity required for any situation is 
available upon request to the Reming- 
ton Air Conditioning Division. 

Model K10-D is equipped with a 
1-hp compressor, and Model K12-D is 
available with a 114-hp compressor. 


Faseo kitehen fans 


NEW OUTSIDE wall and ceiling venti- 
lating fans designed with removable 
outlet boxes have been placed on the 
market by Fasco Industries, Inc., of 
Rochester, N. Y. 

Major advantage of the outlet box 
being removable from the inside is 


that wiring is done more easily and 
quickly out in the open. Removable 
boxes make installation easier in 
houses with finished walls. Ventilat- 
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ing fans can be installed in round 
plaster holes, then the box can be re- 
placed, with no necessary replastering. 

The square design of inside grille 
and outside frame simplifies installa- 
tion in outside walls of any construc- 
tion. Round telescoping tubes are 
quickly adjusted to fit any wall thick- 
ness from 4%4 inches to 14 7/16 inches. 
Ample overlap on outside door frame 
and inside tube makes flush finishing 
easy and neat, no matter what type 
of wall construction. 

An electrician connects wires from 
the receptacle to power supply and 
replaces the outlet box and cover in 
the sleeve in the simple installation of 
the fans. 

. 


Reversible window fans 


THE EMERSON Electric Mfg. Co., St. 
Louis 21, Mo., announces 16-inch and 
20-inch electrically reversible window 
fans with new shallow cabinets, new 
type blades and silver gray finishes 
for 1953. Direction of rotation is re- 
versed at a flip of the switch, to pull 
cool night air in or exhaust hot in- 
door air. 

3oth fans have a two-speed, cur- 


rent-saving capacitor motor and bal- 
anced blades that assure maximum 
air flow and quiet operation. Adjust- 
able panels permit quick, easy instal- 
lation in windows 29% inches to 36 
inches in width. Mounting chains 
supplied with fans permit installation 
in windows from 16 inches wide to 29 
inches wide for the 16-inch fan and 
in windows 20 inches to 29 inches 
wide for the 20-inch fan. 

The 16-inch fan delivers 2000 cfm 
on high speed, and the 20-inch fan 
delivers 3200 cfm. Both carry the 
Emerson Electric Five-Year Factory- 
to-User Guarantee. 


*“Swivel-Top”™ cleaner 

GENERAL ELECTRIC, 570 Lexington 
Ave., New: York, has introduced a 
new “Swivel-Top” vacuum cleaner 
called the Model C-1. The new two- 
tone blue cleaner with chrome trim, 
comes complete with eight attach- 
ments. All attachments are conveni- 
ently stored in a new portable “caddy” 
that can be hung on a doornob. 

When the hose and extension tubes 
are joined together and then fitted into 


the “Swivel-Top” cap of the C-1, the 
user can clean over 12 feet in every 
direction without moving the cleaner. 
This allows the homemaker to clean 
an entire average-size room from one 
central point. 


Capehart “Coronation” TV 
INITIAL shipments of the “Corona- 
tion,” Capehart’s 27-inch television 


console, are now being made 


The Coronation, which features a 
27-inch rectangular picture tube, em- 
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ELECTRICAL CORD SETS 


“WRIST ACTION” CORD SET 


Wireless swivel plug 
turns, bends, swings, 
spins — eliminates all 
cord wear, 95%, 
of all cord 
troubles. Exclu- 
sive, patented de- 
sign. A proven 
seller. Attractive 
display card free. 


RANGE CONNECTORS 


Finest quolity cord and recepte- 
cles, including new flush range 
receptac'e. Underwriter's Ag- 
proved. 220 volt, 50 amperes. 
Eliminates costly electrical work 
in cennecting ranges. 


your jobber or write direct 
for full details and prices. 


DAVIS Mfg. Company 


PLANO |, ILLINOIS 

Southeast Rep. 

H. K. Dewees Co 
Walton Bidg.,Atianta,Ga 


Southwest Rep 
on Estes 
Merchandise Mart 
Dalias, Texas 
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ploys the new Capehart television 
chassis with reserve supply video 
power which, according to a company 
spokesman, has been used for success- 
ful reception throughout the country. 
In addition, the set is ready for UHF 
with the simple change of channel 
strips in the Capehart Niagara cas- 
cade multi-channel tuner. 

An especially notable feature of 
the new set is its authentically-styled 
18th century English cabinet with 
glowing mahogany finish. 


e 
Fryer-cooker 


FEATURES OF the new Fryer-Cooker 
which has been made available by the 
Dominion Electric Corp., Mansfield, 
Ohio, include the E-Z cook guide on 
the lid, a faucet which quickly drains 





liquid from the cooker, automatic heat 
adjustment, easy-to-clean round well, 
and a capacity of four quarts. 

The cook guide on the lid gives 
quick reference for many different 
foods, temperature and time required 
for their preparation. 


Copies OF the complete line catalog 
in which all the fans in the 1958 line 
are illustrated and described, are now 
available from Westingouse Electric 
Appliance Division, 653 Page Blvd., 
Springfield 2, Mass. Fan catalog 
number is 3FN-0301. 

The range in sizes covers fans with 
10-in. blades that move 420 cfm to fans 
with 20-in. blades that move 10,000 
cfm. The types run the gamut of 
table, wall, pedestal, hassock, ventilat- 
ing, and exhaust. 


& 
Audio products 


THE GENERAL Electric Co., Syra- 
euse, N. Y., has announced additions 
to its line of audio products which 
will be marketed under the “Custom 
Sound Ensemble.” The announcement 
marked the company’s entrance into 
the field of home high fidelity sound 
systems. 

The new ensemble consists of a pre- 
amplifier control unit, a 10-watt am- 
plifier, and a dual coaxial speaker. 
Other equipment for home record pro- 
duction which has been exhibited with 
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the ensemble included a three-speed 


record changer equipped with G-B’s . 


variable reiuctance cartridge, a three- 
speed manual turntable, equipped 
with a deluxe tone arm and a com- 
pany-designed speaker enclosure. 

All of the units are so designed as 
to make them adaptable to either cus- 
tom installation or separate furniture 
pieces. 


* 
Eleetric timer 


THE FRESH’ND-AIRE Co., Chicago, 
manufacturer of a complete line of air 
treatment appliances, has introduced 
a new automatic electric timer which 
can be used to make many Fresh’nd- 
Aire products completely automatic in 
operation. According to the company, 
a division of Cory Corp., 221 N. La 
Salle St., Chicago 1, Ill., the unit 
turns appliances on and off at desig- 
nated times. and is quite easy and 
simple to use. 

Engineered for use with dehumidi- 
fiers, fans, circulators, and humidifi- 
ers, the timer is set for starting at a 
given time for a certain period, and 
is then plugged into the appliance, 
and hung on the wall. The timer can 
be plugged into an ordinary electrical 
outlet. 


7 
Radiant heat-fan 


THE THERMADOR Radiant Heat- 
Fan, a combination convection type 
electric heater, has been added to the 
line of the Thermador Electrical Man- 
ufacturing Co., 5119 District Blvd., 
Los Angeles 22, Calif. 

The Radiant Heat-Fan provides di- 
rect warmth through radiant “spot” 
heating while simultaneously heating 
the air set in motion by a fan, thus 
providing efficient space heating. The 





dual operation results in immediate 
warmth within the path of the radi- 
ant heat while the surrounding air of 
the room is heated by fan circulated 
warmth. 

Safety is insured in the inclusion of 
a device which automatically turns off 
the heater if it is accidentally turned 
over, and the unit is equipped with 
enclosed sides, small grille and louvre 
openings to prevent contact with the 






































heating element behind the grille. 

The Heat-Fan is available in either 
1320 watts or 1650 watts on 120 volts, 
alternating current. 


Inexpensive table model 


A NEW TABLE MODEL radio, the 
Graduate, has been added to the com- 
plete electronics line of the Crosley 
Division, Aveo Manufacturing Corp., 
1329 Arlington St., Cincinnati 25, 
Ohio. 

The radio features a decorator- 
styled cabinet in a choice of four col- 
ors, red, ivory, chartreuse or mottled 
mahogany. The stylized speaker grille 
is a new departure in low-priced table 
radio design, and the set is compact 
enough to fit on the smallest table or 
shelf space. 

In keeping with a recent request by 





the Civilian Defense Agency, the two 
CD emergency broadcast bands, 640 
and 1240, are marked on the tuning 
dial. 

Performance-wise, the Graduate 
features an iron core I.F. transformer 
for increased sensitivity and selectiv- 
ity, drift-free tuning, automatic voi- 
ume control, an Alnico V speaker, a 
built-in antenna, and either ac or de 
operation. 

a 
New Fryryte 

A THREE-WAY dial controlling tem- 
perature from 150 to 400 degrees now 
enables the housewife to do almost 
any type of cooking from baking to 
sauteing in the newly-designed Fry- 
ryte marketed by Dulane, Inc., River 
Grove, Il. 

The new dial is designed in three 
colors for the temperatures ranging 
from “Lo” to “Medium” to “High.” 
Each temperature range is suitable 
for several different cooking methods. 
The unit has been engineered to be 
versatile enough to cook chili con 
carne, cup cakes, roast chicken, pork 
and beans or muffins. 


e 

Portable radios 
TwO NEW PORTABLE radio sets, 
both providing AC-DC and battery 
operation, have been announced by 
Stewart-Warner Electric, the televi- 
sion, radio and electronics division of 
Stewart-Warner Corporation, 1826 
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Diversey Pkwy., Chicago 14, Ill. The 
“Capri” the larger of the two, with 
a newly-designed chassis and Ferrite 
Sar antenna, is a high-performance 
set with up to ten times the usual 
sensitivity of portables. It is designed 
primarily for distance reception and 
difficult radio reception areas. Listed 
as Model 9175, it is available in black, 
green or brown. 

The second, the “Gadabout,” is a 
smaller set, and is available in green, 
gray or maroon. 

Both sets have convenient controls 
which are so placed on top of the case 
that the set can be operated from 
either side. Both have an automatic 
battery saver cut-off, to prevent bat- 
tery drain while operating on house 
current. Easy access to the interior 
is provided by a push button recessed 
under the handle, making the line cord 
readily available. 


NAED convention 
(Continued from page 97) 

Mr. Sargent urged the use of 
demonstrations for increased sales 
in major’ appliances, 
laundry equipment, following up 
the title of his address, “Every- 
body’s From Missouri.” 

Quoting from an article he had 
read recently, Mr. Sargent said, 
“If the United States is going to 
ward off any post-defense slump 
then the days of the hard sell may 
be approaching again—that the 
buyers’ market is upon us and 
good salesmanship will become a 
prime necessity.” 

“This is particularly true in the 
major appliance business. In this 
business we are always in com- 
petition with other industries for 
the consumer dollar. It makes 
little difference whether the com- 
petition is automobiles, furniture, 


especially 


furnishings, or 
ment. These 
consumer 
tributor a fairly rough time. As an 
example, I! that the 
automotive is producing 
cars at the rate of 7 


home farm equip- 
competitors for the 
dollar can give a dis- 
understand 
industry 
million per 
year in 1953. This represents ap- 
proximately 40 per cent of the dol- 
lars spent for consumer durable 
goods. If, perchance, we are not as 
aggressive merchandising-wise as 
the automotive people, it is possible 
for them to walk with a 
greater share of the consumer dol- 
lar. Therefore, competition 
is actually outside the electrical in- 
dustry. 

“Tf the automobile dealer gives 
demonstration to the 


away 


your 


a stronger 
man of the house, he gets the sale. 
If you and your dealers do a better 
job of demonstrating the product 
to the little lady of the house, you 
get the sale. 

“However you slice it, the facts 
Everybody’s From Mis- 
you'll sell 


are clear 
souri. Show ‘em and 
‘em.” 


Texas dealers 
(Continued from page 93) 


color sets will be produced, and that 
undoubtedly the dealer can look 
forward to many other develop- 
ments in the future including 3-D 
in both black and white and in color 
—making four different transmis- 
sions that are compatible with the 
black and white set and may be in 
various stages of development with- 
in a very short period. 
J. P. Anger, Motorola sales train- 
ing director, made an outstanding, 
dramatic plea for better sales train- 


ing. He used many stage props to 
emphasize his point that attitude, 
and skill are the three 


that 


knowledge, 


categories enter into sales 
training. 

He, too, presented a formula for 
The 


were 


dramatized it. 
formula 


selling and 
highlights of this 
“With every 
tion; with every 
opportunity to explain a 
with benefit 
agreement; and with every nod of 


feature, ask a ques- 
answer, find an 
benefit; 
each explained, get 
agreement, ask for the order!” 

Al W. Bernsohn, managing direc- 
tor of NARDA, was the concluding 
speaker before the appliance deal- 
ers Profit Clinic. Mr. 
through his 


Bernsohn, 
work on the annual 
Cost-of-Doing-Business Survey con- 
ducted by NARDA, is said to have 
more knowledge of successful dealer 
operations than any other person in 
America. He discussed some of the 
important results of the 1953 sur- 
vey recently published (see June 
issue, ELECTRICAL SOUTH) and in- 
terpreted the results of the survey 
in terms of dealer operation. 


Week-long promotion 
(Continued from page 89) 


possible. At the same time we 
wanted to get before the public our 
line of air conditioners and fans. 
Everything we plan to sell through- 
out the year was on display.” 

The special promotion began on 
continued 
Newspaper ad- 
vertising and spot radio announce- 
ments began on the _ preceding 
Thursday. On the same day, a 
total of 8,000 folders and a circular 
were put in the 


one Saturday and 
through the next. 


mails covering 








5,000 to 
CFM Torrington 
Blades, Westing- 
house and G.E. 
Motors, SKF Ball 
Bearings, Brown- 


Single Unit Penthouse ing Drives. 


Fort Valley, Georgia 





VALLEY FANS for 
HOME AND INDUSTRY 


50,000 


Vertica! Discharge Fan 


Write for complete information 








Sizes for 
36” and 42” 
Openings. 


VALLEY FAN MANUFACTURING CO. | _ siser “models 


30” to 54” 





*T.M. Reg. U. S. Pat Of 


‘Sell COOL Breezes 


with BAR-BROOK * 


BREEZEBUILDER* 
AVP FANS 


Easiest package fan 
on the market to install. 
Certified Ratings. U. L. 
Approved. 


BAR-BROOK MFG. CO., INC. 


Fan Makers Since 1932 
6135 Linwood Ave. Shreveport, La 
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every rural box holder in the 
county. During the week 10,000 
handbills were passed out in Jasper 
and other communities within a 20- 
mile radius. The following Thurs- 
day, the two weekly newspapers in 
Jasper carried another ad and the 
radio spots were continued. 

The store’s share of this adver- 
tising amounted to $168.00 with a 
like amount being paid by distribu- 
tors who furnished the seven door 
prizes. Balloons, candy, and miscel- 
laneous decorations brought the 
store’s outlay to just under $200. 
The newspaper advertising carried 
photographs of all the store’s per- 
sonnel—including the office pup. 

“We set a goal of 4,000 visitors 
to the store for the week,” Mr. 
Potts explained, “and our total 
registration for the opening day 
was 7,221 which included over 6,000 
adult visitors. Nine ranges and 
- five freezers were sold that day 
despite the crowded conditions that 
are far from favorable in closing 
sales. I attribute the immediate 
sales during the week largely to 
playing up a nationally advertised 
electrical appliance gift with the 
purchase of each television set, re- 
frigerator, freezer, range, or 
washer. These included clock ra- 
dios, osterizers, food mixers, iron- 
ing boards with pad and cover, and 
electric irons. Distributors con- 
tributed half of the cost of these 
gifts.” 

Store personnel utilized several 
other ideas to assure the promotion 
of success. 

The store was kept open ten 
hours daily and the doors were not 
closed during store hours regard- 
less of weather which is a regular 
store policy. Visitors’ names and 
addresses were taken by store per- 
sonnel in front of the store. Regis- 
tration cards were placed in a box 
at the rear of the store for door 
prize drawings. Floor displays 
were arranged so that a large aisle 
circulated visitors around the 
perimeter of the store interior. 
Every piece of merchandise bore a 
large price tag which could be read 
from a distance of several feet. The 
gifts which would go with pur- 
chases were displayed prominently. 
Free candy and balloons were given 
to the younger guests, and the store 
was decorated very colorfully. 
Plenty of parking space was pro- 
vided, and a large sign in the store 
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advertised the fact that it was 
necessary to pay “Nothing Down 
if You Trade in Your Old Appli- 
ances.” 

The promotion was timed for the 
dull part of the appliance season 
Mr. Potts explained. It gave store 
personnel something to keep busy 
on, and provided the lead-off for a 
consecutive series of monthly pro- 
motions to follow. These monthly 
promotions will be built around a 
particular line which the store car- 
ries, and will stress originality and 
include contests or something that 
ties the public in with the promo- 
tion. 

Despite the fact that more than 
12,000 persons visited the store 
during the recent seven-day event, 
the week following the promotion 
saw a number of phone calls asking 
the store to allow persons to come 
in and register. Sales continued, 
too, with an average of six washer 
sales a day the following week. 

Some three weeks prior to the 
promotion, and before the name of 
the store was changed, Mr. Potts 
and Mr. Webster wanted to get rid 
of several major items which had 
accumulated in their stock during 
their first year of operation. By 
advertising a free breakfast room 
set with each purchase, 27 major 
appliances were disposed of in a 
week. Actually, the breakfast room 
suites, advertised as a gift but 
financed as a combination sale, had 
a retail value of $139.50. A less ex- 
pensive gift might have accom- 
plished the same purpose, but the 
owners figured that the goodwill 
value of the larger gift would mean 
more to them over a period of time. 
Most of these sales were made to 
young couples in a temporary finan- 
cial squeeze who will later be pros- 
pects for new appliances to replace 
the used ones bought. 

W and P Appliance Company 
owners use the gift idea wherever 
applicable, but they never give dis- 
counts or cash awards. Even when 
a customer comes by to give in the 
name of a prospective buyer, he is 
given a salt and pepper shaker set 
or a Tap-a-Glass for the refrig- 
erator. 


Personalized sales 
(Continued from page 88) 


streamers to take the customer's 
mind off the unit itself,” says Miss 





Atkinson, telling of her methods. 

Discussing installation, Miss At- 
kinson said, “If you are planning 
the customer’s comfort, why leave 
him with the boxed fan on his 
hands to search for an electrician 
or carpenter to install the fan? Re- 
lieve the customer of this job by 
taking care of it for him. He will 
remember you when he hears of 
another fan customer.” 

In simple installations where the 
time consumed doesn’t exceed 30 
minutes or so, the Hudson company 
makes no installation charge. But, 
when a couple of hours of labor are 
required, an installation charge is 
made. 

Looking forward to one of the 
biggest fan seasons, the buyer re- 
called that by the second week of 
July last season, all fans were com- 
pletely sold out. During the third 
week of August, when most dealers 
believed that the season was over, 
Miss Atkinson sold, delivered, and 
installed 20 fans, and not a single 
one was returned. 





Real traffie builder 
(Continued from page 87) 


have some bearing on the sale of 
TV sets. However, the owner re- 
veals that he can’t see that his shop 
has either helped or hindered his 
TV sales. 

He points out that his city is still 
in a fringe area for TV, and there- 
fore demand has not yet reached a 
peak. He adds that people coming 
into the shop for records often stop 
to look over the TV sets on display. 

Perhaps the best idea revealed 
by Mr. Stavinoha for a record shop 
is that it attracts customers to 
other parts of his store. A side 
door and rear door lead naturally 
into the appliance and hardware di- 
visions of the store although cus- 
tomers may enter the record shop 
via a special entrance. 

“Customers generally come in 
twos and threes,” the owner re- 
veals. “Maybe a man will come in 
with his wife and while she looks 
for records he will walk around and 
look at the other merchandise. 
Often they buy things they had not 
intended to buy when they came 
in.” 

For that reason he believes that 
a record shop is a good drawing 
card although it requires special 
handling. 
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Known and time-tested, for Quality, 
Long-Life, and Certified Air Delivery. 
That's the Reed story, and why Reed 
should be on your floor this fan season. 








One of the most extensive and liberal 
dealer cooperative advertising plans 
in the appliance business. Ask your 
authorized Reed distributor or write 
direct to us for details. 


UNIT-FANS, INC. 
1001 St. Charles Ave., New Orleans, U.S.A. 
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AUTOMATIC WATER HEATERS: SAF-T-HOT...ACTANE...MERTLAND 


Built by Water Heater Specialists 
M. M. HEDGES MANUFACTURING CO., INC., Chattanooga, Tennessee 


GAS and ELECTRIC 





Lead The Way 


gas and oil-burning heaters 


that carry you ahead 
of ; Vdd 


To a dealer, there’s no proof like profit 
to measure merchandising success. By this 
yardstick, judge Preway — the fastest- 
growing line of space heaters on the mar- 
ket — now the third largest producer in power-house heaters 
the country. | jin small home sizes 

And this year, Preway gives you gas heat 
to team with oil, so that you can meet the 
interests of every customer with the right 
circulator, with the right features, at the 
right price. So line up with Preway. Lead Lifetime burner guarantee plus 

usiness your way with this money-making 20-year werranty on heater unit 
line that has everything to keep you out 
ahead of competition. Phone, wire or write 
today for full information. 


Prentiss Wasers Propucts Co. 
1753 Second Street N., Wisconsin Rapids, Wis. 


@ Smoliest cabinets in the industry 
but highest in B.T.U. input 


Many. automatic convenience 
features 


Wrap-it-up, Vll-take-it price tag 


Floor 
and 
Central 
Heating 
Oil- 
| | Burning 
2 | a 4 Furnaces 
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A short line of six great 


performers — priced to sell 
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ELECTRICAL SOUTH for JULY, 1953 


























High 
arc-interrupting 
capacity with 
“magnetic yoke” 
are chamber 


Up to 8 interlock 
circuits (4 N.O. 
and 4 N.C.) easily 
front-mounted 
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New coil holder 
simplifies 
coil change 


. sy 
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Size 
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"“Hook-on”™ base 
design soves 
installation time 


and money 3 
e) 
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4 Starter 


<< Special sintered 
metal contacts 
last longer 


Coil and contacts 
removable from 
front without 
disturbing 
power wiring 


Permanent 
air-geP 
lengthens 
magnet life 


™“ 


All parts front- 
mounted for 
easy service 


ond maintenance 


The highest degree of accessibility, flexibility 
and compactness— with no sacrifice of perform- 


ance and long life. That's Square 


design—and you ll find it in every Size Square 


D starter. 
“Off-the-Shelf . 


convenience feature, make normal 


AS 


Parts Kits, another Square D 


maintenance 


K YOUR ELECTRICAL 


D balanced 


replace 


SQUARE 


1903 ° 50 YEARS OF DESIGN LEADERSHIP ° 


easier than ever 
all load contacts 


Each kit contains parts t 


ana finger! springs 


Electrical interlocks also available in kit form 


Write for Bulletin 8536, 
4041 North Richards Street, Milwaukee 


D Company, 
12, Wisconsin 


Square 


DISTRIBUTOR FOR SQUARE D proDuUCctTs 


T) COMPANY 


1953 














Check these 
features of 

the New G-E 
RENEWABLE 








y 
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improved XO 
4 ways z 


cecal 
If you buy fuses, you will 
quickly realize how these four 
features of this new G-E fuse 
can speed, simplify, and im- 
prove the reliability of most of 
the fuse applications in your 


plant. 


1. SILVER PLATING — Electrical contact 
areas are silver-plated to keep the fuse 
from overheating because of copper Oxi 
dation. This elimination of 
heating helps the new fuse to maintain 
original accuracy for 


eXCeSSiVeE 


Years 


3. SIMPLIFIED ASSEMBLY—In replacing a 
link there are only two parts to remove 
Blown links shake out easily from the 
ferrule-type casing. Note that ampere 
ratings are in big, clear numbers 


2. NEW LINK DESIGN—A new link design 
gives accurate protection, plus freedom 
from needless blows caused by harm 


less, momentary overloads 


4. STRONGER—Solid brass fittings on the 
thick fiber casing give the new fuse ex 
ceptional ruggedness. Patented end plate 
is hinged to the casing to prevent loss 








Knife-blade ratings have same advantages: 
* silver plating 
¢ simplified assembly 
e new link design 


* stronger 





All G-E fuses are listed by Under- 
writers’ Laboratories, Inc. Ask your 
G-E Construction Materials distribu- 
tor for a copy of the new G-E fuse 
catalog, or write to Section D85A-724 
Construction Materials Division, 
General Electric Company, Bridge- 
port 2, Connecticut 
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GENERAL & ELECTRIC 


ELECTRICAL SOUTH for JULY, 1953 





